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)» State of the Nation’s Economy: 
¢ Up 
. Automotive Output — Was esti- 
ed last week by Automotive 
msws at 91,098 cars and trucks, 
‘compared with 85,253 the previous 
week, an increase of 5,845. 
-_ §reei. Propuction — The industry 
“was working last week at 74.3 per- 
cent of capacity, as against 64.1 
‘percent the preceding week. 
'.  Gasouine Stocxs—Increased last 
> week to 153,586,000 barrels, com- 
- pared with 152,509,000 the previ- 
- ) ous week. 
- Bank Creprr—Increased in week 
Yended Dec. 22 by $787 million, ac- 
: cording to Federal Reserve Board. 


* * * 


, Down 

' Srorz Sates — Department store 

*sales in week ended Dec. 19. lagged 

“1 percent behind the correspanding 

1952 period. 

| Russer Use — November 

‘sumption of 96,388 long tons of new 

_ rubber compared with 104,754 tons 

_»in October, according to Rubbe 
nufacturers Assn. 

-  Crupe On Stocxs—Totaled 277,- 
\ 166,000 barrels Dec. 19, a decrease 
> of 244,000 for the week. 

Business InpeEx—Physical volume 
business in week ended Dec. 19 
declined to 1041 from 105.6 the 
~ previous week, according to Bar- 
ro ys. 
*Srock Market — Closed in 1953 
h prices nearly 7 percent lower 
at the end of 1952, despite 
i gher earnings and dividends. The 
| industrial stock average was off 
‘4 percent, while public utilities 
* were about unchanged. 
Persona Savincs — Americans 
saved $3.3 billion during the third 
z oped of 1958, compared with 
s .4 billion in the second quarter 
and $52 billion in the third 
quarter of 1952. 
Ran. Loapines — Declined 5.1 per- 
cent in week ended Dec. 19 and 
"were 12.9 percent below the like 
/ week in 1952. 
Zz oe 


General 
TRANSPORTATION OUTLAY — More 
'than $57 billion was spent in 1953 
in the U. S. for all kinds of trans- 
» portation. 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


100,614 


Prev. 1952 
Week Week Week 
For complete production totals 
by makes, see table, page 48. 
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Production Score for 1953... 


By Tom Hewitt 
Staff Writer 
7 U. 8. auto industry last»week 
closed its book on 1958 with 
production tallies of 6,140423 cars 
and 1,209,568 trucks — @ total of 
7,349,691 vehicles. 


It was the second est vehicle- 


on- | 


production year in history. 
Despite the fact that 1953 was 
only the sixth best truck-output 
year, the high level of car pro- 
duction made it the No, 2 year 
for cars and trucks combined. 


The top year is 1950, in which 
6,658,510 cars and 1 343,923 trucks— 


Industry 


8,002,433 vehicles—were turned out. 
The No. 3 year is 1951 with 6,746,- 
976 units—5,330,594 cars and 1,416,- 
382 trucks, 
* « * 

Tus past year’s car turnout was 

41.5 percent ahead of 1952, 
although truck output was 1 per- 





Skyliner Features '54 Ford Offerings— 

The moulded sheet of plastic in the roof of this new Ford body style for 1954 is tinted blue-green to block out the sun's heat 
rays and glare. A sunshade which matches the headlining can be snapped into place beneath the plastic section. For the first 
time, Ford this year offers either the V-8 or six-cylinder engine on any of 14 models. The new V-8 is rated at 130 horsepower. 
Ford will hold the line on car prices. Increases are due on light trucks. (Story on pages 39, 41.) 








GM Broadens 
Parts Lines 
For Dealers 


ETROIT.—A major modification 

of General Motors’ wholesale 
parts distribution plan was an- 
nounced last week by aaplow H. 
Curtice, president. 

The new plan, which went into 
effect. Friday (Jan. 1), enables 
GM car and truck dealers now 
engaged in wholesaling parts, 
and warehouse distributors and 
jobber outlets representing the 
AC Spark Plug and United 
Motors Service divisions, to offer 
@ more complete line of GM 
parts, Curtice said. 

GM parts which previously were 
being distributed by one of these 
(See GM PARTS SETUP, Page 8, Col. 5) 


NADA Convenes Saturday; 
‘Make’ Meetings Eyed 


IAMI BEACH. — The 37th 
annual NADA convention and 
seventh annual equipment exhi- 


Automotive News 


At NADA 


During the NADA convention, 
Automotive News will maintain 
hotel headquarters at the Shel- 
borne and will occupy Booths 
61-62 at the NADA show at 
Miami Beach Auditorium. 


bition will get under way here 
Saturday (Jan. 9). In addition, this 
year’s meeting will feature the as- 
sociation’s first truck equipment 
show. 

With factory-dealer relations 


1953’s Top Story: Hydra-Matic Fire 


By Bob Lienert 
= Staff Writer 
Te= auto industry can look back 
& on 1953 as one of the most 
=o years in its history. 


aspects of the industry, and 
excursions into the abnormal in 


The top 10 developments of the 
year, as rated in order of impor- 


tance by the editorial staff of 
Automotive News, were: 

* - ~ 
l THE Hydra-Matic story: Fire 
* at Livonia; Dynaflow and 


Powerglide installation in other} ' 


lines pending the rapid return to 
production; GM buys Willow Run. 
Chast me Briggs; e 
umors 
link indopenduute: “" 
3. Arrival of buyer’s market. 
Dealer stocks rise. 
4. Year is the second best in his- 
tory for production and sales; car 


production in first half sets record. 
5. BLITZ os an dealer ad 
spree. 
6. End of U. S. controls on prices 
and production. 


7. Moves to regulate manufac- 
(Continued on Page 46, Col. 1) 
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having reached the boiling point 
in 19538, considerable significance 
is attached to a new feature of 
the convention — the meetings 


| Sunday (Jan. 10) of all “make” 


advisory committees. Represen- 
tatives from all states will parti- 
cipate. 

Dealers have been urged to give 
these representatives specific in- 
formation regarding their indi- 
vidual factories and makes, so that 
the meeting will not get bogged 
down in industrywide generalities. 

. * - 

N MANY cases, state dealer 

associations have served as 
clearing houses for such infor- 
mation. 

Here are where the committees 
will meet: 

Buick, Cadillac, Chevrolet, 
Chrysler, Oldsmobile and Pontiac 
—Delano Hotel, 1685 Collins Ave. 

Forp anv LincotN-Mercury—Shel- 
borne Hotel, 1801 Collins Ave, 

Hupson aNpD Witys — Sea Gull 
Hotel, 100 Twenty-first St. 

Kaiser AND STupEBAKER — Nautilus 
Hotel, 1825 Collins Ave. 

NasH AND Packarp — Shore Club, 
1901 Collins Ave. 

” : a 
LLOWING is a day-by-day 
program of the convention. All 
events are scheduled for the Miami 
Beach Auditorium, except the 
(Continued on Page 45, Col. 4) 





This iscve Includes the monthly 
TRUCK SECTION 


$8 Per Y Year, 25¢ Per Caley 


ce 


The Big 
of output in 1953, taking 92.2 per- 
cent, against 86.7 percent in 1952. 
General Motors garnered 46.6 
percent, compared with 41.5 in 
1952; Ford took 25.3, against 23.2, 
and Chrysler slipped to 20.3 from 
22. 

Auto makers begin work on a 
new year today (Jan. 4) and are 
planning 528,000 cars for the month, 
the best January in history. 

December turnout amounted to 
401,658 cars and 98,188 trucks. 

* * + 
are output last week bounced 
up 6 percent above the precad- 
ing week, mainly becaus” of higher 
goals at Chevrolet, Ford division 
and Buick. 

Chrysler Corp. cut back 
further, with both Dodge and 
Plymouth working only two days. 
DeSoto and Chrysler division 
worked three days. 

Built in U. S. plants last week, 
according to Automotive News’ 
estimates, were os cars and 19,- 
968 truc the preceding 
week’s turnout of 67,284 cars 


17,969 trucks. 
* * 


HUpson and Packard also 
worked only three days last 


week because of New Year’s _ 
Studebaker’s Los Angeles 

sembly plant worked last week but 
the South Bend facility stayed 
down for the second week. It is 
due to reopen tomorrow (Jan, 5). 


Oldsmobile, Cadillac and Nash 
resume today after being down 


to return sometime this month. 
One milestone was reached last 
week when Chevrolet turned out 
its 30-miilionth Chevrolet. The 29- 
millionth was produced six months 
earlier. 
. ~ * 
HE year 1953 got off to a fast 
start in February, when the 
Government lifted output curbs. 
Makers jumped right in and ran 
up a first-half record of 3,256,010 
cars and were well on the way to 
(Continued on Page 48, Col. 1) 


Top Cars 


New-car registrations for 10 
months, plus 37 states for No- 
vember : 
1953 Pos. 
1—1,235,380 
2— 991,508 
542,663 
420,442 
354,659 
280,081 
pages 


148.267 
139,549 
128,177 
110,646 
87,398 
67,326 
61,782 
39,971 


36,262 

21,924 

10,400 

6,170 

2,852 Austin 4,427—21 

Total All Makes 
5,224,915 3,675,622 
For further details, see page 
40, today’s issue. 


1952 Pos. 
757,072— 1 


Make 


aT 


rry 





_ present and former 
_ Chicago social] 





- 


sepa rite 


«g°OP executives of the nation’s 
auto factories took a long look 
at the year ahead ‘ast week and, 
generally, liked w' at they saw. 
The industry’: chiefs were 
unanimous in * redicting intensi- 
fled competition and a continued 
strong market despite the ex- 
pected allout sales battle. 

Those who made definite ven- 
tures inte the forecasting field en- 
visioned 1954 as being the third 
best year in history for production 
and sales, second only to 1950 and 
1963. 


* * * 

REVIEWING the year just 

ended, they pointed with pride. 

None viewed with alarm or evinced 
re; b 

te Tome, president of 

Chrysler Corp., said his firm is 

optimistic regarding both the im- 





Chrysler Takes Over 


12 Briggs Plants 

DETROIT.—Chrysler Corp. last 
week acquired 12 plants of Briggs 
Mfg. Co. with the payment of $35 
million and approval of the pur- 


Additional amounts, to cover 
Briggs inventories, will be paid 
within 90 days, Chrysler said. 
The Briggs facilities, it was 
annoul: 7, hereafter will be 
known as Chrysler’s automotive 

division, with the corpora- 
tion’s John E. Brennan as gen- 
eral manager. Briggs had built 
Plymouth bodies. 










_—— 


setition . . . 






rs Look at New Year 


mediate and long-range future of 
the auto business, 

“There is every reason to believe 
that people will continue to buy 
new and used cars and trucks in 
large volume in 
the year ahead,” 
Colbert said. 

“On the basis 
of the facts as 
we know them 
today, it appears 
that the industry 
will produce and 
sell 5 million or 
. more passenger 
|: ; * cars and about a 
ar million trucks 
L. L. Colbert and buses in 1954. 
“However the public may buy a 
considerably larger number of cars 
and trucks.” 

* & = 

OLBERT noted that the national 

economy continues prosperous, 
with personal income running close 
to record levels and bank deposits 
larger than ever before. 

Pointing out that production 
moved into balance with demand 
in 1953 for the first time since 1941, 
Colbert said: 

“In the year ahead, the people 
of the United States will profit 
from continued competition for 
automotive sales. They will be 
given a greater choice of auto- 
motive products than has ever 
been enjoyed by the motoring 
- public.” 

He listed major steps taken by 
Chrysler during the year to ex- 
pand, improve and _ strengthen 
facilities as concrete examples of 
the corporation’s faith in the 
market potential for 1954 and the 
ensuing years. American motorists, 














30 Millionth Chevrolet Leaves Plant— 


A 1954 Bel Air convertible left Chevrolet's Detroit assembly plant last week as the 
30 millionth car to be produced in the firm's history. If rolled off the lines only six 
months 19 days after the 29 millionth, which was assembled June 9. Marking the 
milestone are T. H. Keating (at the wheel), general manager, and (from left), E. W. 
Ivey, administrative assistant to the general manager; E. H. Kelley, general manufac- 


turing manager; W. E. Fish, general sales 


manager; E. N. Cole, chief engineer, and 


W. J. Scott, executive assistant to the general manager. 


Psychologists 


Take Look 


At Car-Buying Motives 


By George Barclay 
Staff Correspondent 
CHICAGO, — What impels a 
person to choose one make of car 


Social Research, Inc., a group of 
University of 
scientists, 


con- 


and ages. About 83 percent were 
ear owners. 
The researchers approached the 


| problem with the basic question, 





Early to Press 


Because of New Year’s, this is- 

sue of Automotive News went to 

_ press on Wednesday, Dec. 30, a 
day earlier than usual. 


“Why do people buy cars?” rather 
than “How many buy cars?” 

“While the automobile is for 
some people only a means of trans- 
portation,” said the text accompa- 
nying the survey’s findings, “the 
vast majority have definite 
emotions about the pride and 
pleasure of ownership, 

“The American prizes his car 
above almost every other pos- 
session because it does have so 
many intense personal and social 
meanings, as well as the practical 
functions.” 

In discussing the study, Mar- 
tineau said: 

“We believe this is a highly 
significant step forward in under- 
standing how the advertising and 
buying processes become operative, 
as it reveals how each car makes 
its essential sales appeal to various 
personality types throughout the 
market which may be entirely in- 
dependent of income. 

“Ford, Chevrolet and Plymouth 
are in the same price class, hut 
they make their strongest appeal 

to different types of people. Every 
car has a similar well-defined 
(Continued on Page 8, Col. 1) 
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Christmas in Auto Industry 


he said, by demanding more per- 
formance, convenience and comfort 
in their cars, keep the auto in- 
dustry thriving. 

« * 


+ 
FyARLow H. CURTICE, presi- 
dent of General Motors, said it 
is his belief that American business 
is headed toward another good 
year. 

“This applies,” he said, “to 
business in general, to the auto- 
motive industry and, in particular, 

to GM. 


“There will be 
some adjust- 
ments,” Curtice 
said. “But em- 
ployment and in- 
come remain 


none of their de- 
sire to increase 
their standards 
of living by ac- 
quiring more and 


Begole Puts Santa in Convertible— 


Loaded with presents, a Christmas tree and greens, Santa Claus arrived at Begole 
Chevrolet Co., North Tonawanda, N. Y., on new-model announcement day in a red 
convertible. As part of the celebration, the service department was transformed into 
additional showroom space, with a snack bar in one corner. George B. Begole, presi- 
dent, reports that, despite a heavy storm, business was ‘‘crisp.” 


H. H, Curtice 
better products. 
“Competition in the automobile 
industry will intensify,” he said, 
“but all signs indicate that the 
market will continue strong. We 
(Continued on Page 47, Col. 1) 





Factories List 
Activities for 


MIAMI BEACH. — Vehicle facto- 
ries having headquarters “on the 
beach” for the NADA convention, 
and a list of functions planned, are 
as follows: ' 

CuevroLeT—Headquarters at 
Algiers Hotel. 

Chrysler Division — Head- 
quarters at Saxony Hotel. Break- 
fast for dealers at 8 a.m, Jan. 12 
in the Bagoda Room, Hospitality 

room at headquarters, Suites 407 
and 408, 

DeSoto — Headquarters at Algiers 
Hotel. Hospitality in Kismet Room. 
Dinner party for DeSoto dealers at 
7:30 p.m, Jan, 11 in the ballroom 
of the Empress Hotel. 

Dopce — Headquarters at Roney 
Plaza Hotel. Hospitality in the 
Ocean Lounge Room every day 
after 4 p.m. Breakfast for dealers 
at 8 a.m. Jan. 12 in the Imperial 
Room, 

Forp—Headquarters at Sans Souci | 7 
Hotel. Hospitality in the Cavalier] © 
Room. te 

Forp News Bureau — De Lido 
Hotel. News Room. 

GMC Truck & Coach — Head- 
quarters at Algiers Hotel. Hospi- 
tality at headquarters every after- 
noon, 

Hudson — Headquarters at De 
Lido Hotel. Hospitality in head- 
quarters suite. 

Kaiser-Wittys — Headquarters at 
De Lido Hotel. 

LINcoLN-MeErcury — Headquarters 
at Nautilus Hotel. Hospitality 5 to] © 
8 p.m, Jan. 9, 10 and 11 in Drift-| * 


wood Room. Dealer Hyer's Gift to Denver— 


NasH — Headquarters at Lord 
Tarelton Hotel. Hospitality, “Native| Denver's biggest Santo—a 27-foot figure with a 32-foot waistline and weighing 
Nassau Junkaroo,” every day from | 759 pounds—was set up to collect toys for the Santa Claus Shop, which provides gifts 
5 to 8 p.m. Breakfast for Nash for underprivileged children. The oversized St. Nick was donated by Jack Hyer, of 
Thomas-Hyer Motor Co. (Dodge-Plymouth). : 





Nativity Scene Greets MoPar Visitors— 


During the Yuletide season, Chrysler Corp.'s parts division (MoPar) set up this 
nativity scene with life-size figures in the lobby of its Detroit headquarters. Viewing 
it are (from left), Lester W. Piot jr., advertising and sales promotion manager, and 
Samuel J, Wall, assistant sales manager. 


dealers and wives at 7:45 a.m, Jan. 
12 in the Main Dining Room. 

O.tpsMosiLeE — Headquarters at 
Martinique Hotel. Daily hospitality 
at the Martinique Roof for dealers 
and wives, 

Packarp—Headquarters at Roney 
Plaza Hotel. Dinner for dealers 
Jan. 11 in the hotel. 

Pontiac—Headquarters at Em- 
press Hotel, Hospitality in head- 
quarters room, 

PLiymMoutH—Headquarters at Sax- 
ony Hotel. Hospitality every day in 
the Veranda Room, 

Srupgesaker—Headquarters at Sax- 

(Continued on Page 43, Col. 1) 


Arkansans Pick 


Convention Site 


LITTLE ROCK.—Members of the 
Arkansas Automobile Dealers Assn. 
have voted to hold the 1954 state 
convention in Little Rock. 

The date is Oct. 24-25. 

The convention will be held at 
the Hotel Marion. Fredrick J. Bell, 





Cleveland Dealer Brings Joy to Orphans— 


lou Meliska, owner of Meliska Pontiac Co., Cleveland, invited children from St. 
executive vice-president of NADA, | Edwards Orphanage in suburban Parma to a Christmas party. Meliska shakes hands 


will be the keynote speaker. with Senta Claus, who distributed toys and other gifts. 


X 






















ee, twenty-five years 
ago? That was the year of the 
big market crash. Many of us, per- 
haps, have it too vividly etched in 
our memories. 

I usually start out this column 
each year with a review of what 
happened in the industry 25 years 
ago. It refreshes the memory of the 
older ones and will prove of inter- 
est, I am sure, to those who have 
entered this field since that never- 
to-be-forgotten time. 

Of course, the 1929 economic 
conditions of the country did not 
parallel those existing at the pres- 
ent time. The situation was simi- 
lar, however, in regard to stocks 
in dealers’ hands. Production of 
the year 1928 had expanded 28 
percent over 1927. In 1929 it ex- 
panded 22 percent over 1928— 
4,794,889 passenger cars were 
built in the United States and 
Canada in 1929. The industry was 
going at the rate of 500,000 a 
month by the first of June that 
year, but declined by the end of 
the year to 25,000 vehicles a 
month. 

Then, as now, it seemed to be an 
accepted truth on the part of many 
manufacturers that retailers with 
large stocks on hand had more 
sales incentive than those with 
little stock. Stocks were heavy all 
during the winter and were built 
up, until in June, every vacant lot 
was piled up with used cars and 
new-car stocks were bulging in 
spite of every effort on the part of 
the retail trade. 

* * * 


Blame Oversupply 


OME economists, at that time, 

claimed that this exposure of 
excess car inventory not only in- 
fluenced the Wall Street stock de- 
bacle but stopped car sales. In any 
event, this excess exposure of auto- 
mobiles, new and used, caused pub- 
lic comment at the time and may 
have added to the nervousness of 
stock operators who were fully con- 
scious of the effect that curtailed 
automobile production, which was 
indicated, would exert on the secur- 
ities of the industries fabricating 
material for automobile manufac- 
turers as well as on the securities 
of the automobile factories them- 
selves. 


Since that time there has been 
a lot of safeguards built into the 
nation’s economy. However, it is 
plain to see that the production 
race of the volume producers will 
have a great effect upon dealer 
mortality as well as factory sched- 

ules for 1954. 

There were a lot of 1928 cars in 
dealer’s hands when new 1929 cars 
were announced at show time, But 
in spite of that fact, January pro- 
duction was 423,655 cars, more than 
was ever built before in that month. 
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Dealers tell me 


By John 0. Munn 
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The great automobile race was on 
and there was every indication that 
each factory was attempting to in- 
crease production for the purpose 
of increasing its percentage of 
price class and making an effort 
to get its production into dealer’s 
hands first. 

The factories in 1929 expected to 
export more than one million cars, 
having sold abroad more than 800,- 
000 cars during 1928. Ford was go- 
ing great guns with Model A. Chev- 
rolet had discontinued the four- 
cylinder car, was tooling up and 
expanding for production of the 
new Six. These two lines, before 
the year was over, were accounting 
for more than 67 percent of the 
total. They represented such high 
value that it was becoming more 
and more difficult to sell the higher 


and medium-priced lines. 
* * x 


Jockeying of Prices 
7 remaining business was di- 
vided among 45 other passenger 
car makes that were exhibited at 
the New York Show that year and 
100 other manufacturers who were 
building commercial cars exclusive- 
ly. There was jockeying of prices 
all during the year. There was re- 
vision of models, with new-model 
announcements coming just at the 
time the stock market broke. 

Hupmobile had just bought the 
Cleveland Chandler plant in Cleve- 
land and was realigning it to build 
the Hupmobile Light Six. It was the 
first production year for DeSoto— 
80,000 were built. Automobile radios, 
foot-dimmer switches and dual tail 
lights were introduced this year. 
The Viking 90 degree, eight-cylin- 
der was introduced as a companion 
to Olds. Cadillac was working on 
a V-16. 

Ford upped pay for workers $1 
a day, bringing it to $7. Nash 
came out for the first time with 
an eight-in-line. Stutz brought out 
the Black Hawk; Auburn, the 
front wheel drive Cord. Buick 
added the Marquette; Marmon, 
the Roosevelt, and Moon, the 
Windsor. 

Auburn was going at the rate of 
3,000 a month, working night shifts, 
and had taken over a number of 
different automobile plants in cen- 
tral Indiana to add to production 
facilities. Dusenburg and Lycoming 
Motors were added to the combina- 
tion. 

Buick had a capacity of around 
14,000 cars a month and then, as 
now, was one of the large builders. 
Cadillac and LaSalle were turning 
out around 150 cars:a day and 
were offered in 40 body styles, many 
of them custom made. E. V. Rick- 
enbacker resigned as a sales execu- 
tive to accept an appointment as 
vice-president of the Fokker Air- 
craft, of which General Motors had 
just bought 40 percent interest. 

Chevrolet produced more than 
86,000 of the new light sixes in 
January of 1929, and was rapidly 
expanding production facilities in 
Flint and other cities, 

oJ 


= * 


One-Millionth Model A 


JN FEBRUARY, Chrysler built] to 


around 8,500 Chryslers and 6,500 
each of DeSotos and Plymouths. 
Plymouth occupied, for the first 
time, its new plant, three quarters 
of a mile long, in Detroit. Dodge 
Brothers production was around 
8,000 cars a month, in addition to 
3,000 trucks. W. C. Durant was re- 
linquishing control ef the Durant, 
Star, Locomobile and Sheridan. 
A. L. Philip was made chairman of 
the board. Elcar was in production 
with sixes and eights with 26 
models, listing from $995 up. 

Ford was pushing for 10,000 a 
day, working six days and nights 
a week, The one-millionth Model A 
Ford came off the assembly line 
Feb. 14, just about 15 months after 
production had started on the new 
model. It had taken seven years 
and two months to produce the 
first million Model T’s. 

Ford dealer discounts were re- 

(Continued on Page 45, Col. 3) 





Dealer Group Warns 
Makers on Ohio Law 


COLUMBUS, 0. — The Ohio 
Automobile Dealers Assn. 
charged last week that the Chev- 
rolet plant in Norwood, 0O., de- 
livered to the City of Cincinnati 
119 new cars in August and Sep- 
tember “in violation of the 


dealers’ and salesmen’s licensing | 


law in Ohio.” 


The association also said the 
GMC division in Pontiac, Mich., 
delivered three tandem-axle drive 
trucks direct to the Ohio State 
Highway Department “in viola- 
tion of our licensing law” even 
though the division has retail 
outlets in Cleveland and Cincin- 
nati. 


OADA said it had asked 
authorities to acquaint Chevrolet 
and GMC with provisions of the 
licensing law. 








Outlook Brightens on Lots... 


Sales Upswing Seen 
In New, Used Cars 


By Bob Lienert 
Staff Writer 
| ple e agpine January—a month in 
which sales traditionally pick 
up—both new and used-car dealers 
look for an upswing in business. 
A higher turnover is expected 
even though the holiday dol- 
drums were not as severe this 
year as they have been in the 
past and dealers feel they have 
less ground to recover, They ex- 
pect to get off to a fast start in 
making 1954 one of the industry’s 
best years. 
Used-car dealers are particularly 
hopeful. As one put it: “Not every- 





kg 


Atlanta Chooses New Leaders— 





The 41st annual meeting of the Atlanta Automobile Assn. elected officers for 1954. 
They are (from left), H. D. Meadows and William J. Keown, vice-presidents; Earl M. 
Taber, president, and D. C, Fuller, honorary secretary-treasurer. 


Put Curb on Shipments, 


Minn. Dealers Urged 


MINNEAPOLIS, — UTPS — The 
“make” advisory committee of the 
Minnesota Automobile Dealers 
Assn., has adopted a resolution re- 
commending that MADA members 
place orders for new cars and 
trucks on a 30-day inventory basis, 
and that no cars or trucks be 
shipped without specifications by 
the dealers. 

The resolution was the outcome 


Louisiana Dealers 
Urged to Refuse 
Unwanted Autos 


NEW ORLEANS.—The Louisiana 
Automobile Dealers Assn. has 
urged dealers to refuse to take 
more cars than they can sell and 
has requested manufacturers to re- 
turn to “normal” production. 

A resolution, approved by the as- 
sociation board and released by 
William J. Cleveland, president, 
said that dealers’ newspaper ads, 
induced by the “high-pressure tac- 
tics of some car manufacturers,” 
has demoralized the new-car busi- 
ness and has virtually eliminated 
the profits of some dealers. 

“These so-called ‘blitz,’ ‘one-day 
sales,’ ‘name your figure,’ etc., ad- 
vertising and selling tactics have 
injured the innocent non-partici- 
pating dealers and destroyed their 
normal business programs,” the re- 





solution stated. 


Dealers were advised, therefore, 

“refuse to be coerced into 
purchasing more cars than they 
can reasonably and normally sell 
to maintain a proper economic bal- 
ance in their businesses, 

“All automobile manufacturers 
engaged in such high pressure 
programs are hereby requested to 
return to normal production and 
selling schedules in order that 
thousands of honest and capable 
car dealers shall not be destroyed,” 
the resolution concluded, 


Albany Yule Ad Tells 


Of Holiday Closing 
ALBANY.—The Albany Auto- 
mobile Dealers Assn, extended 
season’s greetings to residents of 
the Albany area through a co- 
operative newspaper ad, which 
listed names of members of the 
association who were closing for 
the entire Christmas weekend. 








of a questionnaire sent to MADA 
members asking for their views on 
“blitz” sales of new cars and 
trucks, as well as other sales of 
various types. 

Some 569 dealers said they op- 
posed high-pressure selling. Only 
11 favored such practices, 

The resolution also stated op- 
position to “over-production of new 
automobiles and trucks because 
such production in excess of 
market absorption causes an un- 
healthy condition at the retail level, 
disrupts the retail market and 
greatly impairs the investments 
of retail dealers.” 


Members were urged to promote 
business by the use of “respectable 
merchandising methods” and to 
“refuse to use any type of ad- 
vertising or sales programs that 
tend to destroy the public con- 
fidence in them and their pro- 
ducts.” 


Another resolution said that 
association members should not 
condone bootlegging since “if 
such practice continues the 
value of the dealer franchise will 
be greatly impaired.” 

The resolution said that boot- 
legging is brought about by over- 
production, and that NADA should 
present the problem to the manu- 
facturers. 

Another resolution urged the 
creation of a cooperative car-junk- 
ing plan, “jointly financed by 
manufacturers and dealers, which 
will . . . result in the permanent, 
orderly elimination and complete 
destruction of junkers from the 
streets and highways.” 


Murphy to Manage 


Washington Show 


WASHINGTON, — Maurice 
Murphy, executive vice-president of 
the Automotive Trade Assn, 
National Capital Area, has been 
named show manager of the asso- 
ciations 25th annual auto show, to 
be held at the National Guard 
Armory Feb. 20-28. 

The show’s offices will be at the 
Defense Bldg., until. two days be- 
fore the show, at which time they 
will be transferred to the armory. 


More than 100 foreign and do- 
mestic cars, plus new automotive 


equipment, will be displayed at the 
show. 






body can afford that $2,500 car. 
They need something that goes for 


$795 to $995. ‘ 
‘l FOUND out long ago that the 
buyer with the smaller budget 
is the smarter shopper. Last year, 
too many of them felt they weren’t 
getting enough car for $1,000. Now 
they can step on a used-car lot and 
pick up nice, late models for that 
kind of money. 

“And the motorist who buys 
in the same class this year as he 
did last year will be getting the 
same car for $500 to $600 less, 

“So I figure we'll be selling a 
whole lot more this year. I think 
1954 is going to be one of the best 
years I’ve ever had, and I’ve been 
in this business a long time.” 

This dealer, in his assessment of 
the sales outlook, was noting the 
same thing that market observers 
have already pointed out: The price 
ratio of used cars as compared with 
new cars has returned to the pre- 
war level, 


* * * 


EPORTS indicate that used-car 

traders already are jumping 
into the new-look market. Owners 
of older cars are trading up two or 
three years. While dealers say that 
such transactions often aren’t too 
profitable, they create action on 
the lot and help to pull in big- 
money deals. 

One dealer, looking forward to 
a big year, says that traffic al- 
ready has picked up on his lot, 
and that he has noticed a bigger 
proportion of “buyers” among 
the “lookers.” 

In Detroit, dealers say, out-of- 
town buyers — usually one of the 
first signs of spring—have arrived 
in small numbers and are doing 
some sharp shopping. 

The upward trend, as a kickoff 
for 1954, has not been so pro- 
nounced for new-car dealers as it 
has been among used-car operators, 
but reports mention “more activ- 
ity” and “more people around.” 

* a 


7 year-end slump hit new-car 
dealers a little harder, but the 
general feeling is that the many 
factors involved will be eliminated 
within three or four weeks. 

A common gripe is the 
stretched -out period of new- 
model introductions. New-car 
dealers feel that many buyers 
wait to check all 1954 models be- 
fore making a choice. 

They suggest that if introduction 
dates were concentrated in a 30 or 
45-day period, disruption of the 
market would be lessened. 

+. + * 


7 THE manufacturers would get 
together,” remarks one dealer 
who has had his ’54s on the floor 
for three months, “it would help 
out everybody.” 

The impact of new-model in- 
troductions, it is felt, is particu- 
larly strong in a sensitive market. 
And, it is pointed out, introduc- 
(Continued on Page 46, Col. 4) 





Award for Riley— 


David Logan (right), newly elected pres- 
ident of the Portland (Ore.) Automobile 
Dealers Assn. hands his predecessor, Earl 
Riley, a certificate for a TV set as a gift 
from the association. Ait left is Harvey 
Barnard, the new vice-president. : 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories: § 2. A fair profit to 
the dealers on every used vehicie accepted in partial payment for a new 
car or truck. § 3. Every dollar of gasoline tax collected by state or federal 

ments applied to the building and maintenance of highways. 
is. The elimination of government and bureaucratic controls over this 
industry. §5. A return to the precepts of independence and the rewards of 
— energy and ability, which made America and gave more of her 
cit more of the better things of life than anywhere else in the world. 


AUTOMOTIVE 


New Look at Joint Problems 
No. I Need for '54 


FEW days ago all of us closed the book on one of the 
most eventful years in the history of the auto industry. 


On page one of this issue, we record some of the high- 
lights of the year. One of the most significant was the 
arrival of that “last carload of cars in the seller’s market” 
—an event which had been awaited all through the postwar 
years. 

In many ways, it was difficult to put a finger on that story. 
The:turn in the market arrived at varying times for different 
dealers and different makes. But by fall there was no ques- 
tion but that it had arrived for all. 


This was it. Talk about competition became more than 
talk. And many who had been looking forward to competi- 
tion with high expectations got a sudden chill when it did 
arrive. 


There was a chain reaction. Under the impact of dis- 
count selling of new cars, the used-car market broke. 
Used-car prices rapidly declined toward their prewar rela- 
tionship with new cars. 


Dealer-factory relations took on a more strident note. 
Realignment of shares of the market took shape. The blitz 
sales arrived. Dealer profits declined. The race to develop 
more competitive products began in earnest. Talk of mergers 
became more serious. Fingers began to point. 


It might be well for all auto men to make a personal 
review of that year—with the thought that while the book 
is closed, it might still hold clues for a better year ahead. 


Certainly the year demonstrated that there is a need for 
better understanding between factories and dealers. 


There is a need to sit down quietly and examine industry 
problems—for top factory management and dealers to see 
eye to eye on what is competition and what is ruinous over- 
' production. 

A factory and a dealer network constitutes a competitive 
team. Neither will go far if each pulls in a different direction. 





Auto 
Forum 


Tillie, our titian-tressed type- 
writer tapper, thinks a “steer- 
ing committee” is the faculty 
of an auto driving school.— 
RoyaL Oak (Micu.) TriBuNE. 

& aa * 


Believe in Signs 

A traffic sign or light may not 
give you a ticket if you don’t 
obey it, but it may save your 
life if you do.—Clifford Peterson, 
California Highway Patrol com- 
missioner. 

* * 


Let There Be Light 


Mexico City’s lights will shine 
brighter, and the city’s motor- 
ists will get the light bill, ‘ 

To cover the costs of new 
street lights, auto license fees 
for 1954 have been increased 
from 9.20 pesos ($1.07) to 25 
pesos ($2.91) a year.—Associ- 
ated Press. 


* * * 


One Born Every Minute 


You know the type: Won't 
play the slot machines—‘they’re 
for suckers’; refuses to take a 
$5 bet on a surefire football 
team; yet blithely accepts a 100- 
to-1 chance that he can pass 
another car safely on a hill?— 
Editorial in Monrovia (Calif.) 
News-Post. 

+ + * 


Wife-Savers 

The Chicago YWCA is ad- 
vertising its five-week driving 
school as a “contribution to 
peaceable family living.” By 
attending the school, the 
YWCA explained, wives can 
avoid being taught to drive by 
their husbands.—United Press. 


* * * 


Who Is to Blame? 


Expensive foreign cars with 
film stars behind the wheels are 
careening so recklessly around 
the streets of Los Angeles that 
the police department is turning 
over an idea for organizing a 
special traffic detail equipped 
with jet-powered pursuers.—De- 
troit News. 


* * * 


Ferocious Drivers 


It is a principle of law well 
established that an automobile 
is not inherently a dangerous 
instrumentality. It is not the 
ferocity of autos that is to be 
feared, but the ferocity of 
those who drive them.—Supe- 
rior Court of New Jersey. 

= > * 


Plug for Gals 


Men sometimes say that wo- 
men may fail to do a good job 
in politics because of their rela- 
tive inexperience. It is hard to 
imagine how women could have 
made a worse mess of things 
than the so-called experienced 
politicians.—Clare Boothe Luce, 
ambassador to Italy. 

= * * 


Uh, Huh 


The National Labor Relations 
Board narrows its jurisdiction 
further by declining a case in- 
volving 12 employes of Grand 
Central Terminal’s men’s wash- 
room —though it concedes the 
washroom “is not entirely unre- 
lated to interstate commerce.”— 
Wall Street Journal. 


10 Years Ago... 


‘Collectors . 


NENER BE ANY GOOD 


IMPRACTICAL \ 
A BOSH ! 


> 


This is an open forum for the discussion of any subject of interest to our 
welcomed. 


and your letters are 


readers, 
letters but you may sign your name with 


. No attention is given to 
ce that it will not be 


the assuran 
you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Cockeyed Hobby? 

I have a hobby of collecting li- 
cense plates and wondered if some 
good friend would mail me an 
Alabama (obsolete) license plate. 

I have all of the states, Cana- 
dian provinces and New York State 
from the first year that they were 
issued, 1905 to present. I would 
amend this to say that I have all 
of the states, with the exception of 
Alabama. I also have a few foreign 
countries which I have just started, 
and would welcome any additions. 

Also have several extra plates to 
trade, if any one is interested in 
such a cockeyed hobby. I would 
welcome a Yukon Territory and 
Hawaii plate. 

My father and I have been in 
the automobile business since 1904, 
and I have a son 25 years old who 
is entering the business. He takes 
a dim view of this hobby, but may- 
be if he continues, as we have, he 
will either be cutting out paper 


The Big Story 


With the nation’s stockpile of new automobiles at 60,000, a five-day 
supply in normal times, January’s quota was cut to 15,300, it, was 
announced by OPA ... Richard H. Grant, for 14 years sales vice- 
president of General Motors, will retire Jan. 15... Plans for assist- 
ing DeSoto dealers in caring for automotive transportation through 
the country’s third war winter were formulated at a recent meeting 


of DeSoto regional managers 


... C, E. Wilson, president of General 


Motors, said that the corporation does not expect to enter the avia- 


tion field on a larger scale after the war than before . . 


. Used-car 


stocks in the hands of Chicago dealers soared to their highest point 
since March 1, 1943, on Dec. 1, when the supply amounted to 80.8 
days, the Chicago Automobile Trade Assn. reported. 


—From the Files of Automotive News. 


dolls, or something like collecting 
license plates.—Haro.p L. FraNKLIN, 
Franklin Chevrolet, Inc., Pulaski, 
N. Y. 

* 6 * 


$100 Reward 


Please help us locate a “skip” by 
publishing the following: 


On Nov. 29, 1952, we sold to a 
man using the name of Peter Baras, 
a 1953 Dodge Coronet four-door se- 
dan, Serial No. 34521742, Motor No. 
D44-36445, carrying a 1953 Pennsyl- 
vania license plate 3MMé68. 

At the time Mr. Baras purchased 
this car from us, he was living with 
his wife at 446 North Second S&t., 
Allentown, Pa. Mr. Baras is a paint- 
er and was last engaged in struc- 
tural steel painting. 

About Apr. 17, 1953, he left his 
wife and headed for parts unknown. 
Later we traced him as far as Tul- 
sa, Okla., after which we lost all 
track of him. We assumed he was 
headed for the West Coast. About 
@ month ago, we learned through 
an acquaintance of his that he was 
seen in Florida. 

We have a finance contract on 
this car, and we will pay a $100 
reward for information which will 
enable us to take possession of the 
above mentioned car.—C. Harring, 
Alden MacLellan, Inc. (Dodge- 
Plymouth), Bethlehem, Pa. 

- = * 

May I add my voice to the many 
sales managers who have used the 
“Letters to Salesmen” column as 
the “meat” for their morning meet- 
ings—to continue it not only next 
year but for many years to come. 
—Frep D. Man.ey, sales manager, 
re Vogel Chevrolet Co., San Fran- 
cisco. 
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We'll be at the Sans Souci Hotel, and all through the N.A.D.A. convention 


our latchstring will be out. We know you’ll be busy—there’s an excellent 
schedule of meetings. and sessions this year— but when you do take time out we’ll be pleased 
to have you visit us for a little relaxation and shop talk. The Old Sage will be there to greet 


you, too. Please consider this your personal invitation . . . and we'll be looking for you. 


d lth 


Annual N.A.D.A. Convention 
Miami Beach, Florida 


conor os ssociates 





Associates Investment Company 
Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 
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Mitchell Credits Eisenhower Policies . . . 


Strike Havoc Is Reduced in °53 


By Gerhardt Neumann 
Staff Writer 

A TRUER spirit of collective bar- 

gaining and fewer strikes in 
19538 were the results of policies 
followed by the Eisenhower Admin- 
istration, in the view of Secretary 
of Labor James Mitchell. 

In a year-end statement, Mit- 
chell said that last year workers 
enjoyed high wages, employment 
and stabilized living costs and 
that the outlook for 1954 is favor- 
able as the economy is “in a 
condition favoring healthy, steady 

” 


Emphasizing the fact that last 
year there were no industrywide 
strikes, Mitchell said that manage- 
ment and labor were able to work 
out their problems with smaller 
losses of man-hours than in 1952. 

“This is in a large measure due 
to the climate created by the 
Administration’s policy of leaving 
to labor and management the so- 
lution of their labor relations 
problems,” Mitchell declared. “The 
policy has brought about more 
genuine collective, bargaining.” 


MEICHELL'S remarks coincided 
with a study published by the 
National Planning Assn., which 


seeks to analyze the elements of | 1954 


industrial peace. 


Entitled “The Causes of In- 
dustrial Peace,” the 120-page docu- 
ment comes to the conclusion that 
labor-management conflicts can be 
avoided by following these princi- 
ples: 

1. Keep lawyers away from the 
bargaining table. 

2. Don’t waste time arguing over 
philosophies; settle the problems at 
hand. 

8. Don’t meddle in the union’s 
internal affairs, or try to destroy 
the workers’ allegiance to their 
union. 

4. Get grievances settled prompt- 


y. 

In its analysis of 30 case histo- 
ries, the study reported that firms 
successful in labor relations accept 
fully the process of collective bar- 
gaining, consult with their workers 
and keep them informed. 

On the other side, it was found 
that unions genetally are responsi- 
ble and democratic and have no 
legalistic approach to the solution 
of their problems. 

* + * 
wale REUTHER, president 
of the CIO and UAW, in his 
New Year’s message, shows some 
apprehension about the outlook for 
9) 


] 


“There is uncertainty,” he says, 








Coast L-M Plant in Holiday Mood— 


This holiday scene was created in the showroom of the Los Angeles Lincoln-Mercury 


assembly plant. Displays included the 1954 Lincoln and Mercury. 






DETROIT. — The largest annual 
meeting in the organization’s his- 
tory has been scheduled by the 
Society of Automotive Engineers 
for Jan. 11-15. 

Sessions will be held in the 
Sheraton - Cadillac and Statler 
hotels here, The SAE annual din- 
ner will be held Wednesday, Jan. 

in the Masonic Temple, with 

iam Hazlett Upson, author of 
the “Earthworm Tractor” stories, 
as guest speaker. 

Coincident with the annual meet- 
ing will be the SAE engineering 
display in the Sheraton-Cadillac. 

Technical sessions will begin 
next Monday with the presentation 
of papers on drive-line units for 
high-speed truck engines, stress 
analysis of castings, commercial 
motor-vehicle brake maintenance, 
and passenger-car design for com- 
fort. The evening session will be 
concerned with plastic bodies. 

Tuesday’s sessions will consider 
‘highway weight problems, metal 
failures, studies of friction, and 
manufacturing control. SAE of- 
ficers for 1954 will be introduced at 
the evening session. 

Developments in engines, trans- 
missions, and fuels, and evolution 
of turbocompound and jet engines 
for aircraft, will be reviewed 
Wednesday. Louis B. Neumiller, 
president of Caterpillar Tractor 
Co., will be master of ceremonies 
at the annual dinner. 

Studies of the behaviorism of 


Vandals Pepper Windshields 


COLUMBUS, O.—Vandals shot 
holes in the windshields of 41 autos 
parked in used-car lots on Cleve- 
land Ave., police were told. Loss 
was estimated at $1,000. It is be- 
Heved that a high-powered air rifie 
Was used. 


SAE Meets Next Week 


Author to Address Engineers at Detroit Parley; 
Agenda Set for Technical Sessions 


fuels and lubricants, aircraft pro- 
peller installations, and develop- 
ment of helicopters for commercial 
service will be reported at techni- 
cal sessions Thursday, 

Scheduled papers for Friday will 
be concerned with the use of air- 
craft for executive transportation, 
development of gas-turbine power 
plants for airplanes, and progress 
in supercharging and turbocharg- 
ing. 


GM Breaks Ground for Training Center— 







“as to whether America may con- 
tinue to enjoy the blessings of full 
employment. Men of little vision, 
who would have us believe that de- 
pression is normal and prosperity 
is merely good luck, talk of the 
inevitability of recession or de- 
pression.” 

Reuther promises that in 1954 
the CIO will “fight to maintain 
and expand the high wage levels 
which have been the glory of 
the American people for 
decades.” 

He also predicts that the CIO 
“will strive to obtain a guaranteed 

annual wage as aid and assistance 
to a functioning economy in order 
to provide incentives for keeping 
men at work rather than incentives 
for laying them off.” 
* + a 
A DECISION of importance to 

12,000 Ford workers is expected 

this week. 

The Michigan Employment 
Security Commission will have to 
settle the question whether Ford 
employes in the Detroit area, who 
were laid off as a result of a strike 
in the firm’s forge and parts plant 
in Canton, O., are entitled to un- 
employment benefits. 

The UAW contended that the De- 
troit-area workers were denied 
benefits illegally, while Ford Motor 
Co. insisted the layoffs were the 
result of the Ohio strike and thus 
made the workers ineligible for un- 
employment compensation. 

Claims total approximately $600,- 
000 


Ford had hinted at the time of 
strike that repercussions outside 
of Ohio were part of the union’s 
strategy. The union was then de- 
manding contract revisions. 

When the strike was settled after 
a month’s duration, Ford 
granted the union higher pensions, 
pay increases and other benefits. 

Under Michigan law, workers are 
disqualified from jobless pay when 
a strike breaks out in an “es- 
tablishment.” The union asserts 
that the Ohio plant is not part of 
the Ford “establishment.” 

MESC had determined a few 
months ago that the Detroit work- 
ers were disqualified. The new de- 
cision has become necessary be- 
cause the UAW appealed the first 
ruling. 

ie as > 
eSAL examiners of the National 

Labor Relations Board last 

week recommended that two firms 
be asked not to interfere with the 
self-organizational rights of their 
employes. The firms are Brown 
Truck & Trailer Mfg. Co., Inc., 
Charlotte, N. C., and Fergus 
Motors, Inc., New York. 

Mechanics and shop employes of 
Reading Automobile Co., Inc., 
Reading, Pa., will hold an election 
to choose the International Assn. 
of Machinists, the AFL Teamsters 
Union or neither as their bargain- 
ing representative. 


Ground-breaking ceremonies are held in Garland, Tex., for a new General Motors 
service training center. From left are T. R. Fenley, Cadillac district manager; E. L. 
Wagoner, GMC zone manager; H. P. Grenda, regional manager of the public rela- 
tions department; H. R. Delleney, regional Chevrolet service manager; G. S. Bell, 
United Motors Service zone manager; Myrle E. St. Aubin, director of the GM service 
section; Hugh Arnold, Argonaut realty division; C. R. Sanford, Chevrolet zone service 
manager; W. L. Smith, Pontiac assistant zone manager; E. C. Klotzburger, Buick-Olds- 
mobile-Pontiac assembly division plant manager, and G. H. Rogers, Buick office 


manager. 











Assembly Line in Miniature— 
A new exhibit entitled 


“A Car Is Born” has been added to General Motors’ 


Parade of Progress. It shows in animated pictures how cars are assembled. The exhibit 
is operated by electrical and mechanical controls. Paul Garrett (right), GM vice- 
president, watches as William E. Hamilton, of the public relations staff, explains the 


display. 





Rubber Industry Confident 
As It Ends Top Year 


HE American rubber industry 

had its best year in 1953 and 
the challenging business climate of 
1954 may produce an even better 
year, according to top officials of 
the nation’s rubber firms. 


In 1958 the rubber industry 
consumed the most rubber, 1,- 
341,000 tons; produced the most 
tires, 100.5 million units; paid the 
best average wage, $2.23 an hour, 
and had the best sales year, in 
excess of $5.5 billion. 

Most rubber manufacturers are 
prepared for a moderate decline— 
about 5 percent —in the original- 
equipment tire business next year 
due to the predicted slight re- 
duction in 1954 auto output. But 
some feel that a surge in demand 
for replacement tires and other 
rubber products will compensate 
for this decline. 


Harvey S. Firestone jr., chairman 


Mason to Present 
Nash Conservation 
Awards to 20 


WASHINGTON. — George W. 
Mason, president of Nash-Kelvin- 
ator Corp., will present $5,000. in 
awards to the winners of the first 
annual Nash conservation compe- 
tition at the Hotel Statler here 
Thursday (Jan. 7). 


Top awards of $500 each will be 
presented to 10 professional work- 
ers for their contributions to the 
conservation of the nation’s 
natural resources. Medals also will 
be awarded to 10 individuals in 
recognition of their efforts in fos- 
tering conservation. 

The 20 winners were selected by 
a committee of writers and editors 
from 700 names submitted by of- 
ficials of state, Federal and private 
conservation agencies, and con- 
servation writers. 

Mason said, “The automobile in- 
dustry has a stake in conservation 
because so much of the enjoyment 
of the outdoors depends upon the 
automobile. We hope this program 
will impress upon the public the 
wide scope and scientific nature of 
modern conservation.” 

Winners in the professional class 
were Edward Adams, Frankfort, 
Ky.; Verne E, Davison, Spartan- 
burg, S. C.; Orrie E. Smith, Amar- 
anth, Pa.; Dr. Charles R. Hursh, 
Asheville, N. C.; J. Burton Lauck- 
hart, Seattle; Carl E. Schwob, 
Chevy Chase, Md.; Charles A. 
Rindt, Portland; Roger M. Latham, 
Harrisburg, Pa.; Dr. E. Laurence 
Palmer, Ithaca, N. Y., and Homer 
S. Swingle, Auburn, Ala. 

Winners in the amateur class 
were Al D. Sutherland, Fond du 
Lac, Wis.; Mrs. E,. E. Byerrum, 
Warrenville, Iil.; Russell Z. Eller, 
San Marino, Calif.; Lawrence F. 
Blaney, Aliquippa, Pa.; Julian 
Heppler, Ogden, Utah; Frank 
Bentz, Md.; Mrs. T. M. Francis, 
Birmingham, Ala.; Francis H. 
Kortright, Toronto; Harry E. Rec- 
tor, Vinton, Ia., and C. D. Johnson, 
McAlester, Okla. 





of Firestone Tire & Rubber Co., 
said, “The 1954 business prospects 
for tire dealers are very encourag- 
ing because there will be about one 
million more passenger cars, trucks 
and buses two or more years old 
than there were in 1953.” 
e of . 


HIS makes a total of more than 

32 million cars and seven 
million trucks on the road which 
are two or more years old. 


William O'Neil, president of 
General Tire & Rubber Co., pre- 
dicted that renewed service selling 
coupled with new products coming 
from the laboratory will form a 
barrier against recession. 

“Salesmen are going to have to 

get back to selling to meet the 
test of this transition period,” 
O'Neil declared, “Pounding the 
pavements and ringing doorbells 
will replace accommodating the 
customer by selling him your 
product, And the competition of 
increased selling will also inject 
new life in the national business 
picture.” 

O'Neil said, “An expanding re- 
search activity began for many 
companies as a convenient method 
of benefitting from tax deductible 
dollars. Now it is paying off hand- 
somely in new products pouring 
out of American laboratories to 
open up new business ventures and 
beef-up the nation’s economy.” 

= * * 
E CONTRASTED the U. §S. re- 
search situation with England, 
where concerns are permitted to 
(Continued on Page 45, Col. 1) 


Francois Heads Up 
AC Sales Staff 


FLINT. — Joseph A. Anderson, 
general manager of the AC Spark 
Plug division of General Motors 
last week an- 
nounced that 
John C. Hines, 
head of the AC 
sales department, 
had_ relinquished 
that post and 
was taking a 
leave of absence 
for health 
reasons. 

‘ i] Edgar H. Fran- 
Edgar H. Francofs cois will assume 

Hines’ duties. 
Francois, who joined AC as a 
territory salesman in 1934, had been 
Hines assistant recently. 

Hines will take a new assignment 
at AC on his return. With AC since 
1915, he was named general sales 
manager in 1948. 








Latest 


Auction Prices 


An earlier press deadline, due 
to the holidays, makes it neces- 
sary to omit the usual report on 
the Detroit Aptco auction prices 
this week. 
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ists Seek Answers... 


Car-Buying Motives Studied 


(Continued from Page 2) 
character which strongly attracts 
some people, while it is uninterest- 
ing or objectionable to others.” 

The survey said that the auto 
has acquired its present status 
in society, because it is one of 
the most clearly understood in- 
struments of self-expression. The 
buying process, therefore, be- 
comes an interaction between the 
personality of the car buyer and 
the personality of the car he 
selects, 


Commenting on how the study 
sharply delineates this relationship 
between the personality of the in- 
dividual and the personality of the 
car, Martineau said: 

“By personality of the car is 
meant its character or reputation 
which is the composite of all the 
attitudes which people have about 
it. It isn’t a question of whether 
these are factual or not. These are 
what people believe is true. 

“There are many kinds of cars. 
And they have many different 


rE LI ood 


qualities. These are identified and 
evaluated in one’s thinking, ulti- 
mately with the implication ‘for 
me’ or ‘not for me.’” 

While economy and value stand 
out as essentially prominent 
ideas in the attitude of people to- 
ward their cars, said the survey, 
automobiles have social meanings 
and implications which tend to 
make people concerned not only 
with cost, but with size, style, 
color and the reputation of the 
make and model. 

Certain makes and models, said 
the survey, help their owners ex- 
press such ideas as dignity, re- 
serve and maturity. Such cars ap- 
peal to people who want to tell the 
world they are responsible and 
serious in their work and family 
outlook. 


Buyers in this group are likely 
to favor the four-door sedan, dark 
colors, minimal accessories and 
very few gadgets. They favor such 
makes as Plymouth, Dodge, DeSoto 


and Packard, according to the 


survey. 

Cars that help people express 
“middle of the road” moderation 
and participation for people who 
want to keep up-to-date, “but 
neither stodgy or very advanced,” 
the survey said, include Chevrolet, 
Pontiac, Buick and Chrysler. Such 
car buyers go for two-door sedans, 
coupes, light colors, “ordinary” 
accessories and the current fad in 
gadgets. 

Other makes of cars the survey, 
said, help people express their 
interest in what’s new and to ex- 
hibit their modernity and indi- 
viduality. Such people show an 
interest in some flashiness and put 
more emphasis on appearance. Cars 
in this category, according to the 
survey, are Ford, Mercury, Olds- 
mobile and Lincoln, Buyers in this 
class favor hardtops, two-tones, 
bright shades and hues, and a wide 
range of “extras and gadgets.” 

Still other cars and features 
express extreme attitudes or 


For Quieter Hudson— 


Of more than 250 rubber components 
used in Hudson's 1954 line, many were 
specially developed in the company's own 
laboratories. Hardness and resistance to 
oil and heat are specified for each seal, 
grommet, molding and silencer. Here, an 
experimental rubber seal is removed from 
a mold following the baking process. 


special needs on the part of the 
buyers. Particular wishes may 
vary from “notable ostentation to 
marked safety features.” Apart 
from Cadillac, attitudes toward 
these makes, the survey dis- 
closed, tend to be quite mixed, or 
insufficiently known and organ- 





TAKE ADVANTAGE OF CAR FACTORY PROMOTION TO MAKE 
BRAKE SERVICE A REGULAR MOTORING HABIT! Here’s How... 


DEPARTMENTALIZE AND 


ADVERTISE 


A complete Barrett Brake Depart- 
ment will pay for itself in a few 
months... attract new customers 
and remind your service personnel 
to sell brake service. 


USE A BARRETT PEDAL 
CHECKER ON EVERY CAR 
One of the most effective brake 
service sales ideas ever developed! 
Use as you would the dipstick in 
lubrication—to open conversation 
and measure motorists’ needs. 


tion jobs. 


PULL A WHEEL AND PROVE 

THE NEED FOR BRAKE SERVICE 
Include brake service in a pack- 
age deal. Sell relines, hydraulic 
supplies and adjustments when 
you sell wheel packs and lubrica- 


Save Up To §235 On Barrett's Fall Bonus Program! 


Ask Your Barrett Distributor Or Write Direct 


ee ee ee PD Cl 


The 


Cinderella” 


Business-Getter For All Service Shops 


BARRETT EQUIPMENT COMPANY - 2ist & CASS - ST. LOUIS 6, M . 
The Worlds. Pincst Brahe Senutce Equipment 


ized to perceive their character 
in a broad way. 

This category includes Cadillac 
(high economic status, ostentation, 
the mark of the man who has 
arrived), Studebaker, Hudson, 
Nash, Kaiser and Willys. 


The survey indicated that auto- 
mobile advertising should empha- 
size two basic sets of motivation: 

1. The basic wish for car owner- 
ship. 

2. What the personality of a 
particular car expresses. 

Auto advertising is most ef- 
fective, according to the survey, 
when it is in terms of the car 
personality and when it is success- 
fully expanding this character. 
Varied themes build broader per- 
sonalities and wider appeal. 

People rate believability in ad- 
vertising in terms of their attitude 
toward the car. A car can sell itself 
to different people, it is indicated, 
by presenting different facets of its 
personality. 

Practical themes, such as de- 
pendability, performance, dura- 
bility, economy and safety 
features are shown to have a 
wide appeal. Appearance themes, 
said the survey, appeal effec- 
tively to the individualists, the 
young, the egocentric and to 
women, 

For the average customer, how- 
ever, appearance is second to per- 
formance and value. Some degree 
of upgrading in personality is ex- 
pected, but people resent either 
marked upgrading or downgrading, 
the researchers said. 

Many themes should not stand 
alone, the survey indicates. 
Emphasis on dependability, dura- 
bility, and reliability alone appeals 
only to the most reserved people. 
Emphasis on economy alone 
creates a “cheap” reputation, and 
emphasis on safety alone appeals 
to people with extreme fears. 

The survey set forth these 
“don’ts” for the guidance of ad- 
vertisers: 

1. Don’t bluntly attack or deny 
any widespread stereotypes. 

2. Don’t put modest cars in up- 
per-class settings if you want to 
sell them. 

3. Don’t appeal just to snobbery. 

4. Don’t talk just about me- 
chanics, 

5. Don’t get caught up in Euro- 
pean, international, or otherwise 
alien and exotic claims, jargon 
and prestige, if you want widest 
audience a) 

It concluded with this set of 

“do’s” for advertisers: 

1. Show situations that lend 
themselves to personal identi- 
fication. 

2. Show the car in realistic back- 
grounds. Otherwise the advertising 
tends to reinforce and narrow the 
existing image because this is a 
reminder rather than teaching. 

3. Find the best combination of 
realism and fantasy. 

4. Use clear-cut people 
character. 

; 5. Upgrade or downgrade not too 
ar. 

6. Plan advertising in terms of 
an overall governing conception of 
the car rather than in terms of 
single appearance. 

7. Consider the car personality as 
well as the basic aims of the 
audience. 

The automobile study is the third 
analysis of consumer motivations 
completed for the Tribune by Social 
Research, Inc. 


GM Parts Setup 


(Continued from Page 1) 


distribution groups are now avail- 
able to all distribution groups. 
2 + a 


with 


“q),UR new plan is designed 

specifically to increase the 
availability of GM car, truck and 
— parts to the trade,” Curtice 
said. 

“It will help GM dealers and 
distributors to improve their 
service to independent service 
stations who now rely upon them 
for replacement parts. It also 
should enable dealers to offer 
greatly improved service to 
owners of GM products, 

“Our new wholesale parts distri- 
bution plan improves materially 
the competitive position of our 
dealers and parts wholesalers in 
the parts wholesaling market as 
well as broadening the lines of 
United Motors and AC distributors 
and jobbers. It should enhance sub- 
stantially the value of their GM 
franchises.” 
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Illustration: Bessemer converters, Great Lakes Steel. 


Tooled up to help industry build a great 1954 


Rion new bessemer converters are another 
example of Great Lakes Steel’s readiness and 
ability to serve its customers in 1954. 


Their job is to refine molten pig iron for the 
open hearth furnaces Great Lakes uses to make 
fine steel. This new installation doubles the 
capacity of the plant’s bessemer facilities and con- 
tributes importantly to efficiency and quality in 
steel-making. 


Big in themselves, these 25-foot high bessemers 
are only a small part of the major “tooling up” 
we've been doing at Great Lakes Steel. A new 
blast furnace, a new slab mill, new coke ovens— 


all are part of a program which now assures 
automotive and other manufacturers of more high- 
quality flat-rolled steel. All together, our enlarged 
and balanced facilities give us an annual capacity 
of four million ingot tons. And that’s good because 
Great Lakes Steel was set up in the first place to 
provide industry in its area with a dependable 
first source of sheet, strip, and other shapes used 
here in vast volume. We’ve become that source 
largely because of our integration as a steel- 
maker. We start right with the ore, and work it 
through blast furnaces, bessemers, open hearths, 
blooming mills, hot and cold rolling mills and 


merchant mills, down to the finished forms. 
That gives Great Lakes flexibility that lets us 
do a real job. 


Look for more great things from Great Lakes 
Steel—the nation’s foremost specialist in flat- 
rolled products. We aim to serve well our cus- 
tomers in many fields . . . while we keep pace 
with the automotive industry’s mammoth needs. 
Great Lakes Steel Corporation, Detroit 29, Michigan. 


Offices also in Chicago, Cleveland, Grand Rapids, 
Lansing, New York, Philadelphia, St. Louis and 
Toledo. 


Great Lakes Steel 


NATIONAL STEEL gh CORPORATION 
oe 


GREAT THINGS HAPPEN AT GREAT LAKES 
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Petroleum Consumption Up 4.6 Percent... 


Oil Demand Smashes Record 


NEW YORK.—Domestic demand 
for petroleum products set another 
record in 1953, the American Pe- 
troleum Institute reported in a 
year-end summary of the U. S. oil 
industry’s operations and accom- 
plishments during 1953. 

The increase over 1952 is esti- 
mated at 4.6 percent, it was an- 
nounced by Institute President 
Frank M. Porter. He said this is 
the 11th consecutive year that do- 
mestic demand had exceeded that 
of the preceding year. 

The industry encountered no dif- 
ficulty in satisfying this increase 
because of its constant program of 
expansion and development, Porter 
said. He pointed out that the in- 
dustry’s capital expenses, to keep 
this program in full swing, con- 
tinued huge. 

Porter expressed belief that 1953 
capital expenses were of record- 
breaking proportions. He said the 
Institute did not make a survey of 
its own this year, but that industry 
leaders, trade journals and banking 


circles agreed that capital expenses 
probably will exceed $4 billion in 
1953. 


He said the industry’s total for 
capital expenditures since the end 
of World War II alone is well over 
$20 billion. This, he continued, is 
striking evidence of the industry’s 
efforts to develop its facilities, im- 
prove its services and provide an 
abundance of petroleum products. 

In order to maintain these sup- 
plies and services, Porter said, the 





Des Moines Dealers 


Pass Up Show for °54 


DES MOINES.—Because suitable 
facilities are lacking, the Des 
Moines Automobile Dealers Assn. 
has decided not to hold a 1954 auto 
show. 


The association, however, went 


on record as favoring an annual 
show as soon as the Memorial 
Coliseum, which is now under con- 
struction, is completed. 
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oil industry must keep substantial 
inventories of crude oil and finished 
products “on the shelf.” He ex- 
plained that refining, pipe line, 
transportation and other facilities 
must be kept filled and moving 
constantly if petroleum products 
are to be available when and where 
they are needed. 


Porter said 65 percent of the 
industry’s crude oil inventories, 
40 percent of its light products 
and 42 percent of its residual fuel 
oil are unavailable for sale be- 
cause of this factor. The value of 
major products tied up in this 
process is in excess of $1 billion, 
Porter said. This represents only 
the wholesale value and does not 
include any charges for gather- 
ing, transportation or handling, 
he said. 

Production of liquid petroleum, 
natural gas and oil products in 1953 
surpassed all previous peaks, Por- 
ter said. Refining capacity was ex- 
panded substantially to meet in- 
creased demand and to provide a 
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“I hear you’ve had such a good 

year that you’re making ridicu- 
lous deals.” 





reserve “cushion.” The number of 
wells drilled during the year 
reached record-breaking levels, de- 
spite spiraling costs and heavy fi- 
nancial hazards, 

Porter said domestic demand for 
1953 is estimated at 2,781 million 
barrels—up 116 million barrels over 
1952. Domestic supply is estimated 
at 2,608 million barrels, an increase 
of 94 million barrels. Of the latter, 
he said, 2,363 million barrels repre- 


























sent crude oil, and the remainder 
natural gas liquids. Natural gas 
production is estimated at 10,990 
billion cubic feet, an increase of 
more than 700 billion cubic feet. 


Domestic demand averaged 7,619 
thousand barrels a day during 1953, 
while total demand (which includes 
exports) averaged more than 8 mil- 
lion barrels a day, for the first time 
in U. S. history. For domestic de- 
mand alone, this meant an increase 
of more than 300,000 barrels a day, 
for every day in the year. 

Well completions in 1953 topped 
49,000, he said, an increase of 4,- 
000 ever 1952. Of these, more 
than one-third were dry holes— 
ventures in which the bulk of the 
investment was lost. The 1953 
proved reserves figures will not 
be available until March, At the 
beginning of 1953, proved reserves 
of liquid petroleum were esti- 
mated at 32.9 billion barrels, an 
alltime high. 

Highlights of this year’s drilling 
operations included the setting of 
two other records—one for depth 
of hole and the other for depth of 
production. In California, a deep 
test had reached 21,482 feet by 
early December — more than four 
miles straight down and almost 1,- 
000 feet beyond the previous record 
set in Wyoming several years ago. 
The deepest producing well also 
had California as its locale, coming 
in late in the year at a depth of 
17,550 to 17,895 feet. The previous 
deep producer record, also set in 
1953, was in Louisiana, several 
hundred feet short of the California 
well. 

Refinery runs of crude oil in 1953 
were estimated at 2,556 million 
barrels, an increase of almost 115 
million barrels over the preceding 
year. This is an average of more 
than seven million barrels a day, 
also an alltime record. 

Motor-fuel production rose to 
1,289 million barrels. This repre- 
sents an increase of 99 million 
barrels over 1952’s peak. 
Production of gas, oil and dis- 

tillates—the bulk of which is used 
for home - heating — amounted to 
532 million barrels in 1953, an in- 
crease of 11 million barrels. Total 
production for both types of fuel 
oil, however, went up from 976 mil- 
lion barrels to 979 million barrels 
this year—another record high. 

Crude-oil production throughout 
the entire world (including esti- 
mates for Russia and the satellite 
states) was estimated at 4,755 mil- 
lion barrels. 

Of this, the United States ac- 
counted for 2,363 million barrels. 
Percentagewise, the U. S. total 
dropped to 49.7 percent of the world 
total—the first time that the rest of 
the world combined produced more 
crude oil than did American oil 


men. 





Auto Memories 
New Book Pictures Cars 


Built in 1925-35 


GREENWICH, Conn.—A book 
which will allow auto oldtimers to 
reminisce and “youngsters” to get 
an idea of what was produced two 
decades ago has been published by 
Fawcett Publications, Greenwich. 
Written by John Bentley, the 144- 
page book is priced at 75 cents. 

The “Old Car Book,” which cov- 
ers the years 1825 through 1935, is 
lavish with pictures and descrip- 
tions of models made by companies 
still in business. It also tells of the 
personalities of the men who made 
the cars. 

A special section of the volume 
is the “Old Auto Album.” In it are 
pictures and details of cars which 
have faded from the production 
lists but which still are bright in 
the memories of many. 

Such grand old cars as the Stutz 
Bearcat, Marmon, Pierce-Arrow, 
Auburn and Cord are pictured. 

Included is a photograph of the 
1925 Great Jordan Line Eight se- 
dan, built by Ed Jordan, now an 
Automotive News columnist. 

Cars mentioned range from the 
bug-like 1930 American Austin, 
priced at $425, to the massive 1925 
Locomobile, which sold for $7,400. 

A picture that will stir the memo- 
ries of many is of the New York 
Auto Show of 1928, at the Grand 
Central Palace. 


Ponder Picks Overby 


A, Q. Overby has been appointed 
used-car manager for Ponder Mo- 
tor Co., Jackson, Miss. 

















Merchandising 


Memos to Dealers 


By Bob Finlay 
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TS new and crucial year is| opportunities offered by any phase 


here. And, oddly enough, the 
concern of all in the new-car in- 
dustry centers about the used car, 
not the new car. 

The critical role of the used 
car has been recognized for years 
by many, although its full im- 
portance is still obscured to a 
degree by the fact that the big 
promotion guns of industry 
always will be firing on behalf 
of the new car. 

This is natural, for the advertis- 
ing impact of the industry is con- 
centrated in the hands of the 
manufacturers, who, after all, are 
in the business of selling new cars 
and trucks. 

Thus, while even they pay hom- 
age to the used car, they must 
keep in mind that they can’t make 
a dime directly on a used-car sale. 

* * + 


Accurate Bookkeeping 


lw A COMPETITIVE market, a 
trading loss is assumed on the 
used car. Everyone knows that the 
trading loss on the used car is 
actually an expense item on the 
new car, but, the psychology is 
such that unless a dealer stops to 
think, he gets in the habit of con- 
sidering used cars as loss items. 

Some dealers have a simple 
system to keep their perspective 
straight. They wholesale tradeins 
to their used-car departments on 
a realistic basis, and make the 
used-car manager responsible for 
turning in a profit on his oper- 
ation. 

In this type of operation, the 
trading loss is properly chalked up 
to the new-car department and the 
used-car lot becomes something 


more than a receptacle of iron. 
* * 


Temptation 

T(’'HE dealer must resist the 
“ temptation to shove the trade- 
ins down the throat of the used- 
car Manager at unrealistic prices. 
Yet, at the same time, he can‘t let 
the used-car manager steal the 
trades from him in order to build 
up the profit picture of the used- 
car department. 

Some dealers meet this problem 
by setting up an appraisal com- 
mittee—made up of the dealer, the 
used car manager, the new-car 
manager, the service manager, etc 
—which sets the wholesale price 
each day on cars taken in trade. 


Others base compensation of 
the new-car salesmen on the 
washout—and if he protests the 
valuation set by the used-car 
manager, the salesman has the 
opportunity of selling the trade 
on his own. In a small organi- 
zation, this might work out, 
although in a specialized oper- 
ation, it tends to scatter the shot 
of the new-car salesmen. 

Whatever is done, it is funda- 
mental that the dealer adopt a 
well-considered policy for used 
cars which covers all the contin- 
gencies and is fair to all depart- 
ments. 

Then he can start pushing. 
There’s not much point in pushing 
unless he knows where he is going. 
And he can’t push alone, so his 
policy must provide opportunity 
for initiative all through his organ- 


ization. 
* + - 


Resist Taboos 


([SERE's a lot of loose chatter 
over cocktails, too, about 


whether to retail, wholesale to 
dealers or move cars through 
dealer auctions, 

You can get heated arguments 
over any of these phases of the 
business. Yet each has a place, and 
there is no reason for a dealer to 
set up taboos which will restrict 
him from making the most of the 


New Morcombe Building 
Morcombe Buick has moved to 
larger quarters in its new building 


A W. Jefferson St., Plymouth, 


of the business. 

Ideally, he might want to retail 
all his good cars and move all 
his rough cars through auctions 
or sell them to independent 
dealers. Or he might want to re- 
tail in the spring and wholesale 
in the off seasons. 

Realistically, the dealer knows 
this is impractical. Only a few in- 
dependent dealers specialize in 
cheapies. Most independent dealers 
will take the rough ones if they 
can get enough good cars at the 
right price to offset the loss on the 
junk. And, in a rough market, the 
rough cars don’t move in auctions. 

So it is with the seasonal plan. 
Who wants to buy wholesale in an 


c 


off season from a dealer who 
wouldn’t sell in the good season? 
Except at a steal? 

Independent dealers are good 
traders, too. At least, those who 
aren’t good traders will be going 
out of business soon, if they 
haven’t already. 

* * + 


Work Is Important 


At this takes good management 
and hard work. With respect 
to the latter point, Jim Downing, 
honorary president of the National 
Used Car Dealers Assn., quotes a 
dealer who lost his business and 
who is now working for another 
dealer: 

“If I had worked as hard for my- 
self as I am working for my pre- 
sent employer, I'd still be working 
for myself.” 2 

* * 


Guarantees 
EALERS have used all sorts of 
guarantees to move used cars. 
These are effective with the public 
only to the degree that they are 
honest. 

An effective guarantee can be 
developed only on used cars that 
are fit to be guaranteed. 

For instance, Joe Fisher, of 
Portland, Ore., a dealer for 28 
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Free U. C. Trials Build Business— 


Joe Fisher's used-car center in Portland, Ore., attributes the bulk of its business 
to a two-day free trial. The plan, the company says, has been a profitable part of 


its operation for more than 28 years. 


years, claims that his two-day free| other car or making adjustment 


driving trial plan moves used cars 
in a tough market because the 
public can accept it as meaning 
what they a customer has a right 
to think it means. 

“A vital part of the selling plan,” 
Fisher says, “is not to give the 
customer any argument when he 
returns the car, if he intends 
turning it back. 

“In every case, we have re- 
turned the customer’s money or 
his tradein first, and then talk 
to him about perhaps buying an- 





on the car that he has chosen 
so he will agree to keep it.” 


Fisher has copyrighted his plan 
and has been selling it to new-car 
dealers on a yearly basis. He 
claims that it would be more ex- 
pensive for a dealer to work up a 
plan with comparable advertising 
and promotional material than it 
would be to buy the already com- 
pleted plan. 

If you are interested, the address 
is Joe Fisher-Searcy Corp., 401 
Central Building, Portland 5, Ore. 


Strong, light alloys save “dead weight” 
in Chrysler Corporation cars 


Chrysler Corporation engineers have announced 
that their cars now contain more lightweight 
aluminum and magnesium parts and other spe- 
cial alloys than any other production passenger 


cars being made today. 


In some cases the weight-saving in a single 
car comes to 182 pounds—about the weight of 
a good-sized passenger. The result is greater 
gasoline economy, power and roadability. In 
convertibles, which make even wider use of the 
lighter parts, the weight saved is about a fifth 


more than in closed models. 


In addition to improving performance and 
mileage, the lighter cars are easier on tires, and 
brake linings last longer. There is less strain on 
the engine, and moving parts gain extra life. 


DE soTo - 


The picture above shows the 64 pounds of 
aluminum used in the 1954 Chrysler New Yorker 
De Luxe Sedan. The young lady in the picture 
easily holds the big aluminum torque converter 


housing. If this part were cast iron, it would 


brake unit. 


Corporation. 


be too heavy for her to pick up. Also shown are 
the car’s pistons, oil-filter housing, fuel pump, 
torque converter parts, PowerF lite automatic 
transmission parts, steering column shrouds, 
parts of the carburetor assembly, full-time Power 
Steering housings, and portions of the power 


Progressive application of new materials is 
another of the many “more value” features 
offered in all the cars produced by Chrysler 


Chrysler Corporation -rymourn . over 


CHRYSLER -« 
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Five New Engines for '54 Ford Trucks— 
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3 New Engines for Ford Trucks 


RD’S 1954 line of trucks, pow- 

ered by five new short - stroke, 
overhead-valve engines and featur- 
ing the first tandem-axle unit ever 
built by Ford, will go on showroom 
display Wednesday (Jan. 6). 


The five truck lines, including 24 
series and more than 220 models, 
range from 4,000 pounds to 40,000 
pounds rated gross vehicle weight. 
They again feature Ford’s “driver- 
ized” cabs which in 1953 helped 


now is available on the Big Jobs, 
and Fordomatic is optional on all 
light-duty models. 

New to the line are the Series 
T-700 and T-800 tandem-axle trucks 
with gross combination weights up 
to 60,000 pounds. Wheelbases in 
these series are 144, 156, 175 and 192 
inches. 

“The 1954 Ford truck story is one 
of more power, more economy and 
more durability, with a Ford truck 
to meet every hauling need,” said 


power Power King V-8; 152-horse- 
power Cargo King V-8, and 170- 
horsepower Cargo King V-8. 

Horsepower in the Cost Clipper 
Six has been increased this year 
from 101 to 115 horsepower. The 
new Power King engines with 130 
and 138-horsepower replace the 
former L-head 106-horsepower V-8 
and the 112-horsepower Big Six. 
And the Cargo King engines have 
been increased from 145 to 152 and 
from 155 to 170 horsepower, respec- 
tively, 


The horsepower range on Ford trucks for 1954 is from 115 to 170, compared with | Ford increase it truck sales 50 per-|T, w. Smead, Ford division gen- 
101 to 155 horsepower last year. Shown is the F-100 pickup, on which the 130. | Cent over 1952. eral sales manager. 
horsepower V-8 or 115-horsepower six are available. Master -Guide power steering a” er 


All of the new engines are of 
the short-stroke, low-friction de- 


ie Recetas 


ae 


Dicatgaeety 


MI Tests The '54 Dodge 


Good roadability, stepped-up horsepower and a 
new transmission are features of the new Dodge 


By Tom McCahill 


ITTLE Goat Head has been had! The 
biggest news about the 1954 Dodge is 
that they put Jake, the old goat on a diet 
so he not only lost his horn spread, but has 
become as streamlined as a pipe cleaner 
which has been run through a fine mesh 
screen. Jake, the well-known Dodge hood 
ornament, was once a symbol of the car’s 
ruggedness and endurance. Today, in its 
new Salvador Dali-type suit, it stands for 
speed and performance. 


As we reported last year when the new 
1953 V-8 Dodge was first introduced, the 
engine is a pre-shrunk Chrysler with a 
great potential. I also put my neck on the 
block, by stating that the 1953 Dodge would 
prove one of the greatest threats in stock 
car racing, due to its short wheelbase and 
quick handling, plus excellent perform- 
ance. Well, with only three or four Dodges 
competing in the Grand National Division 


continued in January Mechanix Illustrated 


The ram (Tom calls it a goat) has been 
the Dodge trademark since 1932. 


Almost a million men swear by McCahill 


This is McCahill — brash, irrepressible, 
colorful — and just plain good. Tom tests 
cars for Mechanix Illustrated. On his 
clanking old Remington he knocks out 
sparklers that have become the most wide- 
ly read, most quoted series ever written on 
the subject of automobiles. 


Almost a million MI readers every month 
take their McCahill with something akin to 
reverence. What Tom says is gospel. He 
plays no favorites and calls the shots as he 


You may have a reprint of this complete 
McCahill article free. if you are a Dodge 
dealer and wish a quantity we will be 


pleased to quote you a price. 


sees them. Still, we sent out more than 
5,000,000 reprints in answer to requests 
from the Motor City last year. Not bad, 
huh? 

What do you sell in the automotive field? 
Cars? Accessories? Tires? We’ve got the 
customers — more than a million of them — 
impatiently pawing the gravel, looking for 
new stuff to buy. Dangle your shiny wares 
before them, using comfortable space in 
Mechanix Illustrated and watch them grab. 


MECHANIX 
ILLUSTRATED 


A Fawcett Publication 
67 West 44 Street, New York 36, N. Y. 
Detroit: 1659 Guardian Bldg. 


Aes rapidly expanding 

truck market is daily finding 
new uses for truck transportation, 
with each new use requiring a spe- 
cial combination of engine, chassis 
and body,” Smead said. “Conse- 
quently Ford’s line has been ex- 
panded in 1954 to include the great- 
est range of trucks we ever have 
offered.” 


Ford has added two new cab- 
forward series to its line — the 
C-700 and C-900 Big Jobs. The 
C-900, with a maximum gross 
combination weight rating of 55,- 
000 pounds, has the largest cab- 
forward capacities ever offered by 
Ford. All Ford C-Series trucks 
meet the 45-feet overall length 
requirements of most states. 

New, too, is the 210-inch wheel- 
base B-600 school bus. 


After six years of intensive en- 
gineering development, during 
which they were driven more than 
600,000 miles in road tests, Ford in 
1954 has introduced five truck en- 
gines which range from 223 to 317 
cubic -inch displacement and de- 
velop from 115 to 170 horsepower. 

cd 7 * 


'H each engine having a com- 
pression ratio of 7.2:1, the new 
Ford engines include: 115-horse- 
power Cost Clipper Six; 130-horse- 
power Power King V-8; 138-horse- 


‘Ford Launches 
Service Training 
For 1954 Models 


LIVONIA, Mich.—The first phase 
of a national mechanic training 
program on new features of Ford’s 
| 1954 cars and trucks has been com- 
pleted at the Ford division tech- 
nical service laboratory here, ac- 
| cording to Carl T. Doman, service 
| department manager. 
| Doman said instructors from 33 
| Ford district service schools took 
| special one-week courses which in- 
|cluded familiarization with the 
| training programs developed for 








| the 1954 line, and shop and class- | 


| room training in new engine, body, 
| chassis and electrical service pro- 
| cedures, 

Prior to the introduction of new 

|models Jan. 6, service managers 
| from 6,400 Ford dealerships will 
| have attended familiarization pro- 
grams at the district level. 
| A series of standard 40-hour 
service courses on the 1954 models 
for dealer mechanics will begin at 
Ford’s district service schools im- 
mediately after the new models are 
introduced, Doman said. The pro- 
gram will continue through the 
spring. 





sign with new deep-block con- 
struction for greater structural 
rigidity. Their pistons travel up 
to 30 percent less distance in each 
revolution, and frictional horse- 
power waste is cut as much as 
33 percent, Ford claims. 

Ford is presenting five truck 
lines in 1954: Conventional (F); 
tandem axle (T); cab-forward (C); 
school bus (B), and parcel delivery 
(P). The five lines include a total 
of 24 basic Series (such as F-100 
and T-700 tandem axle.) 

For its “driverized” cabs, Ford 
has new upholstery, including wov- 
en plastic seats. and seat backs 
which “breathe” like cloth. 


* * x 


ORDOMATIC is available at ex- 

tra cost on all light-duty models 
—F-100, F-250, F-350 and P-350. 
And power braking is optional on 
F-100 and 500 series at extra cost, 
and standard equipment on Series 
600 models and up. 

Ford’s Big Jobs have a de-pop- 
per valve which uses engine vac- 
uum to stop downhill backfiring 
at its source. Many cities now 
have laws that make elimination 
of this noise mandatory. 


According to Ford engineers, the 
1954 C-Series of cab-forward trucks 
accomplishes a reduction in wheel- 
base without sacrifice of service ac- 
cessibility and without forcing the 
driver to be an acrobat as he gets 
in and out. These units pull a 35- 


foot trailer within the 45-foot limit. 


* x x 


N C-SERIES trucks, closer cou- 

pling adds up to two feet more 
of load space while shifting the 
extra weight off the rear axle and 
placing it on the front for better 
balance and maneuverability in 
traffic, Ford says. At the same time 
the cab is as roomy as all Ford 
cabs and the hood may be lifted 
from the front for most service 
maintenance, it is said. 


A complete redesign of the con- 
ventional frame, steering and 
other components by Ford engi- 
neers to create a balanced vehicle 
is a feature of Ford’s new T-700 
and T-800 tandem axle trucks, 
The T-700 is suitable for a 3%- 
yard concrete mixer, five or six- 
yard dump truck or an oil tanker. 
The T-800 is rated to carry a 5%- 
yard mixer or 10-yard dump. These 
trucks are designed for off - road 
work in mining or logging, as well 
as over the highway. The double 
axle brings them within the 18,000- 
pound highway limit now enforced 
by 34 states and the 32,000 pound 
limit on dual axles in 27 states. The 
two driving axles also give added 
traction on soft ground, snow or 
ice. 


Ford Unveils First Tandem Unit— 


This new T-800 series truck is the first tandem unit ever built by Ford. The biggest 
payload carrier in the 1954 Ford line, it handles payloads (with body) up to 29,943 
pounds. As a tractor it pulls a gross combination of 60,000 pounds, within legal 
limits of most states. Powered by a new low-friction 170-horsepower Power King 
V-8, it has Master-Guide power steering at extra cost. 
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| Why New Pontiac V-8 
| Missed Debut on 54s 


fy one last fall it was reported here that Pontiac might 
4 have a chance of completing its V-8 engine tooling in 


time for the 1954 models. 


What was probably Pontiac’s last opportunity of com- 


pieting 
in the Hydra-Matic plant of 
General Motors’ transmission 
division. There are, however, 


many other factors. 

Setting up and tooling a new en- 
gine program is a long, tedious job 
—a much longer job than most car 
buyers imagine. 

Engineering and planning, of 
course, must precede the actual 
placement of machine-tool orders. 
Where a substantial amount of 
automation is involved, planning 
will take much longer than where 
standard machines are used. 

New transfer mechanisms must 
be completely engineered even be- 
fore tooling purchase orders are 
placed. Based upon today’s stand- 
ards of automation, 12 months is 
the minimum time required to 
build a big multistation transfer 
unit. ee 


Tryout Takes Time 


VEN after the machines are de- | 


livered, extensive tryout must 
be carried on before the big group 
of machines is efficiently coordi- 
nated and turning out a satisfac- 
tory volume of engines. 








This tryout period may extend | 
as long as six months, Few new | 
engine plants have required less | 
time to reach capacity produc- 


tion. 
There are other complications as 
well. Although defense is less im- 


portant than it was a year ago, | 


priorities are still being issued. 
In a number of instances, Gov- 

ernment jobs have been pushed 

ahead of auto tooling. Defense still 


is a factor for reckoning, although | 


its importance is diminishing. 
o * : 


Tooling Set Back 


HE effect of the Hydra - Matic 

plant fire was far - reaching. 
While many machine-tool builders 
set up separate lines for GM re- 
habilitation work, others were less 
fortunate. 

They had neither the floor space 
or the manpower to take on the 
GM rebuilding work. Many thou- 
sands of man-hours were required 





to rebuild the burned GM machines. | 


One large machine-tool builder | 


estimates that its schedules were 
set back at least two months by 
the Hydra-Matic fire. Somewhat 


less extended delays have been | 


reported by other machine-tool 
sources. 

It is now evident that Pontiac 
will introduce many innovations in 
its tooling, including as close to 
100 percent automation as can be 
used. Many new and unusual trans- 
fer mechanisms will be employed. 
Automatic gages will be built into 


the line to insure high quality of | 


the job. 
* o 

Engineers’ Field Day 
Frrom an engineering standpoint, 

the Pontiac tooling looks like 
the most ambitious engine program 
to date. However, the new Chevro- 
let, Ford (plant at Brook Park 
Village, O.) and Packard programs 
which will come right behind Pon- 
tiac will undoubtedly have many 
innovations of their own. 

If history repeats itself, each 


Lee Tire Names Winners 
Of President’s Awards 


CONSHOHOCKEN, Pa.— Lee 
Tire & Rubber Co.’s first annual 
President’s Cup awards for sales 
achievement have been made to 
M. G. Foraker and G. S. Thompson. 

Foraker, regional manager with 
headquarters in Detroit, has been 
named recipient of the award in 
recognition of the sales progress 
made by his region during 1953. 
Thompson gets the award on be- 
half of the company’s Albany 
branch, of which he is manager. 

President of the company is A. A. 
Garthwaite. 





its tooling in time for 1954 faded out with the fire 





new program will move at least a 
step forward toward 100 percent 
automation, 

The tooling goal of the entire 
auto industry now seems to be 
aimed at complete readiness for 
the introduction of 1955 models as 
early as August, if this seems 
advisable. 

7 ” + 


Tools Due by Spring 


Mweost major Pontiac machines 
still on order, for example, will 
be delivered in March at the latest. 






























Model 880 heavy duty hydraulic hoist easily handles 
10% to 15% ton loads. 


Chevrolet tools for the Tonawanda, 
Flint and Canadian plants will also 
be available by spring. 


A trade source indicates that 
Dodge will build the new V-8 
engine for Plymouth, Industry 
gossip is that the new Plymouth 
engine will be called the “econ- 
omy model.” 

Informed sources believe the new 
Plymouth power plant will be a 
modified Dodge engine and that it 
will be built on the existing Dodge 
engine line. Some tooling to boost 
the capacity of the Dodge line has 
been reported. 

a 


* ® 


New Adhesive Called 


Equal to Metal Welds 


NEW YORK.—Miracle Adhesives 
Corp., 214 E, Fifty-Third St., New 
York, has announced a new ad- 
hesive, called Adweld, which the 
firm says “applies easily, sets quick- 
ly and produces a bond with 3,000 
pounds per square inch strength.” 

Adweld can be used to join simi- 
lar or dissimilar materials or 
metals. 

The product can be made to set 
in 10 minutes, and only clamps are 
required for successful application, 
it is said. 





Doubling of Car Owners 
Seen in Mexico City 


MEXICO CITY.—This city of 
3,500,000 is one of the top auto- 
mobile - communities in 
the world, with one car for every 
six families, or 30 persons, ac- 
to the National Statis- 

nt, 

The department says that Mex- 
ico, in the matter of automobiles, 
is far ahead of Russia, where 
there is but one car for every 
3,000 families, or 15,000 persons. 

The department expects a car 
for every three families in Mex- 
ico City by 1956. 





“has outstanding holding power, 

comparable to that of metal welds, 

and has particular application in 

those industries where it is danger- 

ous to weld because of fire hazard.” 
+ * s 


Knapp Joins Lead to Steel 
To Combat Corrosion 
NEW YORK.—A new approach 
to corrosion problems is offered by 
Knapp Mills, Inc., 23-17 Borden 
Ave., Long Island City 1, N. Y. 
The firm claims that Ferrolum 
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lead-clad steel combines the 
strength of steel with the corrosion 
resistance of lead to 154 corrosive 
agents and works at temperatures 
up to 450 degrees, The same, it is 
said, applies to Cupralum lead-clad 
copper. i 


* * 
Electroplating Data 

LOUISVILLE.—_New develop- 
ments in electroplating on alumi- 
num are described in No, 23 of 
Technical Advisor, a publication of 
Reynolds Metals Co., 2500 S. Third 
St., Louisville, Ky. The new proce- 
dures discussed include wet-blast 
chromium-plating, use of conduc- 
tive rubber coatings and a modified 


Vogt process. ; 
* * * 


Flexentrik Oscillator 


SAN FRANCISCO. — Flexentrik 
Corp., 555 Fourth St., San Fran- 
cisco, is now marketing a Flexen- 
trik oscillator which, the manufac- 
turer says, will produce grinding, 
polishing and sanding results that 
were formerly unobtainable with 
portable power tools. 


William Ullman, tops among Washington 
automotive newsmen, reports each week 
on news affecting the auto industry in 
Automotive Washington, 





Galion Allsteel way! 


Se eg BR pe 


Sail 


HAT HAPPENS when one of your customers installs a dump body and 

hydraulic hoisf on the new truck you've just sold him? 

Do you earn an extra profit on the hoist and body sale? Or, do you just 
pass up this easy money —lose half of your legitimate income? 

Ask yourself these questions, Mr. Truck Dealer. Then, if ~— interested in 
increased volume and bigger profits, see your Galion Allsteel di 

He'll show you how to make two profits on these sales—one on the truck, 
another on the Galion Allsteel hoist and body. 

Also, he'll gladly explain how you and your customer can select exactly 
the right hoist and body for the job... how he will install the Galion units 
quickly and economically ... how he will back you up with “round the 
clock” parts and repair service. 

Just phone your Galion Allsteel distributor today. Tell him you're through 
losing hoist and dump body sales and want to make bigger profits — the 


ALLSTEEL BODY COMPANY’: GALION, OHIO 


Newly designed Model 600 hoist with Model 12-3 
contractors heavy duty body has double lift arms and 
steel subframe — 6!2 ton capacity. 


Galion Load-evator installed on Paint Corporation of 
America trucks speeds up each delivery 35 minutes. 
Easily handles 2000 pounds with ease and safety. 








tributor today. 


A-7656 
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Feather-Weight Jeep Makes Debut— 


Willys has developed an Aero Jeep, a lightweight version of the original Jeep, 
to meet demands of mobility in modern warfare, including airborne operations. The 
new model is 1,200 pounds lighter and three feet shorter than its brother. Its top 


speed is 70 miles an hour. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


This is interest 


“AMERICAN WEEKLY 


Affecting Factories and Dealers. . . 


Auto Advertising 


By Marty Whitmyer 
Staff Writer 

The Gannet chain of newspapers 
in New York State reasons that the 
new-car dealer should not be given 
local advertising rates on the 
grounds that he is a kind of man- 
ufacturer’s “intermediary” who isn’t 
really an independent merchant, 
but a sort of temporary middle- 
man. 

The newspaper chain gave its 
description of the new-car dealer 
in a full-page article in Editor & 

, entitled “Reasons for 
Charging General Rate for Car 
Ads.” 


The chain said the dealer is in 
business only as long as the factory 
cares to keep him there, and then 
is controlled by the manufacturer 
to a far greater degree than any 
other retailer. 

The New York State Automo- 
bile Dealers News termed the 
article a “powerful indictment of 
the automobile industry as an 
unique relic of the master-and- 


slave economy of the Middle 
Ages.” 

Further arguments were cited by 
Don U. Bridge, general manager of 
the two largest newspapers in the 
Gannett group. 

“Automobile dealers,” he said, 
“are seeking a reduction in adver- 
tising rates at a time when news- 
paper costs are mounting. Prices 
charged to other advertisers and to 
readers cannot be reduced and in- 
creases may be essential. 

“Most of them,” Bridge said, 
“have been less prosperous than 

automobile dealers during recent 
years and some are or later may 
be in a more difficult financial 
situation.” 

The chain pointed out that the 
retail store advertises to build the 
reputation of the store and to sell 
any items which the retailer selects 
from his inventory rather than to 
promote regularly the sale of one 
or two specific items. 

New-car advertising, the chain 
said, is designed to build the repu- 


This is ENTHUSIASM! 


creates 


ENTHUSIASM” 


To help you make a big splash in the places where sales are easier to come 
by, and therefore more profitable, The AmERICAN WEEKLY concentrates its 


more than 9,600,000 circulation in the strategic areas of heavy population. 


* 
ENTHUSIASM is interest raised to the buying pitch! 


THE AMERICAN WEEKLY, 63 


VESEY 


STREET, NEW 


YORK 


7, N. Y. 


tation of the automobile rather 
than of the dealer and advertise- 
ments always are confined to one 
make of automobile. 

* * * 


A Word to Women 


Woman’s Home Companion, in 
its January issue, is starting a 
series of features in connection 
with its newly created “Automo- 
tive Workshop.” First of the ser- 
ies is a story entitled, “Healthy 
Cars Are Happy Cars.” 

The article, slanted for the 
woman driver, explains the im- 
portance of a weekly auto check 
up, 1,000 and 10,000-mile servicing, 
and winter-summer changeovers. 

* * > 


New Slidefilm Device 


DuKane Corp., St. Charles, IIl., 
formerly known as Operadio, has 
announced production of a sound 
slidefilm projector using long-play- 
ing records to give an automatic 
22-minute sales presentation or 
technical training lecture. 


All necessary equipment—includ- 
ing amplifier, record player, 300- 
watt stripfilm projector, films, rec- 
ord and screen—fits into a portable 
container no larger than a sales- 
man’s briefcase, the company said. 

The new projector is called the 
DuKane Micromatic, Model 14A290. 
Further information can be ob- 
tained from Robert Shoemaker, 
Manager, Audio-Visual Division, 
DuKane Corp., St. Charles, Ill. 

* ~ * 


Politz Reports on Radio 


First publication designed and 
produced by the new publishing 
firm, Thorndike, Jensen & Parton, 
Inc. (formerly Picture Press Inc.) 
is an 80-page brochure presenting 
the findings of a nationwide survey 
by Alfred Politz Research Inc. on 
what has happened to radio under 
the impact of television. 

The brochure, entitled “The Im- 
portance of Radio in Television 
Areas Today,” carries the findings 
of the Politz organization along 
with an analytical commentary by 
Alfred Stanford, formerly director 
of the Bureau of Advertising of the 
American Newspaper Publishers 
Assn., and past director of the 
plans board for Benton & Bowles. 

* - 


D. P. Brother Chooses 2 


Two changes in the media de- 
partment of D. P. Brother & Co., 
Detroit and New York ad agency, 
have been announced by D. P. 
Brother, president. 

Ralph Bachman, who was with 
Kaiser Motors for several years, 
has joined the organization as as- 
sistant to the media director, Carl 
Georgi jr., and will concentrate on 
radio and television time buying. 
Stanley Costan, previously in 
charge of dealer-factory advertis- 
ing schedules, has been promoted 
to buyer of newspaper space. 

- * = 


PR Post For Schively 


Yale R. Schively, vice-president 
and general manager of Superior 
Coach Corp.’s southern division 
plant at Kosciusko, Miss., has been 
appointed national public relations 
consultant for all divisions. 


Schively will contact Superior 
distributors on a national basis 
and represent the company in state 
and government affairs. He will 
report directly to the corporation’s 
president, J. H. Shields. 

* * + 


Sunday News Brochure 


The Sunday News, New York pic- 
ture newspaper, has sent dealers in 
the New York area a brochure 
depicting what advertising can do 
for sales. It also tells of the trade 
territory covered by the paper. 

x x * 


Buick Sponsors 4 Shows 


Buick will sponsor one-time 
broadcasts of four CBS radio 
programs Jan. 6-7. They are: 

“Beulah,” Jan. 5, at 7:15 to 7:30 
p.m, (EST); “Cedric Adams,” Jan. 
5, at 10:35 to 10:45 p.m.; “FBI in 
Peace and War,” Jan. 6, at 8 to 
8:30 p.m., and “Meet Millie,” Jan. 
7, at 8 to 8:80 p.m. ‘ 


Names 


Dugald F. Gordon has joined 
Zimmer, Keller & Calvert, Inc., De- 
troit ad agency, as an account ex- 
ecutive. 

Woodward Kingman has become 
automotive promotion manager of 

k magazine, stepping up from 
associate automotive promotion 
manager. 
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AUTOMOTIVE WASHINGTON 


Stand-By Curbs Sought 
To Avoid Past Blunders 


By William Ullman 


Washington Correspondent 


MERICAN business, including the manufacture and sell- 
ing of automobiles, parts, accessories and fuel, may 
expect in the near future a set of Government stand-by 
price controls that will be ready for im- 
mediate application in event of World War III or an “emer- 
gency” pointing in that Te a id ee 
rection. There is nothing| qualified to draw them. He is Wil- 
liam Trupner, who has seen long 
service in that field through World 
War II and the Korean debacle. 
Most people here feel that he is the 
man ideally suited to the task that 
lies ahead. 


production and 


“panicky” about these prep- 
arations. The idea is, in the light 
of past experience, to establish a 
way to meet any possible future 
upsets efficiently and equitably, 
avoiding the charges of “injustice” 
and “favoritism” that marked the 
hurried preparations of the past. 
All American business, of course, 
will be heard before the rules are 
finally adopted. That is the Hisen- 
hower way, guided by the best 
minds the President can summon 
to his aid. He has 
passed that word 
all along the line, | 
and his key men 
—including Sec- 
retary of Defense 
Charles Wilson, 
Deputy Roger 
Kyes, Commerce | 
Secretary Sinclair | 
Weeks, Interior 
Secretary Doug- | 
William Ullman las McKay and 
the other stalwarts of his Cabinet 
—are making their plans accord- | 
ingly. | 
So far as the automotive industry 
is concerned, hardly a day passes | 
that doesn’t find one representative 
or another called into consultation. 
The Washington office of the Auto- 
mobile Manufacturers Assn. covers 
every corner of the mapping pro- | 
gram and keeps the Government | 
informed on the situation from | 
AMA’s viewpoint. 
Stabilization plans will not be | 
laid definitely until after the | 
NADA, speaking for the nation’s | 
auto dealers, has been heard, 


Already, NADA Executive Vice- 
President Frederick Bell has been 
named to a number of important 
Government committees, and it 
now seems unlikely that the deal- 
ers, whether dealing in new or 
used autos, or both, again will have 
to fight their way out through the 
morass of jumbled and inequitable 
regulations they faced twice dur- 
ing the past decade. | 


* * x 


From Diapers to Cars 


T THE Office of Defense Mobili- 

zation, all lines of business, of 
course, are under consideration. 
Baby diapers, liqour, lipstick, shoes, 
sox and sardines are being meas- 
ured for the future as well as 
Fords, Buicks and Jeeps. 


Production control plans are in 
the hands, mainly, of a man well 











| 
| 
| 
| 


Farmers’ Role | 


In Roads Aired 


WASHINGTON. — “Along These 
Roads,” a new publication sponsor- 
ed by the National Highway Users | 
Conference and the National 
Grange, was announced here last 
week, 


The booklet analyzes experienced- 
tested methods of cooperative 
action by members of the farm 
community in solving the local 
rural road improvement problem 
and the modern farmer’s real eco- 
nomic interest in all roads. 


In its final pages, the booklet 
stresses cooperative action at the 
community, state and national 
levels as the only effective way to 
meet the highway crisis now facing 
the nation. 





Savage Takes Mercury 
Arthur Savage has signed a Mer- 
cury franchise in Oakland, Md., and 
will operate as Arthur Savage Ga- 
rage. Savage has operated a new- 
car dealership in Oakland for seven 
years. 


q 


Stabilization, for cigarets as 
well as Chryslers, is being 
planned by Joseph Sherrard, a 
New England business man. 
Sherrard, it should be stated at 


this point, will make no definite 


move until after he has had the 
views of the man who runs your 
corner cigar stand and also the 
opinion of your friendly neigh- 
borhood Nash dealer. 


All of these views, opinions, pro- 
grams and final plans may never 
be needed, it should be stressed. 
And that is President Eisenhower's 
fervent hope. But if this Adminis- 
tration, facing the second session 
of the 83rd Congress this week and 
a national election in the fall, can 
build safeguards against possible 
future economic troubles, it is go- 
ing to make the attempt, come hell 
or high water. 


Day by day new committees are 
being formed and top men being 
aprointed to them, but to some 
extent the program is being sty- 
mied by the economy demand. 
Working forces are down and new 
personnel cannot be employed as 
freely as in the past. 


Also, the new regulations, mak- 
ing it necessary for old employes 
to use up accumulated leave, have 
stripped many departments of val- 
uable staff members during the 
past few months. For example, the 
automotive division of the new 
Business and Defense Services Ad- 
ministration, almost since its in- 
ception, has been operating without 
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This 300-horsepower Fiat raced 
in Europe before the 1920s. When 
the cartoonist was adapting this 
drawing from a 1919 photo, he 
wondered how the driver could 
see over the hood. 





badly needed stenographers, clerks, 


statisticans and such like. 
~ + * 
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and Truck and Trailer Chief Ray 
Fussell are going ahead with their 
automotive requirement tabula- 
tions, awaiting the day when there 
will be more assistance, especially 
industry consultants. 

The latter, by the way, are a 
problem, Government - attorney 
legal opinion differs somewhat on 
the matter of taking on such as- 
sistance with or without compen- 
sation. 

For example, valuable men like 
Courtney Johnson or Bob Cass 
could not be “hired.” They would 
come, likely, WOC. But, the ques- 
tion arises, can the Government 
risk taking into the new BDSA, 
such as it is, WOC advisers who 
might be charged with favor- 
itism? 

The feeling prevails in Admin- 
istration circles that only men who 
have severed their ties with private 
business should be making the 
rules and regulations for all busi- 
ness. 

It is the opinion in Washington 
that President Eisenhower believes 
in the integrity of Wilson, Kyes, 
McKay, Summerfield and the others 
he has placed in high position, 
despite some adverse criticism re- 
sulting from quick, uncensored 
statements by the two men in the 
hottest seats. 
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Sales Conditions in Various Areas... 


Auto Market Reports 


San Antonio 

November sales in San Antonio 
and Bexar County showed a sharp 
drop from October, totaling 1,311 
new vehicles as against 1,382 the 
previous month. 

Car sales dropped from 1,165 to 
1,158; commercial vehicle sales 
from 135 to 94, and truck sales 
from 82 to 59. 


Ford again led with 242 cars 
against 280 Chevrolets and 87 
Mercurys. High dealer for the 
month was Jordon Motor Co, 
(Ford), with 106 sales, followed 
by Milam Chevrolet Co., with 101 
and Turbiville Motors (Mercury), 
with 87. 

Ford also led in the commercial- 
vehicle field with 43 sales, com- 


OVER 2,000 Shops 


ARE INCREASING PAINT SHOP PROFITS 


WITH 


infpa-ned 


BAKING EQUIPMENT 


Phow ov Wie coLLect 


FOR A DEMONSTRATION 


IN YOUR SHOP 


More Dry Quick baking equipment is in 
use in auto paint and body shops than all 
other makes combined, and the reason is 
not hard to find. It’s because Dry Quick 
Baking Panels bake both spot and all-over 
jobs faster, producing smoother, wrinkle- 
free finish with less operating cost and 
with no bulbs or sockets to replace. 


Let us show you with an actual demonstra- 
tion right in your own shop with your own 
personnel how the Dry Quick Infra-red 
equipment will double your volume and 
profits with no increase in shop space 

or overhead. No claims; no prom- 

ises. You see what the Dry Quick 


Baking Panel will do before you 
buy it. Remember—you can do 
it for as little as $100 down. 


AMF . 
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a 


t Coast: Dry Quick Sales Co., 4710 Crenshaw Bivd., Los Angeles 


pared with 22 for Chevrolet and 
13 Dodge sales. 


Jordon Motor was first with the 
sale of 16 commercial vehicles, 
followed by Downtown Motors 
(Ford), with 14. Gillespie Motors 
(Ford), and O. R. Mitchell Motors 
(Dodge), each sold 13 trucks. 

Ford dealers sold a total of 22 
trucks, compared with 10 each for 
Chevrolet, GMC and International 
Harvester.— (J. H, Reed.) 

* * 


Cincinnati 

November new-car sales in Cin- 
cinnati totaled 2,801, compared 
with 3,451 for October. Used-car 
sales were 3,573, compared with 
4,033 for October. 

Ford again outsold Chevrolet, 
678 to 618. Buick was third with 
309 and Mercury, with 235, was 
fourth. Plymouth was in fifth 
place with 231. Pontiac, 191, and 
Oldsmobile, 138, were the only 
other makes to top 100 sales. 
Truck sales in November totaled 
228, compared with 321 for October. 

Sales leaders were Ford, 95; Chev- 
rolet, 72; International, 26, and 
Dodge, 19. 


* = 


Omaha 

November new-car sales in 
Omaha totaled 1,079, compared 

with 1,209 in October, while new 
trucks fell to 101 from the October 
figure of 180. 

New-car sales by make were: 
Ford, 269; Chevrolet, 240; Plym- 
outh, 115; Pontiac, 94; Buick, 82; 
Mercury, 66; Oldsmobile, 53; 
Studebaker, 29; Cadillac, 26; 
Chrysler, 25; Dodge, 24; DeSoto, 
17; Packard, 12; Nash, 10; Hud- 
son, 9; Lincoln, 5, and Willys, 8. 
New-truck sales were: Ford, 46; 
International, 27; Chevrolet, 9; 

White, 6; GMC, 5; Divco, 3; Mack, 
2; Diamond T, 1; Peterbilt, 1, and 
Willys, 1.— (Arthur R. Oleson.) 

* * 


Cleveland 

The holiday doldrums have hit 

the automotive field in Cleveland, 
with sales below those of a year 
ago. 
New-car turnover was 1,046 for 
the seven-day period ended Dec. 
19, as against, 1,242 a year ago. 
Used-car sales were tabbed at 1,166, 
as against 1,258. In the truck field, 
new units totaled 108 and used, 
55. Both figures are slightly below 
a year ago. 

Most dealers are anticipating an 
improved market shortly after the 
new year, looking forward both to 
new-car promotion and customer 
appeal drives — for used cars by 
both independent and new-car 
dealers.—(Sanford Markey.) 

* * 2 


Houston 

November new-car sales in Hou- 
ston totaled 3,270, compared with 
3,604 in October and 2,343 in No- 
vember, 1952. 

Chevrolet regained first place 
from Ford, which had notched 
top spot in October. November 
sales for Chevrolet were 914, to 
862 for Ford. 

Other sales by makes were: 
Mercury, 263; Buick, 255; Plym- 
outh, 227; Pontiac, 209; Dodge, 134; 
Oldsmobile, 90; Chrvsler, 76; Cadil- 
lac, 53; DeSoto, 46; Studebaker, 44; 
Nash, 25; Hudson, 17; Packard, 16; 
Kaiser, 13; Willys, 12; Lincoln, 8; 
Henry J, 4, and miscellaneous, 2. 

Truck sales for November totaled 
604, compared with 711 in October 
and 467 for November, 1952. Ford 
led Chevrolet in trucks, 249 to 206. 
Used-car sales in Houston in No- 
vember totaled 3,791. compared with 
4,130 in October. Used-truck sales 
were 608 in November and 758 in 
October.—(Ruby Fenoglio.) 
* = - 


Minneapolis 

New-car deliveries in Hennepin 
County (Minneapolis) in Novem- 
ber fell behind the corresponding 
month a year ago for the second 
straight month, according to 
Finance and Commerce, daily busi- 
ness newspaper. The November fig- 
ure was 2,112, compared with 2,873 
in October and 2,175 in November, 
1952. 

Because of gains earlier this year, 
however, the total for the first 11 
months was 33,996, compared with 
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24,934 for the same period of 1952. 
This is a 36 percent gain. 


In fact, the 11-month total for 
1953 is greater than for any com- 
plete year in history, except 1950 
when a record 39,650 cars were 
delivered, 

Truck deliveries dropped to 177 
last month, compared with 332 in 
October and 212 in November, 1952. 

Following is a breakdown of cars 
delivered in November: 

Buick, 166; Cadillac, 28; Chevro- 
let, 492; Chrysler, 69; DeSoto, 62; 
Dodge, .74; Ford, 479; Henry J, 3; 
Hudson, 17; Kaiser, 4; Lincoln, 1; 
Mercury, 121; Nash, 24; Oldsmobile, 
102; Packard, 12; Plymouth, 278; 
Pontiac, 134; Studebaker, 39; Willys, 
1, and miscellaneous (including for- 
eign), 6.—(Donald M. Lyons.) 

* + + 


Dallas 


New-car sales in Dallas declined 
7 percent in November from the 
previous month, totaling 2,760. Oc- 
tober sales were 2,984. 

Ford was No, 1 seller during 
the month, ousting Chevrolet 
from the top position it had held 
in October. Plymouth was in 
seventh spot. 

Sales by makes were: Ford, 818; 
Chevrolet, 731; Buick, 245; Mercury, 
201; Pontiac, 183; Oldsmobile, 148; 
Plymouth, 137; Dodge, 111; Stude- 
baker, 46; Cadillac, 44; Chrysler, 25; 
Nash, 16; Packard, 14; DeSoto, 13; 
Hudson, 8; Kaiser, 7; Lincoln, 7; 
Willys, 4, and miscellaneous, 2. 

New-truck sales in November 
totaled 366, compared with 473 for 
October. Chevrolet led in truck 
sales.— (Ruby Fenoglio.) 

+ 


Pacific County, Wash. 

Ford continued to pace the field 
in November new-car sales in Pa- 
cific County, Wash. 

Sales by makes were Ford, 6; 
Chevrolet, 4; Dodge 3,; Buick, 2; 
Nash, 1; Mercury, 1; Packard, 1, 
and Studebaker, 1. 

New-truck sales were: Chevrolet, 
2; GMC, 2; Dodge, 1, and Ford, 1.— 
(Robert E. Sconce.) 

o 7 


aa 
Louisville 

New-car sales in Louisville dur- 
ing November totaled 1,553, the best 

November in four years. Sales in 
November, 1952, were 1,117. 

For the first 11 months, sales 
totaled 16,947, compared with 11,- 
172 in 1952; 14,974 in 1951, and 
19,299 in 1950. 

New-truck sales for November 
were 190, compared with 179 in 
1952; 181 in 1951, and 151 in 1950. 
For the 11-month period, total new- 
truck sales were 2,362, compared 
with 1,758 for the same period of 
1952; 2,169 in 1951, and 2,602 in 
1950. 

Ford sales for November were 
454, compared with 386 for Chevro- 
let. However, in the first 11 months, 
Chevrolet shows 4,703 sales, com- 
pared with Ford’s 3,808. In the same 
period a year ago, Chevrolet sold 
3,229 and Ford, 2,081.—(A. W. Wil- 


liams.) 
e a os 


Vancouver, B. C. 


New-car sales in the Vancouver 
(B. C.) area totaled 14,648 as of 
Dec. 7, or 2,232 above the total for 
1952 and 1,532 ahead of the 1951 
total. In 1950, it is estimated that 
17,000 cars were sold. 

eral Motors led the field 
with 37.4 percent of the market, 
and Ford had jumped up two 
points to 20.7 percent since the 

September estimate. 

A small gain was made by Brit- 
ish cars, accounting for 25.9 percent 
of the market. Chrysler Corp. prod- 
ucts totaled 9.5 percent and inde- 
pendent makes, 6.1 percent. 

Top seller was Chevrolet with a 
total of 3,299, while Ford came sec- 
ond with 1,579. Pontiac was third 
with 1,294 sales, and Meteor (Ford) 
was fourth with 993. 

In the British car group, Aus- 
tin headed the list with 849, or 
5.8 percent of the market, The 
English Ford was next, with 833 
sales and 5.7 percent of the 
market. 


Sales of new trucks totaled 2,598, 
a drop from the 2,855 sold during 
1952. New trucks registered in the 
Vancouver area for 1951 totaled 
2,930. 

Chevrolet also led in truck sales 
with 808, followed by Ford with 
387.—(F. H. Fullerton.) 

* * 


Waterloo, Ia. 


Distress selling reported a few 
months ago in larger cities such as 


Des Monies, Omaha, Kansas City 
and St. Louis, which sapped a lot 
of the smaller town’s prospects, 
has about dried up, according to 
dealers in Waterloo, Ia. 


Most dealers expect much re- 
newed interest and a spurt in 
volume with the new models 
and the coming of spring despite 
a pessimistic attitude on the 
part of farmers, 


Truck sales, however, continue 
in the doldrums, which seems to 
hold for most of Iowa. 


Terms, financing and _  repos- 
sessions are said to be normal.— 
(L. H. Houck.) 


+ * * 


Denver 
Sales of new cars in Denver in 
November continued to show an 
increase over last year. A total of 
1,223 cars was sold, as against 921 
during the same month of 1952— 
an increase of 302 cars. 


In the new-truck field, however, 
a decrease was noted. Dealers sold 
113 trucks in November, compared 
with 191 a year ago. October also 
registered a decrease in new-truck 
sales—the only months in 1953 
when sales dipped below the 
corresponding month of the previ- 
ous year. 


During the first 11 months of 
1953, Denver new-car dealers sold 
13,495 units, compared with 9,243 
a@ year earlier—an increase of 4,- 
252 cars. Truck dealers in the 
same time sold 1,797 vehicles, as 
against 1,455 in the same period 
of 1952, an increase of 342 
trucks. 


Ford led in new-car sales during 
November with 267, Chevrolet was 
second with 244, Plymouth came in 
third with 156, and Mercury held 
fourth position with 115, 


Other makes and number sold 
were: Buick, 87; Oldsmobile, 80; 
Pontiac, 71; Dodge, 43; Chrysler, 36; 
Cadillac, 32; Studebaker, 25; Hud- 
son, 20; DeSoto, 18; Nash, 11; Lin- 
coln, 6; Willys, 6; Packard, 4, and 
Kaiser, 1. 

Truck sales by make were: Ford, 
41; Chevrolet, 33; International, 
14; Dodge, 8; Divco, 7; Coleman, 
6; GMC, 2; Willys, 1, and Fruehauf, 
a. 


Used-car sales have slowed in 
comparison with a year ago, with 
prices lower.—(Ira R. Alexander.) 

* * e 


Minnesota 


New-car registrations in Minne- 
sota during November totaled 8,959, 
according to the Minnesota Auto- 
mobile Dealers Assn. Chevroalet 
topped Ford, 2,499 to 2,041. 

Other makes fared as follows: 
Buick, 646; Cadillac, 62; Chrysler, 
222; DeSoto, 158; Dodge, 345; 
Henry J, 3; Hudson, 77; Kaiser, 

25; Lincoln, 8; Mercury, 4196; 
Nash, 88; Oldsmobile, 337; Pack- 
ard, 54; Plymouth, 1,145; Pontiac, 
501; Studebaker, 198; Willys, 51, 
and miscellaneous and foreign, 3. 

New-truck registrations in No- 
vomber totaled 1,025, according to 
MADA,. Chevrolet took the lead, 
followed closely by Ford. 


A breakdown follows: Chevrolet, 
366; Diamond T, 4; Divco, 4; Dodge, 
36; Ford, 330; GMC, 83; Inter- 
national, 165; Mack, 5; Reo, 5; 
Studebaker, 9; Willys, 4; White, 9, 
and miscellaneous, 5.—(Donald M. 


Lyons.) 
& * + 


St. Louis 
Retail business in the St. Louis 
area seems to be marking time. 


There is little activity in the 
used-car field and while showroom 
traffic has been fairly good with 
those lines that have announced 
1954 models, there is a general dis- 
position to wait and see what will 
develop when all new lines have 
been shown. 

The hectic conditions with wild 
advertising and “blitz” sales so 
apparent a month ago seem to have 
subsided. 

With used-car stocks relatively 
high, movement very slow, and 

used-car prices still slipping 
dealers have become more criti- 
cal of trades and are not in- 
clined to give away their new 
cars. 

Many dealers feel that this new 
spirit of independence carries with 
it some hope for profit in the 
future of the retail car business. 

Parts and service sales are slow, 
as is usual at this season. An up- 
turn in service sales is traditional 
about Mar. 1—(Sam X. Hurst.) 
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Commercial Car News 


{ Monthly Section for those who make, sell and service {merica’s Trucks, 





Buses, Commercial Vehicles and Equipment 









Truekin’ 


..» by Jack Weed 


I DOFF my hat to the artist who 
designed the front cover of the 
December issue of the GMC Truck 
News. This artist has pictured a 
“Merry Christmas” expression in 
the locale that only too many 
drivers of our “on rubber” trans- 
portation units know intimately. 
The setting is the counter of an 
overnight beanery frequented by 


the “knights of the nighttime 
trails.” 
5 Two “over-road” boys are 


hunched over their mocha and 
sinkers, as you and I have seen 
them time on end, with the yule 
time greeting above the counter 
and the “homemade pie” and 
“open 24 hours” signs prominent 
m in the foreground. 

s The thought that entered my 
mind at once was: “Hope those 
guys aren’t snowed in away from 
home and_ kiddies Christmas 
night.” 





* * * 


Switching the Pitch 


_— equipment makers and 

their top salesmen must be 
getting a little soft, or they are 
not too well acquainted with Miami 
in January. They seemingly didn’t 
take kindly to showing their wares 
in the open at the Truck Equip- 

® ment Show that will be held in 
conjunction with this year’s NADA 
convention. 

So the management, after they 
found it out, had to switch the 
pitch for this show and put it in 
a tent. 

How much the exhibitors were 
influenced by the original idea of 
making this first show an outdoor 
affair, no one knows, but it is now 
apparent that the first truck equip- 
ment and body show does not look 

mas if it would be as large as was 

“originally anticipated. However, 
now that it is housed in a tent, 
just north of the Shop Equipment 
tent and with a wide entrance, it 
will attract the attention of the 
ittending dealers. 


Here is an opportunity for the 

, manufacturers of truck bodies 
Se and equipment to demonstrate to 
the leading dealers of the nation, 

as well as to the top vehicle 
factory executives, that they are 

Ps not only willing but anxious to 
-}4) cooperate with the dealers in the 
sale of their equipment and to 

help the dealer sell his customer 


Be 


: 
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Top Trucks 


New-truck registrations for 10 
months, plus 33 states for No- 
vember: 
1953 Pos. 
1—297,225 
2—229,788 
3— 86,511 
4— 74,9388 
5— 73,871 
6— 20,960 
I— 15,892 
8— 10,399 
9— 
10— 


Make 
Chev. 
Ford 
Inter. 
GMC 
Dodge 
Stude. 
Willys 
White 
Mack 


Reo 
Diam, T 
Divco 
Brockway 
Y 1,579 Autocar 

y Federal 
Kenworth 
Pontiac 


FWD 
317 Peterbilt 
Total All Makes 
831,623 711,415 
For further details, see page 
40, today’s issue. 


1952 Pos. 


70,016— 5 
90,792— 3 
25,743— 6 
17,551— 7 
10,048— 8 
6,477— 9 
2,987—11 
3,084—10 
2,526—12 
1,515—13 
1,381—14 
134—15 
636—16 
466—18 
492—17 
210—19 











a truck better equipped to do the 
job that it is being purchased to 
do. 

It will be a big surprise to many 
dealers, and to factory personnel 
as well, to find how much technical 
aid the body and equipment people 
can give the dealers in the field. I 
am sure that every firm that ex- 
hibits in this show is going to find 

(Continued on Page 29, Col. 1) 


New Engines Challenge Dealer Service ... 


Skilled Care Needed 


IRRUCK dealers have an added 

responsibility to both owners 
and factories as they start to de- 
liver the new trucks with high- 
compression engines. This is par- 
ticularly true when the new trucks 
are also equipped with automatic 
transmissions. 

While the dealers’ own mechan- 
ical force has been schooled on 
how to tune these sensitive en- 
gines and keep them in top oper- 
ating condition, that is not the 
case with many fleet operators 
who maintain their own service 
shops or with many smaller truck 


Way of Transgressor Is Hard 


fae FRANK J. LAUSCHE of Ohio is finding that the 
way of the transgressor, when it comes to “hitting” 
the truck business, is hard—and getting harder. 

In his latest attempt to impose a ruinous mileage tax 
on trucks, which is said to be sponsored by the railroads, 
the governor has found that truckers, particularly over- 
the-road haulers, no longer will take these impositions 


lying down. 


As a result of pushing through a weight tax on the 
heavy truckers, Lausche and his followers in the Ohio 
Legislature already have caused 13 states to cancel, or 
prepare to cancel, reciprocal agreements with Ohio on 
any special highway-use levies. 


* 


—_— has brought the governor of Georgia to the 
point where he is ready to sign a bill that would 
impose a $10 permit fee and a $10 roundtrip levy in the 


reciprocity fight. 


Lausche has convinced virtually all of the larger Ohio 
trucking companies which can make the move that they 
would be better off if they shifted their base of opera- 
tions out of the state. Such a move not only would ex- 
empt these operators from paying the axle-mile tax on 
their Ohio operations, but in many instances would free 
them of costs which have been imposed on operations 
outside of the state as a result of the enactment of the 


Ohio third-structure levy. 


By his actions, Lausche also has caused the Teamsters 
Union to threaten a general strike Jan. 15 of all truck 
drivers in all states bordering Ohio. 


ND last but far from least, Lausche’s actions have en- 
couraged the anti-truck rail interests to propose a 
similar ton-mile tax plan for the railroad-dominated state 


of Kentucky. 


Truck dealers and manufacturers everywhere should 
make it their business to step in with all the power they 
can muster to fight such vicious legislation, aimed di- 
rectly at crippling truck transportation. 

And they must be especially watchful of reciprocal 
truck legislative agreements between states that would 
tend to throw up unnatural barriers to the free flow of 
commerce across the country. 


Truck Makers Debate Automatic Drives 


By Sam Sampson 
Staff Writer 

most truck makers firmly be- 
lieve that the trucks of the 
future will contain automatic 
transmissions, or at least some 
form of multi-speed transmissions. 
A recent series of talks with 
Officials and engineers in the 
truck industry showed that auto- 
matic transmissions are a 
primary topic of industry specu- 
lation, and that makers are 
carefully weighing the advan- 
tages inherent in automatic 
transmissions against the sales 





and service problems that dealers 
face. 

The different types of automatic 
transmissions are, of course, 
thoughtfully discussed. In addition, 
most makers are attempting to find 
whether automatic units now used 
in cars can be beefed up suffici- 
ently, or whether an all-new unit, 
embodying factors for greater 
strength, would better meet the 
need in the long run. 

* od * 
i THE lighter trucks, some mak- 
ers are scheduling up to 25 per- 
cent of '54 production with auto- 
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operators who either do most of 
their own minor motor work or 
have it done at a convenient out- 
side independent garage. 

Mechanics for years have been 
used to maintaining the long-stroke, 
low-compression engines that have 
predominated in truck service. 

They will not know, or appreci- 
ate, that the high-compression en- 
gine is a much more sensitive pow- 
er plant and that adjustments must 
be made “on the nose” and strictly 
to factory specifications if the own- 
er is to get the performance out of 
these engines that has been built 
into them, 
” * * 

OR those truck users who switch 

to the new engines, the death 
knell has rung for the “thin dime 
and screw driver” mechanics who 
were perfectly capable of taking 
care of the older power plants. 

Not only are the adjustments 
finer on the new engines, they 
must be made more accurately. 
Little private ideas of engine 
maintenance of the oldtime truck 
mechanics not only will not work, 
but may cause serious loss of 
power, and even breakage of such 
parts as valves. 

One of the first truck manufac- 
turers to put high-compression en- 
gines in trucks began to get com- 
Plaints from the field on valve 
breakage. Both dealers and owners 
were adamant in their belief that 
the factory was using a substand- 
ard valve in the new engines. 

Pin-point checking by the factory 
involved came up with the reason 
for the breakage. Mechanics had 
been lashing the valves too loosely 
and they had been “riding the 
shelf.” With the new high-speed 
engine, this was fatal to the valve. 

* ” * 

EALERS are well aware of the 

schooling they had to put their 
own servicemen through before 
they were competent to properly 
tune and repair the high-speed en- 
gines that first came into the field 
in cars. 

Now they must go through this 
educational deal all over again 
with trucks, They must remem- 
ber that in many cases buyers 
haven’t had any experience in 
maintaining a high-speed, high- 
compression engine, even if they 
have had experience with one in 
a car. The truck owner might 
not appreciate that the truck en- 
gine takes the same care and 
meticulous following of factory 
maintenance s ons. 

With the introduction of the new 
engines into his area, each dealer 
should instruct his truck sales staff 
and his service manager to make 
certain that the new buyer, if he 
maintains his own service shop, 
gets a factory service manual on 
the new engine to guide his me- 
chanics. 

Or, if the owner has his trucks 


matics. Others are “feeling out” 
the demand more carefully before 
authorizing production quotas. For 
the most part, these units are 
standard car units, or beefed up 
to meet additional strains. 

But at the same time, makers 
appear to feel that the ultimate 
importance of the automatic 
gear-selection principle will be 
found in heavy off -the- road 
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serviced at some outside source, 
the dealer should make sure that 
the owner understands that his 
service source must be schooled in 
proper maintaince of the new pow- 
er plants. 
* * * 
F HE doesn’t do that, he may 
run into trouble from two dif- 
ferent angles. The owner may com- 
plain that the new truck hasn’t the 
power and economy he was led to) 
believe it had, or he may come 
bouncing back with the claim that 
substandard parts are being used 
in the engine and that the engine 
is no good. 

The new engines .are here to 
stay and eventually will be used 
almost universally, even in indus- 
trial work, claim the engineers. 
Fleet operators who have never 

operated any of the new engines 
may rebel a little because to prop- 
erly maintain these engines will 
possibly require an outlay of money 
in gages and analyzing equipment 
that is not needed at present. 

For this reason the introduction 

of the new engines may open up 
an opportunity for the dealer, if 
he has the manpower and facilities 
to sell the owner of the new truck 
on having it serviced regularly in 
the dealer’s shop. 

* * * 


y* NOT only presents an oppor- 

tunity for the dealer to gather 

in more truck service business, par- 
(Continued on Page 25, Col. 1) 


Speakers, Panels 
Listed for Meeting 
Of Truck Council 


Two of the highlights of the 15th 
annual meeting of the Private 
Truck Council of America, Ine. 
(formerly the National Council of 
Private Motor Truck Owners, Inc.), 
to be held Jan. 28-29 at the Conrad 
Hilton Hotel, Chicago, will be ad- 
dresses by nationally known speak- 
ers at the noon luncheons. 


Dr. R. E. Wilson, board chair- 
man of Standard Oil Co. of In- 
diana, will speak on the “Strategy 
of True Liberals” at the opening 
luncheon on Jan. 28. Clem D. 
Johnston, vice - president of the 
U. S. Chamber of Commerce and 
national PAR chairman, will dis- 
cuss “The Highways We Need” at 
the luncheon on Jan. 29. 

A preconvention meeting of the 
Council’s state representatives will 
be held on Jan. 27, when state prob- 
lems confronting private moto 
truck owners will be explored. Ri 
sell MacCleery, manager of state 
services of the National Highw 
Users Conference, will report on re- 
strictions being proposed in varic 
states affecting private motor truck 

(See TRUCK COUNCIL, Page 25, Col. 1) 


trucks, where heavier loads and 
greater strain demand maximum 
performance from engines and 
power trains. 

Historically, the industry has at 
tempted to’ remove the “human 
element” in truck operations. On 
the larger trucks, for instance, 
makers have urged the installation 
of tachometers, so that drivers wi 
shift by the rpm indicator rathe 
than by speed. 

Such programs have not beer 
successful, It is apparently impo 
sible to get the drivers who have 

‘Continued on Page 24, Col. 3) 
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New Development in Operation Piggy-Back— 


A portable magnesium ramp to facilitate the loading of highway trailers on flat 
cars is the latest development in the movement to combine rail and truck operations. 
The ramp was developed by Magnesium Co. of America, East Chicago, Ind., in co- 
operation with Brandon Equipment Co., Chicago, to add speed and flexibility to the 
loading of trailers over a fixed, permanent ramp. The first ramp of this type has 
been placed in service by Chicago & North Western Railway in Milwaukee. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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Here at last is an accounting machine so swift, so 


efficient, so simple to operate, that it brings bigger savings 


to every job—does all jobs with unerring accuracy! 


The Sensimatic’s amazing effort-free speed comes from its _ 
exclusive sensing panel or “mechanical brain” that automatically 
directs it through every accounting operation. Its superior 


design makes the operator’s work easy. There is less 


to do—less to learn. Automatic controls, continuous visibility 


of work in progress, and complete keyboard control, 
reduce operations and chance of error—provide 
peak production on every accounting job. 


Get the facts today about Sensimatic’s astonishing 
record of low-cost, high-speed operation! Call 
the Burroughs office nearest you. It’s listed in the 
yellow pages of your telephone book. Burroughs 
Corporation, Detroit 32, Michigan. 


CHANGE JOBS INSTANTLY ... at a turn of the job 
selector knob. Any four different accounting oper- 
ations controlled by one sensing panel. Any number 
of panels can be used, so there’s no limit to the 
number of jobs a Sensimatic will do. 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
1, to a late higher 
court decision, a finance compa- 
ny, which takes from a car dealer 
the note of a buyer, is a “holder 
in due course” and takes the note 
free from any defect between the 
dealer and buyer, if the testimony 
shows that officials of the finance 
company had no dealings with the 
buyer before acquiring the note. 
For example, in Smith v. G.F.C. 
Corp., 255 S. W. (2d) 69, the testi- 
mony showed these facts: A man 
named Smith purchased a 1947 
Studebaker from Bliyes Motor 
Co. The purchase price was $2,- 
300, of which Smith paid $300 in 
cash, 
He signed a note payable to the 


College Honors Hoffman 


SOUTH BEND.— Paul G. Hoff- 
man, board chairman of Stude- 
baker, has received an honorary 
degree of Doctor of Humane 
Letters from Oberlin College, Ober- 
lin, O, 


dealer secured by a chattel 
mortgage for the balance owing on 
the car, the sales tax, finance 
charges and insurance. The note 
was payable in monthly install- 
ments. The note was purchased by 


a finance company. 
* * * 


Stops Payments 
A= using the car several 
months, Smith refused to make 
agreed monthly payments to the 
finance company, claiming that he 
had a legal right to rescind the 
contract and note because the 
dealer had failed to give him a 
certificate of ownership for the 
automobile. 

Smith introduced before the 
court a State law which provides 
that a car sale is void if the seller 
fails or neglects to deliver to the 
buyer a certificate of ownership. 

Although the testimony showed 
that Smith was given a written 
memorandum of the sale, he was 
not given a certificate of owner- 
ship, and the court held that 
Smith could not repudiate the 


IT DOES THESE JOBS 
—AND MORE! 


Accounts Receivable Ledgers 
and Statements e New-Car Deposits 
Monthly Financial Statement 
General Ledger « Payroll 
Accounts Payable « Age Analysis 
Revenue Distribution 





Now there ate ive ! 


Sensimatic 500 with 19 totals 
Sensimatic 400 with 9 totals 
Sensimatic 300 with 11 totals 


Sensimatic 200 with 5 totals 
Sensimatic 100 with 2 totals 
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sale, but must make the agreed 
payments to the finance company. 

The court held that a note given 
in violation of a state statute, is not 
void in the hands of a’ holder in 
due course, Invalidity will arise 
only if there is proof that the 
holder had notice of the deficien- 
cies, or that the dealer had vio- 
lated the State law to the knowl- 
edge of the holder, the court said. 

* * 


Ambulance Right-of-Way 


A LATE higher court decision 
has established that an ambu- 
lance on an emergency run has 
right-of-way over all other vehicles, 
regardless of stop signs, green 
lights, etc. 

For example, in Egg v. Red 
Top, 54 N. W. (2d) 725, it was 
shown that the siren of an ambu- 
lance was blowing when it 
entered a street intersection, An- 
other car entered the intersection 
on a green light and collided 
with the ambulance. 

The higher court held the owner 
of the car liable, saying: “The 
negligence of the driver was the 
proximate cause of the collision.” 

* > 


w 
Maker Liable 


a higher court held 
that a truck manufacturer is 
liable in damages for a wreck 
caused by improper inspection and 
defective materials. 

For example, in International 
Harvester Co. v. Sharoff, 202 Fed. 
Rep. (2d) 52, one Sharoff, purchased 
from a manufacturer a_truck- 
tractor and semi-trailer. The entire 
unit overturned while on the high- 
way. 

Sharoff sued the manufacturer 
for damages claiming the acci- 
dent resulted from a defective 
spring and other parts. In hold- 
ing the maker liable, the higher 
court said: 

“There can be no doubt but that 
an instrumentality the size, length 
and weight of the one involved 
here is a dangerous instrumentality 
if constructed of inferior or de- 
fective material. There was, there- 
fore, a duty upon appellant (manu- 
facturer) to make an independent 
inspection of these parts. 

“It is admitted that the only in- 
spection made was a visual one of 
the springs. There is also evidence 
that there are practical tests such 
as magnaflux tests, X-ray tests, 
fluorescent light tests and specific 
gravity tests, some of which will 
reveal defects in the hardness of 
the steel going into the springs.” 


Road Planners OK 
Hike in Colorado 


Truck Taxes 


DENVER.—The Colorado Legis- 
lature’s long-range highway plan- 
ning committee has unanimously 
approved four bills to impose $3,- 
600,000 yearly in increased taxes 
against the trucking industry. 

The four proposed laws—product 
of more than a year of research— 
would revolutionize the State’s 
highway tax setup and provide 
funds for a stepped-up program of 
superhighway construction. 

Virtually all of the new revenue 
would come from the trucking in- 
dustry, the committee said, No in- 
crease in automobile fees is pro- 
posed. 

Robert E. Livingston, director of 
plans and research for the State 
Highway Department, explained 
that the bills would operate this 
way: 

A farm truck weighing 9,500 
pounds would pay a total of $51, cr 
only 41 percent of the amount an 
over-the-road-hauler of the same 
weight would pay. A nonfarm, in- 
tracity truck would pay $66. 

The next class, or over-the-road 
haulers, would pay $125 for a 9,500- 
pound vehicle. (These are vehicles 
used principally in the conduct of 
a business requiring travel outside 
of unincorporated areas.) 

Under this formula, big interstate 
motcr carriers—all for hire---would 
pay a 1.5-mill tax per gross ton 
mile, including the basic weight of 
the truck and what it carries. At 
present, the ton-mile tax is paid 
only on cargo. 


Aero Distributors Selected 

SOUTH HACKENSACK, N. J.— 
Aeroil Products Co. has announced 
the appointment of Auto Equip- 
ment Co., Denver, as distributor of 
Aeroil’s Auto-Steam Cleaner in 
Colorado, 



































Errors in Judgment Charged .. . 





Expert Voices Doubts 
On Md. Road Test 


DETROIT.—In a booklet entitled 
“Nothing But the Truth,” John S. 
Worley, professor emeritus of 
transportation en- 
gineering, Univer- 
sity of Michigan, 
makes some star- 
tling charges re- 
garding the objec- 
tivity of the 
Maryland Road 
Test, a recent 
scientific evalua- 
tion of the mod- 
ern concrete high- 
way. 

In aletter to 
Fred Burggraf, director of the 
Highway Research Board, which 
conducted the test, Dr. Worley 
states: 

“In the first place, these tests 
were conducted on a pavement 
which, with the exception of the 
granular subgrade on the south 
end, was admittedly deficient in 
a most important component of 
the road structure. 

“In the second place, as was ex- 
pected, the pavement pumped and 
instead of correcting this defect or 
discontinuing the test as not rep- 
resentative of properly constructed 
pavements, the test was carried to 
conclusion with purposeful intent 
to cause failure. 


“Last but far from least, instead 
of pointing out that the test road 
actually measured the rate at which 
predestined failure would take 
place, these tests are being pre- 
sented as representative of concrete 
pavements in general and used in 
an attempt to convince the general 
public that highway construction 
has reached the limit of its capac- 
ity to carry the loads of modern 
traffic, 

“This conclusion is being broad- 
cast in complete disregard for the 
most significant result of Road 
Test One-MD, namely that not a 
single structural crack developed 
in concrete slabs built on non- 
pumping granular subgrade.” 


The booklet contains two charts 
which reduce to simple terms the 
basic findings of the test—namely, 
that the stresses produced in the 
concrete pavement by the vari- 
ously-weighted test vehicles were 
always much below those which 
might endanger the slabs. 

The Maryland Road Test was 


Idaho Completes 
Trucking Pacts 
With 4 States 


BOISE, Id.—Idaho has completed 
reciprocity agreements under its 
new truck registration act with 
Oregon, Montana, Wyoming and 
Utah. 

State Budget Direetor Eugene 
Myers said that negotiations with 
California were expected to be 
completed shortly, but that no 
agreement was to be made with 
Nevada. He said he felt existing 
Idaho and Nevada laws providing 
for trip permits are adequate. 

In general, Myers explained, “we 
are waiving our registration fee to 
residents of other states in ex- 
change for similar privileges for 
residents of Idaho.” 

Utah, however, agreed only to 
waive registration of trucks under 
18,000 pounds declared gross weight. 

Myers said representatives of 
Washington State had informed 
him that an agreement negotiated 
on the basis of a Nov. 13 meeting 
in Portland was unacceptable. 

He said Montana had agreed to 
waive its gross weight tax also, but 
would not waive the Montana Rail- 
road Commission tax or its com- 
pensatory tax. 

All agreements negotiated are ef- 
fective Jan. 1, the effective date of 
the new Idaho law. 





4. 8. Worley 








Canada-to-Mexico Exports 

OTTAWA.—Canadian exports to 
Mexico during 1952 included $8,- 
729,128 worth of trucks and $3,178,- 
660 of automobiles. 


widely heralded as a scientific 
evaluation of the modern concrete 
highway. But uncertainty exists in 
some quarters as to what was ac- 
tually discovered. 

Charges have been made that too 
much was said before the comple- 
tion of the test, that there were 
some errors of judgment and that 
there was a lack of objectivity on 
certain points. 


The final engineers’ report on 


New Quarters for Rountree— 





A 60-degree-angle corner lot will be the site of the new home of Rountree Olds- 
Cadillac, Shreveport, La., offering unusual display advantages. The showroom will 
exhibit four cars. Total space is 45,000 square feet. 





the test was issued last year by 
the government’s Highway Re- 
search Board. 

Early this year, Worley appeared 
before the joint highway committee 


of the Maryland Assembly and pre- 
sented his nontechnical analysis of 
the test. 

This analysis is available, without 
charge, to anyone writing to the 
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Fruehauf Trailer Co., Detroit 32, 
Mich. ‘ 





Mover Movies 
Operator Turns to Films 


To Train Personnel 


ST. LOUIS.—A cross-courtry 
campaign designed to bring scien- 
tific methods to the moving busi- 
ness was launched at a convention 
here by United Van Lines, Inc, 

The plan stresses the importance 
of cooperative effort, integration 
and planning throughout the: mov- 
ing operation. 

The campaign trains salesmen, 
operators and agents to work as 
parts of a unit through a series of 
slide films, meeting guides and 
projects developed with the coop- 
eration of Jam Handy Organiza- 
tion, Detroit, 
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NI-TUNER 


HMI TALLOM , OX, LLL ABA 





The Uni-Tuner is more than just a new 
tester — it introduces a new and revolu- 
tionary principle of testing that will 
assure better and more thorough tune- 
ups in only a fraction of the time previ- 
ously required. 

Developed by leading electronic and 
automotive engineers — approved by car 
manufacturers — tested in shops for a 
year by impartial mechanics — the Uni- 
Tuner has been acclaimed as the greatest 
single contribution to automotive servic- 
ing in 20 years. 

FASTER: New electronic principle re- 
duces checking of complete ignition, 
starting, generating and compression 
systems to only 10 minutes — and does 
it with only 7 tests! 


EASIER TO USE: Only 4 connections 
— any mechanic can learn to use it in 30 
minutes. 

MORE VERSATILE: Makes tests never 
before possible — finds source of aggra- 
vating “hidden” troubles in seconds. 

The Uni-Tuner is adaptable to any size 
shop — it will pay for its moderate cost 


ALLEN ELECTRIC and EQUIPMENT COMPANY 
1901 N. Pitcher St. ¢ Kalamazoo, Michigan 


Name 
Address. 


City State. 
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Get the Facts on how you can step up your profits with the 


Allen Uni-Tuner Electronic Tune-Up. Send this coupon for details. 


in a short time through increased pro- 
duction, efficient operation, increased 
sales, and satisfied customers. 

DYNAMIC TESTING: All compon- 
ents tested on car, under actual operat- 
ing conditions, including | 
distributor vacuum and auto- 
matic spark advance. 
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From Jets to Rockets ... One Step— 


When the Navy aircraft carrier Boxer left for Korea last March, three of its jet 
pilots decided to have Oldsmobiles waiting for them when they returned to San 
Diego, Calif. They placed orders for Holiday coupes, which greeted them at the dock 
upon their arrival recently. (From left) are Ensign James McGinnis, Spokane; Lt. (j.g.) 
Robert Loomer, Corpus Christi, Tex.; R. C. Kohler, San Diego dealer who delivered 
the cars, and Lt. Cmdr. L. C. Albert, San Diego. 
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New White 175 and 200 H. P. Mustang Engines are now avail- 
able in White Payload Models 3024 PLT, WC-24 PLT and 
3024 PLT Steering Pusher. 


HERE’S high power efficiency with low operating cost 
and low maintenance cost as important extras in 
today’s greatest engine for highway transport—the 
Mighty Mustang! 

More power per pound of engine weight makes it 
today’s payload favorite. 

Get facts about the great Mustang line of truck 
engines in new White Trucks and as replacements 
for your present fleet. See your White Man! 


THE WHITE MOTOR COMPANY °* Cleveland 1, Ohio 
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Dealer 


R. E. Loughney is retiring as a 
DeSoto-Plymouth dealer. His firm, 
R. E. Loughney, Inc., 5811 Centre 
Ave., Pittsburgh, was established 
in 1915. He will continue managing 
his wholesale and parts business, 
Tri-State Automotive Parts. 

Loughney’s used-car lot has been 
divided between McKean Oldsmo- 
bile Co., 5776 Baum Blvd., and Don 
Allen Chevrolet Co., 5315 Baum 
Blvd. 


* * * 


C of C Picks Ostendorf 


Renwick A. Ostendorf, Buffalo 
auto dealer, has been appointed to 
the retail trade committee of the 
Buffalo Chamber of Commerce, 

* a * 


C. J. M. Looted of $3,700 
Thieves stole $3,700 from a safe 
in the office of C.J.M. Motor Sales 
Co., Edgerton, O. 
+ +. * 
Schwartz Boosts Fike 


Al Schwartz Chevrolet, Inc., 2332 
Saw Mill Run Blvd., Pittsburgh, 
has named Jerry Fike, former 


Doings 


salesman, as used-car manager, re- 
placing Joseph Neidermeier, who 
moved to L. A. Peters, Inc. 

* * * 


Gates Divides $30,000 


At Christmas Party 

Bonuses totaling $30,000 were 
distributed and six 20-year em- 
ployes ‘were honored at a Christ- 
mas party of L. O. Gates Chevro- 
let Corp., South Bend. 

More than 420 employes at- 
tended from dealerships in South 
Bend, Mishawaka, Plymouth and 
Argos, and from Irwin Chevrolet, 
Walkerton, The 20-year employes 
received clocks. 

* x * 


Former Plymouth Aide Auch 


Opens Van Dyke Dealership 

Walter E. Auch has taken over 
Floyd Reynolds, Inc., Chrysler- 
Plymouth dealership at 23650 Van 
Dyke, Van Dyke, Mich. 

John DeHaan is service manager; 
Ed Barnes, parts manager, and 
Ruth Alward office manager. Auch, 


Another WHITE Quality Engineering 
Achievement for More Economical Truck Power 
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LOW 
OPERATING 
cosT 


EXHAUST VALVES are hard-faced, with increased head thickness, sodium- 


mercury filled for more thorough cooling. 


DUAL EXHAUST MANIFOLDS, with 
increased port outlet areas contribute 
to better performance. Manifolds are 
slotted to permit expansion. 


LARGER ports for improved breathing 
and volumetric efficiency. 


Exponsion Slots 


Exhaust Port Intake Port 


a former Plymouth district man- 
ager, brought in a new sales force 
but retained other Reynolds em- 
ployes. 


Mulcahey Burglarized 


Thieves broke into Mulcahey 
Buick Co., 214 E. Second, Ottawa, 
Kans., and took about $125 in cash 
and a number of tools. R. J. Miller, 
an employe, discovered the theft 
the next morning. 

a. * 


Jewish Council Gives 


Banquet for Cohen 


A testimonial dinner for Nat 
Cohen, president of Crown Motors, 
Inc, (Ford), Brooklyn, N. Y., was 
given by the 
Council of Jewish 
Organizations of 
Bensonhurst and 
Mapleton in hon- 
or of his leader- 
ship in charitable 
activities. 

Cohen has been 
in the auto busi- 
ness for 30 years 
and a Ford deal- 
er for 20 years. 

Nat Coben He served on the 
Ford Dealer Council in 1952-53, and 
was a member of the Ford dealers’ 
advertising committee in 1953. 

Cohen has served as vice-chair- 
man of the Federation of Jewish 
Philanthropies, Brooklyn division, 
and as chairman of the Benson- 
hurst and Mapleton division. 

* + + 


Dependable Motors Quits 


Auto Retail Business 


Dependable Motors, Inc. (Dodge- 
Plymouth), Minneapolis, is going 
out of the retail automobile busi- 
ness and will become a wholesaler 
of parts for Chrysler Corp. cars, 
Perry Dean, president, announced. 
The dealership has been in business 
for 10 years. 

The wholesale parts business will 
operate as North Star Motor Parts, 
Inc. It was formed by Dean several 
years ago to supply parts to dealers 
in Minnesota, western Wisconsin 
and the Dakotas. 

Earlier last fall North Star 
bought the wholesale parts stock 
of Holt Motor Co. (Chrysler-Plym- 
outh), after that firm had been 
purchased by Sidney Kline, of 
River-Lake Motor Co. 


Ford Picks Oakley 
For Memphis Deal 


Oakley Motor Co., 1048 Union 
Ave., has been selected as the third 
|Ford dealership in Memphis, ac- 
|cording to Joe B. Glass, Memphis 
district manager. 

President and owner of the new 
firm is Oscar Oakley, general man- 
ager and part owner of Hull-Dobbs 
Co., which owns Ford dealerships 
throughout the country and in 
Hawaii and Puerto Rico. 

Oakley has been in the auto 
business in Memphis since 1925 
when he joined Harter B. Hull Co., 
former Dodge distributor. In 1932 
he moved to Kensinger Chevrolet 
Co. and six years later he was 
named sales manager for Hull- 
Dobbs. 

Other Oakley Motors officers in- 
clude W. F. Campbell, general 
| manager; J. F. Lanier, general 
| Sales manager, and Millard French, 


office manager. 
* * * 





METERED intake manifold, 
of aluminum, with riser 
bores of increased size, 
and fuel balancing open- 
ings which minimize restric- 
tion to air flow, assure a 
mixture of perfect balance, 
evenly distributed to all 
cylinders. 


White 
FOR MORE THAN 50 


IMPROVED thermostat 
and housing adjacent to 
and an integral part of the 
water pump. Cylinder head 
metered for uniform block- 
to-head temperatures. 


AIR SEPARATOR in the 
head outlet and a check 
valve enable the engine 
to operate with more uni- 
form temperature under 
the most adverse conditions. 


GREATER bore than stroke reduces friction and in- 
creases performance. 


Domed Piston and Head 


Ring Insert Valve Guides 


PISTON and head contour permits the optimum air 
flow with compression ratios as high as 10:1. Piston 
incorporates a Ni-Resist, Al-fin bonded insert in top 
ring groove with chrome-faced compression ring for 
increased piston and ring life. 


ee 


YEARS THE GREATEST NAME IN TRUCKS 


Boudreaux Heads Shop 


Frank A. Boudreaux has been 
appointed service manager for 
McCain-Richards, Inc. (Ford), 
Monroe, La. 


* * * 


Abraham Gets Buick 


Abe Abraham has purchased 
Grego Buick Co., Vicksburg, Miss. 
He will operate the dealership as 
Abraham Buick Co. 

* = +n 


There’s Plenty of Bill Youngs 
To Do the Job in Kansas 


There was no scarcity of Bill 
Youngs at a flood-control meet- 
ing in Chanute, Kans. When 
George Fox, of Chetopa, Kans., 
appointed Bill Young, of Council 
Grove, Kans., to a committee, 
another man with the same name, 
W. J. (Bil) Young, Chanute 
Chevrolet dealer, said he couldn’t 
serve. 

Fox temporarily straightened 
the situation out by introducing 

(Continued on Page 23, Col. 1) 
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Doings 
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him to W. L. (Bill) Young, of 
Council Grove. Then another man, 
A. W. Young, of Iola, Kans., in- 
troduced himself with: “I’m Bill 
Young, too.” 

W. J. (Bill) Young, the Chevro- 
let dealer, was elected an area 
vice-president of the Neosho-Cot- 
tonwood Valley Flood Control 
Assn. 

* * * 


Little Loot, Big Headache 


As Daly’s Safe Is Stolen 


A 250-pound safe containing keys 
for 25 new Ford trucks belonging 
to John F, Daly, Philadelphia 
dealer, has been stolen by a bur- 
glar. 

The cars were stored on the 
used-car lot of William Luse, 6149 
Lancaster Ave. The burglar broke 
into an office on the lot and took 
the safe, which held only the keys. 

+ . * 


Miss Marsiglia Appointed 


Mildred Marsiglia has been ap- 
pointed secretary-treasurer of Cut- 
tingham Buick, Inc., Tuckahoe, 
N. Y., according to Edwin R. Cut- 
tingham, president. Miss Marsiglia 
also has assumed the duties of 
office manager. 

oe * * 


Suhr Upped at Hedges 


Harold Suhr has been named 
service manager of Hedges Pontiac, 
Ine., 3215 E. Washington St., In- 
dianapolis, succeeding Edmund 
Hause, who is on sick leave. Suhr 
has been foreman of the body shop, 
a job he retains. 

* * + 


DeSoto Dealers Elect 


Burbach and Laev 


Joseph H. Burbach, Burbach 
Auto Sales, has been elected presi- 
dent of the Milwaukee DeSoto deal- 
ers’ organization. 

Herbert Laev, Laev Motor Co., 
was renamed secretary-treasurer. 

+ * * 


Yeggs Raid Bennett’s 


Safecrackers took about $140 in 
cash from Bennett Motors, Norton, 
Kans. A break-in attempt was 
made at the Chevrolet dealership 
in Phillipsburg, Kans., the same 
night. The burglars, however, failed 
to open the safe there. 

* * * 
Chrysler for Carswell 


Carswell Motor Sales has re- 
ceived the Chrysler-Plymouth fran- 
chise in Menominee, Wis. Malcom 


Carswell is owner of the firm. 
+ +” * 


Ford Deal for Rollman 


Louis Rollman, who has been as- 
sociated with several car and trac- 
tor dealerships in Pratt, Kans., has 
taken over the Ford dealership at 
LaJunta, Colo. 

7 * * 


Horgan Heads Auto Division 


Of Interfaith Fund Drive 

Ralph T. Horgan, president of 
Ralph Horgan, Inc., New York, 
has been named chairman of the 
automotive division of the Na- 
tional Conference of Christians 
and Jews. 

Horgan will spearhead a cam- 
paign to enlist financial aid 
@mong individuals and firms 
identified with the automotive 
and automotive accessories in- 
dustries to help NCCJ in combat- 
ing prejudice and bigotry. 

- + * 


McCune Moves to La Jolla 


The Chrysler- Plymouth dealer- 
ship in La Jolla, Calif., has been 
taken over by Dick McCune, vet- 
eran southern California dealer. 
McCune formerly had the Chrysler- 
Plymouth dealership in Chula 
Vista, Calif. 


* * * 


C. of C. Elects Bryant 


Jimmy Bryant, auto dealership 
executive, is the new president of 
the Springdale (Ark.) Chamber of 


Commerce. 
* * + 


Columbus Dealer to Retire 


After 35 Auto Years 


George Cooper, Columbus (O.) 
Packard dealer, is retiring Dec, 1 
after 35 years in the automobile 
business. 

He has leased his plant to the 


Rudy Fick Motor Sales Co. (Ford). 

Cooper, who has served with 
General Motors, Chrysler and other 
organizations, will spend the win- 
ter in Florida. His son, Dale Coop- 
er, will look after Cooper Enter- 
prises, with offices in Fort Lauder- 
dale. 


* * * 


Wondries’ Safety Scroll 


A safety scroll, saying “Save a 
Child,” is being made out of fluo- 
rescent tape to be attached to 
bumpers, on the order of Bob 
Wondries (Studebaker), of Alham- 
bra, Calif. 


* * * 
Frampton Names Woolley 


William K. Woolley has taken 
over management of the service 
department of Frampton Motor Co., 
Provo, Utah. 


* * * 


Foreign Cars for Atwater 


A sports-car center has been 
opened in Encino, Calif., by Clem 


Atwater, formerly of Los Angeles. 


: The crankshaft 


The store will specialize in MG, 
Jaguar, Austin, Austin Healy and 


Morris cars. 
+ * aa 


First for Memphis 
Memphis now has its first auto 
saleswoman, Mrs. Al Hester, at Gil- 
more Motors (Lincoln-Mercury). 
Her husband is a field manager 


for Lincoln-Mercury. 
* * * 


Quebec Gets Austin-Healey 


Continental Automobiles, Inc., 
has introduced the Austin-Healey 
sports car to Quebec, and the first 
two delivered to the representatives 
was bought sight unseen, the com- 
pany announced. 

* om * 


Farley Assists Fund Drive 
Of Arthritis Foundation 


James Farley, onetime post- 
master general and now president 
of Farley-GMC Truck Co., Inc., 
is serving as chairman of the auto 
and truck dealers’ division of the 
New York Arthritis and Rheuma- 
tism Foundation. 

NYARF is a nonprofit agency 
conducting a program of arthritis 
clinic establishment and support, 
research, rehabilitation, and med- 
ical and lay information. It is 








This tire umbrella was used in 
1921 to protect tires from the sun. 





seeking $500,000 for its 1953 - 54 
program development fund. 
* * a 


Grego Gets Buick Deal 
A. V. Grego, former Buick dealer 
in Vicksburg, Miss., has taken over 
Russ Murfee Buick Co., Biloxi, 
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ness Manager by the new owner. 
George Auter is used-car manager 
and Bob Parks has been named 


service manager, 
* + * 


Harb Buys Yerger Buick 


Whitney Harb, who has operated 
the Buick dealership at Pocahon- 
tas, Ark., for the past five years, 
has purchased Yerger Buick Co.,, 
Camden, Ark. He plans a new 
building and expanded facilities. 

* * * 


North Side Adds Lot 


North Side Buick, 100 W. Stock- 
ton Ave., Pittsburgh, has converted 
a former parking lot into a second 
used-car location. Used-car sales 
manager is Jerry McDonough. 

* Oo” + 


Fire at Alley Motor 


Fire which broke out in the body 
department damaged the building 
of Alley Motor Co, (DeSoto-Plym- 
outh), Church Hill, Tenn. 

* * * 


King Motor Launched 


Howard E. King has received a 
Mercury franchise in Ellwood City, 
Pa., and will operate as King Mo- 
tor Sales. He previously was asso- 





Miss. W. L. Clark jr., with Grego| ciated with his father in a dealer- 


for 10 years, has been named busi- 


is STRONGER | 


ship in New Castle, Pa. 
























Because Moraine-400 is the toughest 
automotive engine bearing ever made 
—often many times as durable as con- 
ventional bearings—bearing length 
ceases to be a limiting factor in engine 
design. In many cases, bearing lengths 
have been reduced appreciably, there- 
by providing additional space for 
increasing the strength and rigidity of 
the crankshaft, yet due to the inherent 
qualities of the Moraine-400 the bear- 
ings last longer. This means that 
engineers can increase the compression 
ratio and the displacement of a given 
engine without increasing crankshaft 


The bearings last LONGER 


length. The extraordinary toughness 
and durability of the Moraine-400 is 
due to its steel-backed aluminum-base 
alloy, developed by General Motors- 
Moraine research over a ten-year 
period. The bearings operate satis- 
factorily on oil-hardened and Tocco- 
hardened shafts, and they are out- 
standing in such characteristics as em- 
bedability, conformability, and resist- 
ance to corrosion. Tested in a heavy- 
duty truck engine, a set of Moraine- 
400’s outlasted three cylinder blocks 
and three crankshafts. 


moraine 
products 


DIVISION OF GENERAL MOTORS CORPORATION, DAYTON, OHIO. 
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been used to “lugging” their en- 
gines to switch to maintaining 
economic operating speeds. 

+ * + 

T IS in this direction, according 

to truck officials, that automatic 
transmissions offer the biggest 

service, It removes the human error 
in gear changing. With automatic 
shifting devices, the judgment of 
when to shift is taken from the 
operator and carried out to best 
advantage automatically. 

Secondly, engineers point out 
that automatic transmissions and 
torque converters relieve the 
shock load on axles. 

Thus far, automatic transmis- 
sions have been the most success- 
ful on route vans, or other trucks 
making many stops during the day. 
Savings in time and convenience of 





Hunt Wins Fruehauf Contest— 


A. W. Hunt (second from right), midwestern division service manager of Fruehauf 
Trailer Co., is congratulated by C. L. Schneider, sales vice-president, upon winning 
@ national contest for the best performance in service efficiency. At left is R. L. Baxter, 
sales manager of the accessories and truck body division, and at the right, F. J. 
_ Marschall, director of service. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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He already owes *1,850* 


; And he made 10,400,000 people stop, look and read 


PARADE, the Sunday Picture Magazine, ran an article on how the U. S. 
Census Bureau forecasts the kind of world your new-born baby will grow up in. 


More than 8 in 10 of PARADE’s 13,000,000 readers in 43 key markets 

stopped to read it. Articles like this, week after week, make PARADE the best read 
publication in print, according to independent surveys. That’s why 

PARADE advertisers get more than twice as many readers per dollar of ad cost 

as they do from any of the big weekday magazines. And the impact 


PARADE makes on Sunday makes sales all the rest of the week. 
“His share of the current national debt 


AUTOMOTIVE NEWS, JANUARY 4, 1954 
Advantages vs. Problems... 


Truck Makers Debate 


Automatic Drives 


(Continued from Page 19) 


PARADE ... The Sunday Magazine section of 43 fine newspapers in 43 major markets ... with more than 13 million constant readers. 


operation are judged to be well 
worth the higher initial cost. 

Over-the-road haulers have also 
pointed out that larger units 
equipped with automatics will 
prove successful for runs which 
include frequent passing through 
cities, or in other circumstances 
where repeated up-and-down shift- 
ing must be performed. Z 

In the near future, engineers 
say, automatic transmissions will 
be perfected to cover the complete 
range of truck models and sizes. 
GMC has already introduced a 
Hydra-Matic unit which will ac- 
commodate trucks carrying gross 
combination weights up to 45,000 
pounds as optional equipment. 

* * ” 


POWER takeoff unit has been 
one of the questionable factors 
on automatic transmission trucks. 


To the 5473 
New Car Dealers 
in PARADE Cities 


Below are the 


automotive advertisers 


who have used 
PARADE in the past 
year to back up their 
dealers with the extra 
selling power of 
advertising in full 
showroom color. 


Chrysler Corp. 
Chrysler (Inst.) 
De Soto 

Dodge 
Plymouth 


Ford Motor Car Co. 
Mercury 


General Motors Corp. 
Chevrolet 
Oldsmobile 

Pontiac 


Hudson Motor Car 
Hudson Cars 
Nash-Kelvinator Corp. 
Nash 


ACCESSORIES 


AP Parts Corp. 
Miracle Power 


Hastings Mfg. Co. 
Casite 


Simoniz Company 
Simoniz Wax 





The '54 GMC line above the 1-ton 
size is equipped with power takeoff 
with the Hydra-Matic. 

As previously reported, the 
GMC principle operates through 
a two-speed gearbox for an eight- 
speed transmission. Their power 
takeoff operates through this 
gear box, 

It is possible to operate the 
power takeoff when the truck is 
standing still, as the takeoff unit 
is energized by a counter shaft 
which turns whenever the engine 
is running. The power takeoff is 
shifted manually. 

The industry is also undecided 
how fast the automatic transmis- 
sions will catch on with the public. 
The farm market, in particular, is 
the subject of some speculation. 

On one hand, some think that 
the farmers will accept the auto- 
matics readily, since the farm 
pickup is often the wife’s shopping 
car and is used for running er- 
rands. 

* o * 

THER makers think that the 

farm market is historically 

conservative, and because of the 
work that the pickup does in soft 
ground, the farmer will be slow to 
buy automatics. 

The driver-owner of the on- 
the-road truck is expected to buy 
automatic transmissions because 
of his first-hand experience with 
driver fatigue. The fleet owner, 
however, may be more conscious 
of initial cost, and will spend his 
money where it will return high- 
est dollar dividend. Automatic 
transmissions to meet this mar- 
ket, too, are expected more 
universally in the near future. 

It is the feeling of the industry 
that the automatic transmission 
principle is fitting well into the 
trends that are seen ahead in the 
truck field. 

One of the basic “beefs” of the 
trucker is the lack of experienced, 
competent drivers. One manufac- 
turer was quick to point out that 
the automatic transmission guar- 
antees “skilled driving jobs with 
partially skilled drivers.” 

* = 


ECONDLY, with the trend 

toward higher compression 
ratios in truck engines, it is felt 
that the automatics will allow 
greater gear reductions to utilize 
torque output at higher revolutions 
per minute. Others feel that such 
gear reductions should be made in 
the axle, and are not within the 
province of the transmission. 

Another of the officials de- 
clared that the initial cost of 
equipping the unit with an auto- 
matic transmission will be a 
larger factor in future sales than 
it appears to be now. He did not 
foresee a “recession” or depres- 
sion,” but looked for an “eco- 
nomic readjustment” period 
where the truck owner would 
make closer scrutiny of operating 
costs before ordering costly 
special equipment for his units. 
Some states will not as yet allow 
automatic transmissions to be in- 
stalled on school buses. Such bills 
were passed some time ago, when 
there was little or no braking pow- 
er to be gained from the engine. 
Such legislation, it is pointed out, 
is surely not applicable todav, when 
wider selection in down-shifting is 
offered on some units, and one unit 
provides direct gear drive in high 
for braking power equal to conven- 
tional clutch units. 

* = * 

EALERS face a rather serious 

problem of advising customers 
when to use an automatic, and 
when to keep the standard drives. 

At the present time, most auto- 
matic transmissions can be used 
safely only on lighter trucks in 
multi-stop operations, or for farm 
use. The ’54 GMC line, however, is 
an exception to the case, since it 
offers Hydra-Matic units to handle 
heavier loads. 

Dealers must certainly keep a 
sharp eye on truck automatic 

transmission developments, and 
pay careful attention to recom- 
mended service procedures for 
keeping them on the road. 

But the industry agrees on one 
particular point—it is necessary to 
get indications from the public as 
to the acceptance of automatic 
transmissions before truck produc- 
tion schedules can be made safely, 
and funds set aside for further de- 
velopment and experimentation. 

Barring unforseen circumstances, 
however, the industry feels that au- 
tomatic transmissions are opening 
new horizons in the truck industry. 
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Pose Challenge to Truck Dealers’ Service . . . 


New Engines Need Skilled Care 


(Continued from Page 19) 


ticularly from the one-to-two-truck 
owner who does not have a shop of 
his own, but will no doubt bring 
back to the dealer’s shop consider- 
able service work from farmers 
who have taken care of their own 
service in the past. 

The advent of the high-com- 
pression engine in trucks also will 
most likely open up a new and 
wider market for testing and an- 
alyzing equipment for the manu- 
facturers of equipment and tools. 

Engineers are constantly endeav- 
oring to bring the horsepower- 
weight ratio down to provide better 
performance at lower cost to the 
operator. The high-speed, high-com- 
pression engine is the engineers’ 
answer to this drive at present. 

It is taking expression mostly in 
V-8, valve-in-head engines at pres- 
ent. This type of engine will doubt- 
less be continued until some radi- 
cally new power plant such as a 
gas turbine is successfully brought 
out. 

+ x * 
HE dealer, in approaching his 
truck customer with the warn- 
ing about making certain that he 
has his truck serviced by a me- 


Regional Agents 
Announced by 


Gramm Trailers 


LIMA, O.—Leonard Strick, presi- 
dent of Gramm Trailer Corp., has 
announced a number of regional 
sales representatives, giving the 
company nationwide coverage. 

Jack Bernard, a sales analyst 
and a consultant for a number of 
firms, will function as coordinator 
of regional activities from Gramm’s 
New York office. 

Jack Rensel, with headquarters 
in Philadelphia, will represent 
Gramm in eastern Pennsylvania, 
New Jersey, Maryland and Vir- 
ginia. 

William Monroe will make his 
headquarters in Lima and operate 
in western Pennsylvania, Ohio, 
West Virginia and Kentucky. 

Nathan Goldberg, with head- 
quarters in Boston, will have 
charge of the New England and 
New York State areas. 

Marvin Oakes is in charge of the 
southeastern states with head- 
quarters in Atlanta. Oakes was for 
many years with a national con- 
tracting firm and in the past few 
years has been selling trailers. 

Roger M. Stienecker has been 
promoted from local sales to re- 
gional manager in charge of mid- 
western states with headquarters 
at Chicago. 


Truck Council 


(Continued from Page 19) 
operations. Nonmembers are _ in- 
vited to attend. 

* * ® 
PICS scheduled for Jan. 28 in- 
clude a panel discussion on pub- 
lic relations and a presentation of 
the economic aspects of “piggy- 
back.” In addition, reports will be 
submitted by the Council’s standing 
committees, including those dealing 
with legislation, highway policy, 
highway safety, Interstate Com- 
merce Commission law, and pro- 
posed regulations. 

The morning session on Jan. 29 
will witness the presentation of 
safety awards for 1953, while “Man- 
ufacturer Meets the Consumer” will 
be the subject of a panel discussion. 
Special Counsel William A. Quinlan 
will report on important legal de- 
velopments affecting private truck 
owners. 

On Thursday night, Jan. 28, the 
Allied Industries Committee will 
sponsor an evening of entertain- 
ment. In addition, numerous 
events are being planned for 
women who attend the meeting. 

The committee for the meeting 
includes R. B. Rodgers (chairman), 
Standard Oil Co. of Indiana; Z. C. 
R. Hansen (vice-chairman), Dia- 
mond T; O. A. Brouer, Swift & Co.; 
M. E. Cowden, American Bakeries 
Co.; A. H. Kreuder, Wilson & Co.; 
H. O. Mathews, Armour & Co.; W. 
Ott jr., Kraft Foods Co., and 


H. 
G. H. Sibley, Jewel Tea Co. 


chanic or shop thoroughly ac- 
quainted with proper adjustment 
and repair procedures, will not 
have to make any excuses for his 
own line of trucks. All truck man- 
ufacturers, at least in the volume 
makes, are either into these high- 
compression engines now or will be 
before the year is out. 

Thus, the operator is faced with 
more exacting servicing limita- 
tions, regardless of what make of 
vehicles he purchases, He may 





Missouri Dealers Cet 


Reminder on Blinkers 


JEFFERSON CITY, Mo. — The 
Missouri Automobile Dealers 
Assn, reminds dealers ordering 
1954 trucks that a number of 
changes in the law went into 
effect Jan. 1, 

Most important among them is 
the provision that all trucks 
registered in Missouri after Jan. 
1 must have directional signals. 





stave off the change in his own 
service requirements for a matter 
of months but eventually will have 
to come to it if he wants new 
equipment. 

When the truck buyer adds auto- 
matic transmissions to the new en- 
gines, he points up the need for 
more exacting service. Just as in 
cars, it is most important that the 
engine be tuned to the transmission 
for greater performance and econ- 
omy. 

* 2 * 

N THIS case it is even more im- 

portant that the mechanic not 

only be fully trained in proper serv- 
ice procedures, but that he have 
the tools and equipment that per- 
mit him to make the fine adjust- 
ments essential to good perform- 
ance, 

Not only must valves and points 
be set to absolute limits, but such 
things as oil filters and air clean- 
ers must be serviced more often. 
The accumulation of carbon must 
be watched much more closely, 
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of Our 


Balancer 


Enables us to make 


0°L009 @ Month’ 


“I was one of the first operators in Phoenix to 
perceive the value of the Hunter Balancer. 
We service in excess of 3,000 cars a month, 
and much of our business is obtained because 


of the speed with which we discharge 


our work. 


“On our three-minute television spot one night 
we balanced a wheel, removed the Balancer 
and spun the wheel to check our work—all 
this in three minutes. The reaction from our 
viewing audience was tremendous. 


“The Hunter is the fastest, most accurate and 
simplest Balancer there is.’’ 


(signed) Leonard W. Clarke 


FAST! Hunter balances all four wheels right 
on the car, in less time than it takes to remove 
one wheel and balance by older methods. 


EASY! You (and your customer) actually see 
the vibration disappear, right before your 
eyes. Anyone can become a Hunter Wheel 
Balancing expert with a few minutes’ practice. 
PORTABLE! Your complete, self-contained 
Hunter Wheel Balancer can be quickly rolled 
to wherever it’s needed . . . inside or out. 
PRICED RIGHT! Thousands of users report 
that the Hunter Wheel Balancer pays for 
itself quicker than any other equipment they 


have seen. 


U 


Visit the Hunter Booth 16, 17, 18 at 


the NADA Show, Miami Beach 





Respect for the Old— 


Herbert Horn (right), of Horn's Cars of 
Yesterday, Sarasota, Fla., receives a cita- 
tion from N. D. Park, Nash sales promo- 
tion manager in the Atlanta zone, for re- 
storing a 1904 Rambler. Horn operates an 
antique auto museum in which he displays 
65 antique cars. 


as even light carbon deposits tend 
to cut engine power. 
The new engines are the indus- 
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that he keep his modern units in 
top operating condition at all times. 
Engines must be tuned at more 
frequent intervals, heat range of 
spark plugs must be watched more 
closely and factory specifications 
must be followed to the letter in 
maintenance. 

While dealers will no doubt have 
more training aid from their fac- 
tories in the field, particularly as 
far as the larger fleets are con- 
cerned, it will be largely up to them 
to guard the performance ability of 
the trucks they seil. 


Woman Truck Leader 


Feted on Anniversary | 

PHILLIPSBURG, N. J.—A silver 
plaque was presented to one of the 
trucking industry’s real first ladies, 
Emily B. Libe, on the 25th anni- 
versary of the founding of her 
firm, E. B, Libe, Inc. 

The plaque was presented by her 





try’s answer to the demand of op-| associates at a luncheon reception. 
erators for more power with less| Mrs, Libe organized the company in 
care and to give them the ability|1928 after 10 years of experience 


to haul larger payloads at increased 
speeds and at no greater cost. 

To achieve these results, the own- 
er or operator must make certain 


pyre 


Leonard W. Clarke, 
Service Manager 
Rudolph’s Chevrolet 
East Adams 

at Fourth Street 
Phoenix, Arizona 


mm Send me more information about 
balancing. 


& 


Contact your jobber immediately 


B To HUNTER ENGINEERING COMPANY wise 
m Hunter Avenve and Ladue Road, St. Lovis 24, Missouri 


a eewoen seen eeeneeeeenene ees ss SMOs or esnn ee see 


sh Patel ria 
SF Ne RS, FRE S 


in the predecessor firm, Tinsman 
Bros. Co. She started her career in 
the office of a truck repair firm 
during World War I. 













Hunter ‘4-Wheel, on-the-cor 


NOMA cs cccccccccsccrccesceseceeecessseeseseseseagseeseeces 


Available in both passenger car and truck models.& Gilman 
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Differential Taxation 
Proposed for Roads 


By Gerhardt Neumann 
Staff Writer 

CEG of highways by the 

principle of differential cost is 
advocated in an article entitled 
“Some Economic 
Aspects of High- 
way Finance,” by 
Royall Brandis, 
assistant econom- 
ics professor at 
the University of 
Illinois. 

Writing in Cur- 
rent Economic 
Comment, the au- 
thor says that 
taxation of commercial vehicles is 
different from taxation of private 
automobiles, and that much con- 
fusion has resulted from failure to 
observe the distinction. 

Brandis is of the opinion that 
trucks of different weights and 
dimensions require different 
“amounts” of highway, and that 
each type of commercial vehicle 
should bear its allocable part of 
the cost of the road it uses. 

His argument is that if such tax- 
ation would become prohibitive for 
very heavy trucks, this means that 
their use is uneconomic and “trans- 

portation by this method wastes our 
resources.” 

Truck operators claim, however, 
that they are now paying more 
than their share in taxes. 

According to the latest statistics 
compiled by the Automobile Manu- 
facturers Assn., total special taxes 
paid by trucks in 1952 amounted to 
$1,479,821,000. 

Average taxes for three - axle 
combination were $773.38, for four- 
axle combinations, $1,306.52, for 
five-axle combinations, $1,713.18, 
and for six-axle combinations, 
$2,000.79. 

od * 


DOPTION of the differential 

cost principle, Brandis believes, 
“will result in truck sizes and a 
division of freight business between 
trucks and other forms of transpor- 
tation which will assure the most 
productive use of our varied trans- 
portation resources.” 

Brandis adds that the determina- 
tion of taxes on private cars is not 
a matter that can be decided on 
economic grounds as in the case of 
commercial vehicles. 

“Although there is evidently a 


N.C. Dealers Seek 
To Stir Interest 
In Shop Safety 


A large number of new-car and 
truck dealers in North Carolina is 
participating in a dealership em- 
ploye safety program sponsored by 
the North Carolina Automobile 
Dealers Assn., according to T. A. 
Williams, chairman. 

The program is aimed at elim- 
inating carelessness, a major cause 
in accidents and injuries. 

Safety committees have been set 
up on the local level to make peri- 
odic plant inspections and hold 


WATIONAL SAFETY 
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the association after the program is 
concluded. 


Point Plan Set Up 
For S.C. Drivers 


Plans of the South Carolina High- 
way Department for immediate es- 
tablishment of a point system for 
traffic-law violations, under which 
_every violation would count toward 
_ suspension of the offending driver’s 

license, have been announced by 
Chief Highway Commissioner 
Claude R. McMillan. 

McMillan explained that each vio- 
lation would be graded as to seri- 
ousness and that the applicable 
number of points would be record- 
ed on the driver’s record. 

When the total of a driver's vio- 
lation points reaches 10, he will be 
notified to meet with a patrol of- 
ficer for a hearing ‘to determine 
whether his license should be sus- 
pended. 


great deal of public sentiment,” 
he states, “toward having high- 
way user taxes on private auto- 
mobiles as well as on commercial 
vehicles confined to payment for 
highways, there is no basis—other 
than personal judgment as to 
what is sound public policy—for 
this attitude.” 

Taxation of private cars can 
therefore only be decided, accord- 
ing to Brandis, “by the appropriate 
governing body in accordance with 
democratic processes.” 


+ *~ * 

A RECENT policy statement of 

the board of directors of the 
American Petroleum Institute on 
highway policies, however, takes a 
more cautious approach to the 
problem of road financing. 

“The ability of taxpayers,” the 
board says, “to pay for highway 


improvements should be kept in 
mind in the formulation of high- 


Boston Pontiac Dealers Plan Campaign— 


The executive committee of the Pontiac Dealers of Greater Boston meets to map 
a sales program, including a contest on the 1954 Pontiac Star Chief. From left are 
Hugo Separini, president; Roy Olson, director; Charles N. Kane, treasurer; Daniel F. 
Pierre, director; John W. Perry, director; John Hosmer jr., director, and Mark Kolligian, 
secretary. 

public expenditures for highways 


way programs, Actual and rea- 
should be viewed in perspective 


sonable anticipated highway needs 


must be realistically weighed 
against the ability and willing- 
ness of taxpayers to meet the 
cost, 

“It must also be recognized,” the 
statement adds, “that highway pro- 


with expenditures in such equally 
vital areas as education, welfare 
and health.” 
+ + * 
Tue institute urges that highway 
costs be fairly allocated among 
all those who benefit from high- 


grams are but one of many govern- 
mental functions. The level of 


ways and says that state motor 


fuel taxes and license fees and 
sales taxes, “when fairly levied at 
reasonable rates, are proper 
charges for highway purposes.” 

It rejects, however, ton - mile 
and weight - distance taxes on 
trucks as not meeting “the tests 
of either equity of assessment or 
economy of collection.” (The same 
argument is advanced by Bran- 
dis.) 

The institute also believes that 
highway building is basically a re- 
sponsibility of the states, and that 
Federal aid should be paid from 
general tax sources of the National 
Government. 

“The repeal of Federal excise 
taxes now paid by highway users 
on petroleum and automotive prod- 
ucts,” it is stated, “should in no 
way affect a reasonable level of 
Federal highway aid.” 

* s * 


H & S Shorts 

R. Needham Ball has been elected 
chairman of the Louisiana High- 
way Users Conference ... All of- 
ficers and members of the board 
of governors of the New York 
Highway Users Conference have 
been reelected. Fred H. Sexauer is 
chairman, 
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Winner in Ford Economy Contest— 


Robert R. McNamara (left), Western Springs, Ill., receives congratulations from 
O. F. Yando, Ford district sales manager, on his victory in a gasoline economy con- 
test, in which more than 27,000 motorists from the Chicago area took part. The contest 
was sponsored by the Chicago Ford Dealers Assn. McNamara averaged 27 miles per 
gallon. He received a new Ford Victoria as a prize. 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





Looking at °54s 

The sales manager for a Detroit 
dealer, just entering his cleanup 
period, is already looking ahead to 
the new models. 

“I expect to get list price on the 
54s for the first 72 hours,” he said. 
“I can’t say what will happen after 
that, 

“One thing is sure: We'll have a 
lot of cars.” 

oa * + 
Roping ’Em In 

A Detroit dealer, handling an in- 
dependent line, has applied a bit 
of psychology in his showroom. 

The luxury model of his line 
is on display—but guarded by a 
red plush rope. 

“You’d be surprised,” he says, 
“how everybody that comes in 
wants to look at something that 
looks like it’s roped off from the 
public. They’re mighty pleased 
when we tell them it’s all right to 
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With the Staff.. 
ALONG DETROIT'S AUTO ROW 


duck under the rope and go up to| days. In the fall came the cleanup 


have a close look. 
“That rope is a real sales-maker.” 
* * + 


The World and All 

“If you’re just selling the car 
these days, you won't sell any- 
thing,” says the sales manager of 
@ Detroit dealership. 

“If you can’t convince the cus- 
tomer that he’s really buying the 
world with a fence around it, the 
deal falls through.” 

- * 


Seasonal Occupation 

A Detroit new-car sales manager 
is not particularly depressed by the 
thought that he may face a couple 
of slow months. 

“T just think about the ’30s,” he 
said. 

“In those days you could split 
the year into four periods of ac- 
tivity. 

“In the winter we scooped snow. 
Of course, summer brought the dog 


eee i 





*BIGGES T MARKE a - 43,894,000 cars on 


the road with Hydraulic Brakes sy :se28 15 keen interest in Power Brakes, They will 


but without Power Braking 


be featured on many 1954 passenger cars. Other 
owners need them. They will buy them if they can 


get them at a reasonable price with good, quick in- 
stallation. You can give them what they want with 
MIDLAND HY-POWER BRAKES. 










In many cases, the installa- 
tion can be made in less than 
an hour. In others, it may 
take a little longer, but no in- 
stallation should require more 
than two hours. 


MIDLAND HY-POWER BRAKES are 8 WAYS 
BETTER for the customer. That is one selling aid. 
They are easy to demonstrate. That’s another sell- 
ing aid. Their low price is sti!l another big selling 
advantage. 


COMPLETE 


passenger Car. 


THE MIDLAND STEEL PRODUCTS COMPANY 


3641 E. Milwaukee Ave. * Detroit 11, Mich. 


Export Department: 38 Pearl St., New York, N. Y. 
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Every kit contains every connection and part re- 
quired for a complete installation on any of the 
specific models for which the Kit was engineered. 
But most important, the Midland Hy-Power Unit 
is exactly the right Power Brake unit for any 
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‘} MIDLAND DISTRIBUTOR 


MIDLAND 





SAFELY! 






—no money there, for sure, 
“But spring. Ah, spring. In the 


spring, we sold cars.” 
= > * 


Carter Incentive Plan 
Ken Cross, sales manager of 
George Carter, Inc. (Ford), 76 8. 
Gratiot, Mount Clemens, has set up 
an incentive program for his sales- 
men, 

In the “Carter 15-Round Cham- 
pionship” contest, the dealership’s 
eight salesmen are divided into 
two groups. Each salesman re- 
ceives three points for each truck 
sold, two points for the sale of 
@ new car, and one point for each 
used-car transaction, The prize is 
$200 for each man on the winning 
team, j 

If the cars are not sold by a | 
specified date, $10 per day will be 
deducted from each purse until all 
have been sold. j 

The winning team will be served | 
by the losing team at a “victory | 
banquet.” 


ATA Notes Gains - 
In Truck Safety, 
Pushes Program 


ST. LOUIS.— The accident rate 
for trucks is declining while the 
rate for cars is increasing, accord- 
ing to Jack Cole, president of the 
American Trucking Assns., who 
spoke at the association’s annual 
convention here. 

Cole asserted that for five con- 
secutive years, the percentage of 
trucks involved in accidents has 
decreased. He urged the industry 
to step up its safety program and 
said ATA’s safety patrol program 
is spreading through the industry. 

George E. Powell, president of 
the Missouri Bus & Truck Assn., 
urged truck operators to take a 
more active part in the organiza- 
tion’s public relations program to 
offset the current “half-truths and 
misrepresentations concerning mo- 
tor carrier transportation.” 

Declaring that trucking is the 
second largest industry in Missouri, 
Powell said that the bus and truck 
industry employes 200,000 persons, 
is now paying 48.4 percent of the 
State’s highway taxes, and that the 
$32 million-highway tax bill of the 
industry this year is about double 
the amount paid four years ago. 

F. G. Campbell, operator of a 
truck line with offices in Spring- 
field, Mo., told the ATA members 
that no industry has as many 
people in the public eye under as 
unfavorable conditions as the 
trucking industry. 


Jaquar at Bay 
Ford Exhibit to Spotlight 
Le Mans Winner 
DEARBORN. — A British Jaguar 
will occupy a place of honor in the 
special sports-car exhibit at the 

Henry Ford Museum Jan. 7-28. 
Curators of the Ford Museum 
have invited Jaguar en of 


Jaguar stock car which won the 
1958 Grand Prix at Le Mans, 
France. 

This car shattered previous 
stock-car records, setting an 106- 
mile-per-hour pace in the grueling 
24-hour race. It was the first time 
a Le Mans winner averaged more 
than 100 miles an hour. 

Jaguars established another rec- 
ord in the race when they also 
captured second and fourth places. 
A. P. R. Rolt and Duncan Hamilton 
piloted the winning car. 


Batson Robbed of $317 


An armed bandit followed Ray 
Brown, salesman for Batson Motor 
Co., St. Louis, into the showroom 
as Brown was opening it for busi- 
ness, and took $309 in company 
funds. Brown was locked in a rear 
room by the bandit. 


) 





We the glamourous Eve tip- 
toed into the Garden after her 
' rendezvous with that seductive ser- 
pent salesman — cautiously fearful 
lest she might arouse that restless 
baby, Cain— Adam lazily turned 
over, covered his head to shut off 
the daylight, and grunted, “Where 
the hell you bin?” 





guessed what Eve was thinking 


thing is, how do I look?” 

Far be it from me to criticize 
the advertising business (a guy 
shouldn’t quarrel with his bread 
and butter. My Lord, aren’t the 
agencies billing close to $6 billion 
last year?). 

However, the voice of the old 
turtles, the lads who built up this 
stupendous billing, is heard in the 
land. 

* -* + 


Oldtimers Look Down 


Frrom up on Mt. Olympus the 
shades of the real oldtimers, 
like Albert Lasker and his crew, 
are looking down over the should- 
ers of the living stars of the craft— 
men like Raymond Rubicam and 





Industry Honors Truck Champion— 


Geo. F. Alger Co.'s champion driver, Alex Adamski (second from right), was honored 
at a testimonial dinner in Detroit. The only five-time winner of the National Truck 
Roadeo, he announced at this occasion his retirement from roadeo competition. (From 
left) are Robert F. Black, president of White Motor Co.; A. C. Scott, president of 
Alger; Adamski, and William A. Burns, president of Trailmobile, Inc. 


who are fearful of the future of 
a great business—men like Earle 
Ludgin, chairman of the Four As 
and president of Earle Ludgin & 
Co., Chicago, or Charles Whittier, 
who for years guided the copy- 


, Eve didn’t answer, but the next 

+ morning he could sense, as she 
swished her fig leaves before the 
mirror of the pool in the garden, 
that Eve had learned something. 
It took thousands of years until 


Bruce Barton—wondering how long 
it will be before the “dogs” catch 
up with the “fox,” who thinks he’s 
clever enough to shade the truth 
in advertising. 


True, there are men now active 


worn engines. 


No so-called “chrome” piston ring set is complete unless 
it offers the protection of chrome on the TOP ring as well 
as on the oil ring! For the top ring operates where most 
wear occurs . . . where heat is highest, pressure is greatest, 
and lubrication is poorest! 


Because it provides double wear protection . . . with chrome 
on both the top ring and oil ring . . . Perfect Circle’s 2-in-1 
chrome set seals compression and controls oil for over 
twice as long as old style ring sets! No tedious break-in 
period, either! Yes, for chrome protection at its best, 
install 2-in-1! Perfect Circle Corporation, Hagerstown, 
Indiana; The Perfect Circle Co., Ltd., Toronto, Ontario. 


Periect Circle 


Be 2 in Ichrome piston rings 


The standard of comparison 








writers of Young & Rubicam. 
“Consider the confusion in the 
minds of men, women and chil- 
dren who can’t be expected to 
accept advertising as gospel,” 


says Ludgin, “when it changes its 





retard cylinder wear 


Solid chrome plating on top and bottom rings 
gives wear protection throughout entire area 
of ring travel. Only 2-in-1 furnishes alternate 
HiPressure spring with every oil ring, for badly 





text every year. First for am- 
moniated dentifrices. Then for 

chlorophyll and now for anti- 

enzymes in toothpastes.” 

When the clients who have been 
confident that the more advertising 
they did, the more products they 
sold, discover that there is a con- 
stantly growing disbelief in the 
integrity of advertising, what are 
the “clever” lads in the agencies 
going to do about their volume? 

It may then be a bit late to in- 
troduce “that priceless ingredient— 
integrity,” which Raymond Rubi- 
cam gave to Squibb’s advertising. 

* + + 


Situation Not Hopeless 


UT the situation is not com- 

pletely hopeless. There must be 
some guy in nearly every agency 
who is not beholden to some rich 
client for his job and who wants 
to see the business grow. 

First, he must understand the 
meaning of that word ADVER- 
TISING. It has to do with edu- 
cation. It is the primal urge of all 
life . . . call it self-expression. 

What difference if it’s the 
friendly note in a telephone opera- 
tor’s voice .. . the note of sincerity 
and service in a good business let- 


ter ... the flair of a peacock’s 
feathers . . . the rooster’s crow at 
dawn ... or the progress of a pul- 


chritudinous pidgeon down Park 
Ave. with a headline created by Lilly 
Dache, a “layout” that spells Hattie 
Carnegie, a “body type display” 
that whispers Bergdorf Goodman, 
a foot note by Delman? 

It’s all advertising. Eve knows a 
lot more about advertising than 
Adam, but she won’t call it by that 


name, 
* + = 


No Magic in Advertising 
IHERE’S no magic about adver- 
tising, no deep psychology or 

genius. If it is aimed at Eve, it is 
about her. If it aims to sell lock- 
nuts, it’s about them. It begins with 
the product itself and gains 
strength by customer service. When 
enough customers have béen well 
served you can add to their num- 
bers by telling how and why they 
were well pleased. That’s all there 
is to it... RXCERT... 


God has endowed a few men 
with a spirit that rings in their 
written words but they must 
know and believe that the words 
they are writing are SO. You can 
“make” a few pretty good adver- 
tising “experts” but the results 
will be vaguely synthetic. You 
couldn’t hire a Moses to inscribe 
the best piece of copy ever pro- 
duced, the Ten Commandments; 
train a Lincoln by mail to write 
the second best, the Gettysburg 
Address, or ghost-write Ike Ei- 
senhower into that “Abilene 
Paragraph” which flashed from 
London into the hearts of all 
true Americans. 

That “priceless ingredient — in- 
tegrity,” that Raymond Rubicam 
found in Squibbs, has always been 
dominant in Rubicam himself. Ted 
MacManus, who wrote the famous 
“Penalty of Leadership” for Cadil- 
lac, believed with all his Celtic soul 
that it was so. 

P.S. So did I, and I can be a 
cynical son-of-a-gun when I read 
the bulk of the advertising that is 
running today. 


* 
Truck Committee 
Named to Study 
e 7 
9 
‘Pigg ybacking 

WASHINGTON. — The American 
Trucking Assns. last week ap- 
pointed a committee to make a 
study of rail-trailer “piggyback” 
operations, 

The committee was appointed as 
the result of a motion adopted at 
the ATA convention at Los An- 
geles, which directed the president 
to “appoint a committee of five to 
combine with a similar-sized com- 
mittee of the regular route com- 
mon carrier conference, thus com- 
bined committee to study the 
matter of movement of trailers on 
rail flat cars.” 

Chester G. Moore, ATA secretary, 
was named chairman of the com- 
mittee. Moore also is chairman of 
the board of directors of the Cen- 
tral Motor Freight Assn., Chicago. 


Liberty Names Enslen 


Glen E. Enslen, Lima, O., has 
been named sales manager of Lib- 
erty Chevrolet Co., Ada, O. 
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(Continued from Page 19) 


that his investment in space and 
manpower for the show will be well 
repaid over the year in increased 
gales and cooperation from the 


truck dealer body. 
as * * 
Topsy-Turvy 


2 world turned topsy-turvy, 
truck-wise in Omaha during 
November, according to _ regis- 
tration figures just received. Ford 
took first place in truck sales with 
approximately a five to one ratio 
over Chevrolet. International Har- 
vester took second place with a 
three to one ratio over Chevrolet. 
Chevrolet ended up the month in 
third place. And then to really cap 
the whole deal, White took fourth 
place in sales for the month, with 
one more unit than GMC in fifth 
place. 

For over a year now we have 
been telling you dealers that every- 
thing points to a dire lack of 
sound selling in the retail end of 
the truck business, and now comes 
a story from the Rayne (La.) 
Tribune that really points this up. 


It seems the city has been ad- 
vertising for bids on a four-wheel 
drive truck for power line work 


for over two months and, up to | 


about a week before the bids 
were to be opened, not a dealer 
or maker had entered a bid, Ac- 
cording to city clerk, U. J. Pre- 
vost, no one had bothered to ask 
the city for even a set of speci- 
fications. 


The story ends with this poig- 
nant line: “On the surface it would 
seem that no firm is anticipating 
preparing a bid on this expensive 
piece of equipment. Could it be 
that truck salesmen are asleep at 
the switch?” 

What do you think? 


* * * 


Taillights Blamed 


[HE New Jersey Turnpike Au- 
thority has just released a sur- 
vey made by its chief engineer, 
which blames inadequate taillights 
on trucks for many accidents on 
the Turnpike. He found that the 
candlepower of rear lights on 
trucks was frequently much less 
than on passenger cars. Among his 


recommendations to remedy the | 


situation are: 
(1) An increase in candlepower 
of taillights on trucks; (2) 
Adoption of uniform light regu- 
lations on a nation wide basis 
(3) The installation of a signal in 
truck cabs which would work 
when lights were not in working 

order. 


We might offer another sug- 
gestion, and that is that truck 
dealers instruct their service men 
to inspect the taillights on every 
truck that comes into the shop 
and endeavor to sell the owner on 
a new set of lights, if those on his 
vehicle are in the badly banged up 
condition that a large portion of 
truck lights seem to be after they 
have been in service for a little 
while. 


* * * 


Freight Delivery Snarl 
A STORY recently came out of 
New York that Col. William 
B. Bunker, of the Air Transport 
Service division, told the American 
Society of Mechanical Engineers at 
their convention that within five 
years transport helicopters, lifting 
as much as five tons, will be mov- 
ing more than 80 percent of the 
men and supplies needed by the 
Army. He called for helicopters to 
replace trucks in the combat zone. 
If Bunker’s prediction isn’t the 
bunk—pardon the play on words— 
this may be a solution to the 
freight delivery snarl in lower 
Manhattan and many other places 
where truck traffic has long since 
more than filled the available 
streets. Of course, there is a matter 
of cost that enters into the com- 
mercial picture that doesn’t seem 
to be too paramount in Uncle 
Sam’s movement of men and sup- 
plies in a combat zone. 

After much pulling and shov- 
ing, the Michigan Supreme 
Court has finally ruled in favor 
of the non-carrier status of bona- 





fide truck-leasing-without-drivers 
as available from companies 
primarily engaged in the business 
of supplying “drive yourself” 
vehicles, 

This brings up the thinking by 
a goodly number of truck men who 
see a very rosy picture in the im- 
mediate future for truck leasing as 
against car leasing. They point out 
that the tax incentive for leasing 
is just as prominent as ever and 
that truck leasing has in its favor, 
the opportunity to more nearly 
amortize the cost of the equipment 
during the lease period. 

However, J. J. Stedem, of 
National Truck Leasing System, 
Ine., at that organization’s recent 
annual meeting, brought out the 
angle that the cost of operating 
trucks under lease has gone up 
and that some of the leasing 
companies are having difficulty 
making their old customers see 
their need for increasing prices. He 
says, however, that a very high 
percentage of the older customers 






are approving the increases the 
leasing companies ask of them. 
“An encouraging factor,” he says, 
“ig that even those who cancelled 
in previous years, are now coming 
back. Because when they can- 


celled, it was not because they 
knew what it cost to operate 
trucks today, but solely because 


they were quite naturally resentful 
of another increase. “So,” he con- 
tinued, “they learned the hard 
way.” ee io 


Lost: 3,600 Miles 


MERICA lost more than 3,600 

miles of highway in 1952 ac- 
cording to the National Highway 
Users Conference because some 25 
states continued to divert part of 
their highway user revenues to 
non-highway purposes. This brings 
the number of miles of highways 
lost by this practice since 1934 up 
to 125,172 miles, a figure which is 
greater than the total mileage of 
any single state, with the ex- 
ceptions of Kansas and Texas. 

The estimate of lost miles in 
each state is based on the aver- 
age capital outlay per mile of 
road built, and varies according 
to the type of construction. 
These costs ranged from a low of 
slightly less than $11,000 a mile 


service. 
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Engineered, Manufactured 
THE PERFECTION STEEL BODY CO. 


Models 725 « 820 « 825 


Compound-type, double lift-arm de- 
sign, for medium and heavy-duty 
service. Three standard models for 
body capacities of 6 and 7 cu. yards. 


Models 615 «715 « 715L « 720 


Rugged double lift-arm hoists for light and 
medium-duty service. Four standard models 
cover body capacities from 
1% to 6 cu. yards. 





Truckers Fulfill Mercy Mission— 

A semitrailer owned by Bursley Grocery Co., Fort Wayne, Ind., helps move patients 
from Methodist Hospital to the newly built Parkview Memorial Hospital. The move was 
organized by the Fort Wayne Truck Operators Assn., while Local 414 of the AFL 
Teamsters furnished more than 100 men to assist in the operation. 





in Alabama to more than $1,200,- 
000 a mile in New Jersey. 

From the evening of the sixth 
—(day after tomorrow)—until after 
the end of the NADA “bunion 
derby,” you will find me either 
at the Shelborne hotel, on the 
beach at Miami, or in the tent 


weight, simple 


heavy-duty service. 


Models 727 « 827 « 1027 « 1034 Roll-A-Lift 


A constant-low-pressure-type hoist that de- 
velops tremendous lifting capacity in relation 
to its piston displacement. Engineered for 
those jobs that require a rugged and power- 
ful hoist. Four standard models cover body 
capacities from 6 to 20 cu. yards. Heavy-duty 



















Aa) 
HOISTS 


All parts of PERFECTION Hoists 
— pumps, power take-offs, and 
cylinders are engineered and 
guaranteed by PERFECTION. 
Each part is carefully inter- 
designed with all other parts, 
to produce units of excep- 
tional efficiency, power, and 
dependability. 


Model 7780 Telescopic 


3-stage, telescopic, dual cylinder design pro- 
vides tremendous lifting capacity with least 
construction, 
operation. Direct upward lift is applied at the 
center of the load. For mounting on trailers 
with bodies up to 30 cu. yard capacity. Extra 





















Write for Literature Today 


shows where the major activities 
of the coming week will take place, 
at least as far as your service and 
truck columnist is concerned. 
Automotive News has its head- 
quarters at the Shelborne, and 
we'll be open to receive you from 
Sunday, Jan. 10, on to the end. 

























and smooth 



















Models 615B 
715B ¢ 720B 
Low - mount, 
lift-arm hoists for 
mounting with me- 


double 


dium and 
heavy - duty 
platform 
and stake 
bodies. 
Three mod- 
els for bod 
ies from 9 
ft. to 16 ft. 
long. 








STANDARD and SPECIAL UNITS 


IN ALL SIZES 


and Guaranteed by 


FOR ANY USE 





Dept. A-14, Galion, Ohio, U.S.A. 
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McCoubrey Presents Safety Award— 


Riverside, Calif., recently won first place in a statewide safety contest among cities 
of 25,000 to 50,000 population. Edgar L. McCoubrey (left), local Cadillac-Oldsmobile 
dealer and executive vice-president of the California Safety Council, presents the 
certificate to City officials. At the suggestion of McCoubrey, the council is backing an 
amendment to the motor vehicle code requiring auto inspection before renewal of a 
license in the case of cars 10 years old or older. 





Swint, Winn to Supervise Ford Plant in Livonia 


Appointment of John A. Swint | the tank division, with Swint as 
as manager and Wycliffe W. Winn | manager. The plant now is in the 
as assistant manager of the Li- | process of being converted from 
vonia (Mich.) plant of Ford Mo- | the production of M-48 tanks to 
tor Co.’s automatic transmission the manufacture of automatic 
division has been announced by | transmissions. Winn has been 
M. L. Katke, division general | manufacturing manager at the 


manager. Cincinnati Ford automatic trans- 
The plant has been operated by mission plant. 








Arch R, Smith has been appointed 
vice-president and general manager 
of the Grand Rapids branch of 
Frank Colker Co., Detroit distribu- 
tors for Towmotor Corp., Frank 
Colker, president, announced. 

Smith had been executive vice- 
president and general sales man- 
ager of Ready-Power Co., Detroit. 

* + * 


Col. Brisbine Retires 


From Highway Conference 

Col. Dawes E. Brisbine has re- 
tired after 19 years with the Na- 
tional Highway Users Conference, 
Arthur C. Butler, conference direc- 
tor, announced. He joined the Con- 
ference in 1935. 

On the eve of his retirement, 
Butler presented Brisbine with an 
inscribed gold watch and leather 
book containing letters and testi- 
monials to his long service. 

* 


* + 
Corwin Ends 39-Year Career 


With Champion Spark Plug 


Retirement of Charles L, Corwin, 
advisory sales manager, has been 
announced by Champion Spark 
Plug Co., Toledo. Corwin started 
with the firm in 1914 and was sales 
manager from 1940 until 1951, when 
he became advisory sales manager. 

O. C. Leighty is the present sales 
manager, and R. M. Ward and 
G. E. Ledbetter are assistant sales 
managers. 

* ok 
Morganstern Takes Over 


U. S. Distribution of Nycar 
Morgy Morganstern, Inc., 110 
Duane St., New York, has been ap- 
pointed national distributor to the 
jobbing and trim trade for Nycar, 
a high tensile material for auto 








Want More Truck Sales? 


































“package”. 


-with EXTRA PROFIT? 


You Can Increase Your Sales Volume and Profits by Offer- 
ing Your Prospects Exactly What They Need and Want. 


Montpelier 


DiLivenY VENicLEs 


ENGINEERED and BUILT 
TO MEET THE SPECIFIC NEEDS 
of YOUR CUSTOMERS 


YOU, the Truck Dealer, handle the complete deal—with the 
full cooperation of MONTPELIER Sales, Engineering and 
Manufacturing Specialists—whether it be for one vehicle or 
a large fleet. You quote your customer on the complete 





Here’s How MONTPELIER Helps You 


1. You tell us the nature of your customer’s business, 
the weight and size of commodity to be delivered, what 
specific features he needs and wants. 


2. Tell us the Make and Model of Chassis to be used. 


3. MONTPELIER will submit proposal and quotation to 
YOU—our recommendations based upon more than twenty 
years of experience in building delivery vehicles specially 
designed for maximum delivery efficiency, minimum cost. 


4. Simple, isn’t it? It will help you make More Plus-Profit 
Sales. MONTPELIER is especially interested in helping you 
get MORE FLEET BUSINESS—both Local and National. 


MONTPELIER Advertising Helps YOU, Too 


MONTPELIER Advertising appears in leading trade pub- 

lications going to those industries using the largest numbers 
of delivery vehicles. Your prospects read them. This 
advertising gets results—inquiries. Cash in on this 
result-getting advertising. 


WRITE, PHONE OR WIRE 
FOR COMPLETE DETAILS 


THE MONTPELIER’ MANUFACTURING CO., 


SO eae a eee 
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seat covers, according to Charles 
H. Proper, sales manager of Ellen- 
boro Mills, Ellenboro, N. C. 
Morganstern has been in the auto 
trim business 32 years. The firm 
owns and operates Virginia Fibre 
Corp., Petersburg, Va., and also op- 
erates Morgalite Corp., which man- 
ufactures electronic quilted plastic. 
7 + * 


Chrysler Names Woodruff 


Parts Wholesaling Director 


DeVere H. Woodruff has been 
appointed director of parts whole- 
saling for Chrys- 
ler Corp.’s Parts 
division, it was 
announced by 
John O. Huse, 
sales manager of 
the division. 

Woodruff joined 
Plymouth divi- 
sion in 1932. He 
was transferred 
to the Parts divi- 
sion in 1935 as 
competitive inves- 





D. H. Woodruff 


tigator. Since 1952 he has been 
serving as special sales assistant. 
* * * 


Dunlop Tire Promotes 


Elden to Vice-Presidency 

Howard E. Elden has been 
elected vice-president in charge 
of manufacturing, research and 
development of Dunlop Tire € 
Rubber Corp., Buffalo. 

Elden joined Dunlop 30 years 
ago. He was made technical man- 
ager in 1932, and placed in charge 
of research and developemnt in 
1950. 


* x * 


Whelan Retires from Post 


In Tide Water Sales 


William S. Whelan, assistant gen- 
eral sales manager of Tide Water 
Associated Oil Co.’s eastern divi- 
sion in charge of automotive sales, 
has announced his retirement as of 
Dec. 31. 

Whelan joined the company in 
1922 as a salesman at Westfield, 
N. J. He was appointed to his last 
position in New York in 1946. 

* * * 


Firestone Appoints Polser 


To District Manager Post 


Herman A, Polser has been ap- 
pointed district manager at Peoria, 
Ill., for Firestone Tire & Rubber 
Co., H. D. Tompkins, vice-president 
in charge of trade sales, announced. 

Polser joined Firestone in 1943, 
and was store supervisor prior to 
his most recent appointment. 

* 


* * 
Chrysler Corp. Ups Wall 


In Parts Division Sales 


Samuel J. Wall has been ap- 
pointed assistant sales manager of 
Chrysler Corp.’s parts division, ac- 
cording to John O. Huse, sales 
manager. 

Wall’s career with Chrysler dates 
back to 1934. He was named direc- 
tor of parts wholesaling in 1948. 

* * * 


3M Promotes Pearson 
Promotion of John W. Pearson 
to executive engineer in charge of 
engineering research and develop- 
ment has been announced by Min- 
nesota Mining & Mfg. Co. 
~ * > 


Thor Ups Fischer 


Ernest D. Fischer, service engi- 
neer for Thor Power Tool Co. in 








the Birmingham (Ala.) territory, 
has been appointed manager of the 
company’s new factory branch of- 
fice in Atlanta. 


* * * 


Goodrich Director 


Reuben B. Robertson jr., presi- 
dent of Champion Paper & Fibre 
Co., Hamilton, O., has been elected 
to the board of directors of B. F. 
Goodrich Co., it is announced by 
John L. Collyer, chairman. 

+ * * 


Ex-Cell-O Shifts Mustard 


Appointment of Jack L. Mustard 
as assistant general sales manager 
of the industrial division of Ex- 
Cell-O Corp., Detroit, is announced 
by D. H. McIver, vice-president for 


industrial sales. Mustard formerly . 


was assistant sales manager of the 
precision products division. 
* + aa 


Ethyl Boosts Ostrander 


R. J. Ostrander, former supervi- 
sor of motor vehicle operations at 
Ethyl Corp.’s research and engi- 
neering laboratories at Detroit, has 
been promoted to assistant director 
of technical service, according to 
Dan M. Guy, director of technical 
service. 

* * + 


Reps for Chicago, Portland 


Named by Prest-O-Lite 


Appointment of two new district 
representatives for Prest -O- Lite 
Battery Corp. has been announced 
by A. A. Feldman, sales manager. 

They are C. R. Munsch, Chicago 
sales district, and H. P. Mills, Port- 


land sales district. 
& * z 


Ross Gear Elevates Davis 


To Sales Vice-President 


Francis H. Davis has been elected 
sales vice-president of Ross Gear & 
Tool Co., Lafayette (Ind.) steering 
gear manufac- 
turer, according 
to John E. Jarrell, 
president, 

Davis joined 
Ross in 1926 as 
sales engineer. In 
1948 he was ap- 
pointed district 
sales manager, 
and in 1952 was 
promoted to sales 
manager, 

o> Se As sales vice- 
president, he succeeds S. L. Brad- 
ley, who retired after 36 years of 


service with the company. 
ok * + 





Rezolin Ups Hastings 
Rezolin, Inc., Los Angeles, manu- 
facturer of plastic materials for 
tooling, has announced the appoint- 
ment of Norry W. Hastings to head 
its product development division. 
Hastings had been chief chemist 


for Rezolin. 
* * * 


3M Appoints Miller 


Appointment of Dr. Matthew W. 
Miller as technical director of its 
coated abrasives and related prod- 
ucts division has been announced 
by Minnesota Mining & Mfg. Co. 
For the past six months Miller had 
been business manager of 3M’s cen- 
tral research department. 

* * + 


Bendix Moves Richardson 


I. F. Richardson jr., has been ap- 
pointed assistant general manager 
of the Kansas City division of Ben- 
dix Aviation Corp., W. B. Paine, 
division general manager, an- 
nounces. Richardson formerly was 

(Continued on Page 31, Col. 1) 





Century and a Half of White Sales— 


These five members of the White Motor Co. sales organization, attending a meet- 
ing in Chicago, average more than 30 years of service. They are (from left) L. B. 
Gilbert, Chicago regional manager; J. N. Bauman, sales vice-president; Frank Hanzlik, 
Minneapolis regional manager, and Malcolm Hay and Charles Boyd, of the Chicago 
sales organization. 
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(Continued from Page 30) 


manager of aircraft equipment 
sales and service of the Bendix 
Products division at South Bend. 


* * * 
Firestone’s Meek Receives 


Industrial Relations Post 


Joseph A. Meek has been ap- 
pointed director of industrial rela- 
tions of Firestone Tire & Rubber 
Co., J. E. Trainer, vice-president, 
announces, 

Paul Borda, who has been gen- 
eral manager of the Firestone-op- 
erated Ravenna Arsenal, Inc., for 
the past two years, will replace 
Meek as general factory manager 
of the Memphis plant. 

° + + 


Reo Appoints Baird 


As Detroit Manager 

Appointment of Floyd H. Baird 
as manager of the Detroit branch 
of Reo has been announced by A. L. 
Struble, vice- 
president of truck 
sales. 

A veteran of 
the truck indus- 
try since 1914 and 
a member of the 
Reo organization 
for 20 years, 
Baird will be in 
charge of selling 
trucks and indus- 
trial and marine , 
engines in De- F. M. Bate 
troit and southeastern Michigan. 
Previously, he served as Reo’s re- 
lief branch manager for the U. S. 

Baird succeeds Ray Harris, who 
died recently after a short illness. 

# + * 


Ductile Elects Fifield 


James E. Fifield has been named 
vice-president and general manager 
of the newly reorganized Ductile 
Iron Foundry, Inc., Stratford, Conn. 
Fifield was formerly with the New 
England technical field section of 
International Nickel Co., Inc. 

Bg * x 


Ackermann Ups 2 


Two promotions have been an- 
nounced by Ackermann Mfg. Co., a 
subsidiary of Wheeling Steel Corp., 
Wheeling, W. V. James F. Baxa 
has been appointed vice-president 
and general manager of sales, and 
George E. Martin replaces Baxa as 
general manager of the Ackermann 
factory. 

* * * 


Oneida Appoints Sales Aide 
And Advertising Agency 


Charles W. Trout, sales director 
of Oneida Products Corp., Canas- 
tota, N. Y., announces the appoint- 
ment of a new assistant sales man- 
ager and a Rochester (N. Y.) ad- 
vertising agency. 

D. G. Russell now is assistant 
sales manager of the school bus 
sales division. He formerly was ad- 
vertising manager of Superior 
Coach Corp., Lima, O. 

Kamb, Meteyer Advertising 
Agency will handle advertising 
needs for the conventional and met- 
ropolitan-type safety school buses. 

* s * 


Eis Automotive Augments 


Its Field Sales Staff 


Eis Automotive Corp., Middle- 
town (Conn.) manufacturer of 
brake parts, tools and brake fluid, 
has added four new salesmen. 

Jim Lewis will cover Michigan. 
Richard Diachuk will cover Ohio, 
except for the eastern portion 
around the Pittsburgh area. Boots 
Nixon will cover northern Illinois 
and Indiana, and Joseph Castle- 
berry will cover southern Indiana, 
and the eastern half of Missouri 


and the northern half of Kentucky. 
* * * 


McCormick Named Head 


Of Cleveland Ford Plant 


Charles R. McCormick has been 
named manager of Ford Motor 
Co.’s new Cleveland plant it is 
announced by Alton J. Hole, metal 
stamping division general man- 
ager. 

McCormick, with Ford since 
1923, formerly was manager of 
Ford’s Green Island (N.Y.) parts 
and equipment plant. 

Appointment of Kenneth M. 
Edwards as plant manager at 
Green Island was announced by 





Walter H. Simpson, general man- 
ager of the parts and equipment 
manufacturing division, Edwards 
had been administrative assistant 
to Simpson at Ypsilanti, Mich. 


* * + 
Eclipse-Pioneer Promotes 


Eigenrauch and Neuert 


Two promotions on the executive 
staff of Eclipse- Pioneer division 
foundries of Bendix Aviation Corp. 
have been announced by Ralph D. 
Ferguson, foundries manager. 

Larry Eigenrauch, formerly pro- 
duction manager, has been named 
sales manager. Willard Neuert will 
succeed Eigenrauch as production 
manager. 

Eigenrauch joined Eclipse - Pio- 
neer 13 years ago as a production 
planning clerk. Neuert has been 
with the firm since 1938 in produc- 
tion planning. 

* ” + 


Sloan Elected President 


By Missouri Truckers 


The Missouri Bus & Truck Assn. 
elected the following new officers 
at its convention in St. Louis: 

President, Lee J. Sloan, St. Louis; 
vice - presidents, Roy F. Reed, 
Kansas City; Kenneth Churchill, 
Chillicothe; A. A. Fowler sr., 
Kansas City, and treasurer, Roy B. 
Chipps, St. Louis. 

Pa 


* * 


Donlon and Hull Named 


To Posts with Welker 


C. Larry Donlon has been ap- 
pointed general manager of Welker 
Machinery Co., Detroit, according 
to E. H. Welker, president. 

Appointment of Roy H. Hull as 
sales manager was announced at 


the same time. 
+ + + 


Firestone Shifts Henderson 


To San Francisco District 


J. H. Henderson has been named 
manager of the San Francisco dis- 
trict of Firestone Tire & Rubber 
Co., according to H. D. Tompkins, 
vice-president for trade sales. Hen- 
derson had been Los Angeles dis- 
trict manager. 

* * * 
Ford Reassigns French 


To Manufacturing Post 

Appointment of John 8S. French 
as assistant general manager of 
Ford Motor Co.’s parts and equip- 
ment manufacturing division has 
been announced by Walter H. Simp- 
son, general manager of the divi- 
sion. 

French formerly was director of 


the office of defense products. 
ok * * 


Woosted Adds Yost 
David W. Yost has been named 
Rubbermaid Kar - Rug representa- 
tive for eastern Pennsylvania, New 





Ford Dealer Is 82— 


George Haberfelde, of George Haber- 
felde, Inc. (Ford), Bakersfield, Calif., cele- 
brates his 82nd birthday and 40th anni- 
versary as a Ford dealer by cutting a 
cake at a board meeting of the Ford 
Dealers Advertising Assn. of Southern 
California in Los Angeles. 


Jersey, Maryland, Delaware and the 
District of Columbia, according to 
R. B. Hazlett, automotive sales 
manager of Wooster (O.) Rubber 


* * 


Cadillac Selects Jenson 


M. S. Lester, general manager of 
Cadillac’s San Francisco branch, 
has announced the appointment of 
Robert Jenson as assistant whole- 
sale manager. Jenson has been 
with Cadillac since 1950, in both 


wholesale and retail activities. 
* * * 


Sales Aides Reassigned 


By Fisk-Gillette Tires 


J. J. Davison has been named 
manager of truck tire sales for 
the Fisk-Gillette tires division of 
U. S. Rubber Co., according to 
John A, Boll, division sales man- 
ager. 

Announcement was also made 
that A, G. Richtmyer had been 
appointed district manager at 
Portland, Ore., and R, P. Buis 
had been named district manager 
at Kansas City. 

Davison formerly was Portland 
district manager, and Richtmyer 
was district manager at Kansas 
City. Buis has been with U. S. 
Rubber since 1935. 


* * * 
Arkansas Bus-Truck Group 


Selects Ash as President 


Raymond Ash, Fayetteville, Ark., 
has been elected president of the 
Arkansas Bus & Truck Assn. 

Louis Riffe, Sweet Home, and 
Rodney Stewart, Magnolia, were 
elected vice - presidents. Marion G. 
Ward is secretary-manager. 

Artie Gregory, North Little Rock, 
was named vice-president for the 
American Trucking Assns, in Ar- 
kansas; W. R, Staggs, Texarkana, 
was named Arkansas industrial re- 
lations representative, and Joe 





Idea Pays Off — 


Mitchell Juras, a Ford division gage and 
test inspector, has won $3,000 as the first 
double-award recipient under the divi- 
sion’s employe suggestion plan. He of- 
fered simplified methods for installing 
truck nameplates and car trim. 


Robinson, Springdale, was named 
private carriers’ representative. 
* * * 


Kelly Heads Cole-Kelly 


After Cole’s Resignation 
Harold L. Cole has resigned as 

president of Cole-Kelly Equipment 

Corp., Richmond, Va. New presi- 


dent of the firm is J. Van R. Kelly. 
* * + 


Nash of Canada Promotes 


Barfoot to Sales Executive 

William E. Barfoot has been ap- 
pointed assistant general sales 
manager of Nash Motors of Can- 
ada, Ltd., Toronto. He will be in 
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charge of sales training programs 
and organizing dealer development 
activities, 

He is succeeded as advertising 
manager by John G. McNally, who 
also will handle sales promotion 
and public relations, 

* * * 


Motor Insurance Sends 


Hamilton to Washington 

John F. Hamilton has been ap- 
pointed manager of the Washing- 
ton (D.C.) branch of Motors 
Insurance Corp. 

Starting with MIC as a staff ad- 
juster in the Chicago branch in 
1936, he subsequently served. in 
Indianapolis, Davenport, Ia., and 
Louisville. 


Sarver Joins Auto Division 


Of Casco Products 


Robert F. Sarver has joined the 
staff of Casco Products Corp., in 
the automotive division of its De- 
troit office, it is announced by 
Wallace Powell, assistant vice- 
president. 

Sarver previously was with GMC 
Truck & Coach. 


* * * 


Gould-National Batteries 


Names 2 Regional Heads 

F.. H. Harris, manager of brand 
sales, Gould - National Batteries, 
Inc., St. Paul, has announced the 
appointments of L. J. Alexander 
as west coast regional manager 
and 8. EH. Opstad as northwest 
regional manager. 

Alexander has been with the 
company for 22 years and has 
been northwest regional manager 
since 1952. Opstad started in the 
St. Paul office in 19388 and has 
been division manager in Kansas 
City since 1944. . 


Independent tire dealer adds 
*75,000 a year to sales with 











Charlie Case, a successful dealer who chose nationally 
advertised products to sell, then consistently backed 
them with good service plus every local advertising 
means available. 


THE HOWARD ZINK CORPORATION 


Fremont, Ohio 
Other Plants in Passaic, N. J., Long Beach, Calif., Charleston, Miss. 


for personal use. 








Howard Zk SEAT COVERS 


HARLIE CASE TIRE COMPANY of Phoenix has 

made a booming success of the $500 a month 
service station taken over in 1945. Total sales last 
year hit $500,000 . . . 15% grossed from seat covers 
... and Charlie predicts seat cover sales will grow 
in coming years. For one thing he plans to put 
stronger selling effort behind the nationally 
advertised Howard Zink seat covers. 


If you are interested in adding sales and profit 
with a fast selling line of merchandise, Howard 
Zink offers you a real opportunity. 


Howard Zink is the only nationally advertised 
brand of seat covers. Consumers everywhere know 
and trust the name, as you know and trust the 
quality of nationally advertised products you buy 


Write today for information on how you can 


get into the profitable 
seat cover business 
with the Howard Zink 
seat cover line. 







AAMA CONVENTION FEBRUARY 8, 9, 10, 11 — BOOTH NUMBERS 312-313-314 
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Diamond Tire Sales Mapped— 


Wallace Lindsey (right), president of Lindsey-Nicholson, Diamond tire jobber in 
Alexandria, Va., and M. G. Huntington (second from left), general manager of the 
Diamond rubber division of B. F. Goodrich Co., discuss sales and merchandising plans 
in Akron. Also participating in the meeting were E. H. Mueller (left), Diamond field 
representative, and H. M. Rockwell (second from right), Diamond eastern zone man- 


ager. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 














Coming Events== 


Dealers Conventions 
Jan. 9-13 — NADA convention, Miami 
Beach, Floida. 


May 10-11 — Missouri Automobile Dealers’ 
Association Convention, Muehlebach 
Hotel, Kansas City, Missouri. : 

Sept. 12-14—New York State Automobile 
Beolers’ Convention, Saranac Inn, Sar- 
anac, New 


Dealers Auto Shows 
Jan. 15-24—Southern California Auto Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 23-30 — Baltimore Automobile Show, 
Inc., Sth Regiment Armory, Baltimore, 


Md. 

Jan. 29-Feb. 7— Portland Motor Show 
Portland, Ore. 

Jan. 30- Feb. 7—Greater St. Louis Auto- 
motive Assn., Inc., Exposition Hall, Kiel 
Auditorium, St. Louis. 

Jan. 31-Feb. 6—Syracuse Auto Show, 
Syracuse War Memorial Bldg., Syracuse. 

Feb. 4-7— Greater New York Autorama, 
Westchester County Center, White 
Plains, N. Y. 

Feb. 6-13 — Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Feb. 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium, Milwaukee. 

Feb. 13-21—San Francisco Auto Show, 
Civic. Auditorium, San Francisco. 

Feb. 13-2i—Indianapolis Auto Show, Man- 
ufacturers Bldg., State Fair Grounds, 
Indianapolis. 

Feb. 17-2i—4th Annual National Autorama, 
— State Armory, Hartford, 

onn. 
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ner Electric Corporation 
by (0 Plymouth Avenue 
St. Louis 14, Missouri 
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costly compressor 


road repair calls.” 


WagnerElectric Grporation 


6393 PLYMOUTH AVE., ST. LOUIS 14, MO., U. S. A. 
(Branches in Principal Cities in U.$. and in Canada) 
BRAKES ... TACHOGRAPHS ... ELECTRIC MOTORS ... TRANSFORMERS ... INDUSTRIAL BRAKES 





Feb. 18-2i—Jamestown Auto Show, James- 
town Armory, Jamestown, N. Y. 


Feb. 20-27 — Pittsburgh Auto Show, Hunt 
Armory, Pittsburgh. 


Feb. 20-28—4Ist Detroit Auto Dealers As- 
— Auto Show, State Fair Grounds, 
etroit. 


Feb. 20-28—Washington, D. C. Auto Show, 
D. C. National Guard Armory, Wash- 
ington, D. C. 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium, Kansas City, Mo. 

March 4-6—Ogdensburg Auto Show, State 
Armory, Ogdensburg, N. Y. 

March 13-20—Rochester Auto Show, State 
Armory, Rochester. 

March 13-2i—Chicago Auto Show, Inter- 
national Amphitheater. 

March 26-28—Lewiston Auto Show, Lewis- 
ton, Idaho. 

March 27-28 — Kansas Automobile Show, 
Hutchinson Sports Arena, Hutchinson, 
Kansas. 

April 3-7—Canton City Auto Show, Can- 
ton Memorial Auditorium, Canton, Ohio. 

April 3-11 — Quad-City Autorama, Rock 
Island Armory, Rock Island, Illinois. 

April 17-25— Seattle Auto Show, Seattle 
Civic Auditorium. 

April—Denver Auto Show, Denver Munici- 
pal Building, Denver. ‘ 

* 
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Jan. 9-13—7th Annual NADA Shop Equip- 
ment Exposition, Portico Annex, Munici- 
pal Auditorium, Miami Beach, Florida. 
Jan. 9-13— NADA Truck Equipment Ex- 
position, Miami Beach, Florida. (Held 
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safety and have eliminated / 





Daum Over-Nite Express, Inc., Chicago, Ill. 


An ever-increasing number of fleets, like Daum Over-Nite 
Express, Inc., are getting added safety and service from 
Wagner Rotary Air Compressors ...standard on all 
Wagner Air Brake Systems. All of these outstanding 
companies have proven to themselves that Wagner 
Rotary Air Compressors materially reduce costly down 
time for shop repairs, are easy to install, and guarantee 
drivers reliable, safe-sure stopping power. 


The excellent-rated dependability of Wagner Air Brake 
Systems is backed-up by over twenty-six years of experi- 
ence in manufacturing brakes and complete brake sys- 
tems. Valuable engineering skill and development add 
to the many features you gain when you install Wagner 
Air Brakes. For example, there’s no carbon formation in 
air lines because the oil is separated and cooled before 
the air is discharged from the Wagner Rotary Air Com- 
pressor. Rotary motion maintains uniform torque load. 
High volumetric efficiency assures fast air recovery. 
Preventive maintenance is easy and infrequent. 


It will pay you in extra maintenance dollars saved to 
investigate the proven record of Wagner Air Brakes. 
Complete details and data on Wagner Air Brake Systems 
as well as Wagner Rotary Air Compressors, Brake Appli- 
cation Valves, Quick Release Valves, Emergency Valves 
for trailer breakaway protection, and other top-rated 
Wagner Air Brake Parts are contained in Wagner Bulletin 
KU-201. Send for your copy, today. No obligation. 


KS4-TA 





in connection with NADA convention.) 

Jan. 10-13—American Road Builders Assn. 
Annual Meetin Chalfonte . Hadden 
Hall, Atlantic City, New Jersey. 

Jan. tl-13—Truck Trailer Mfgs. Assn. An- 
nual Convention, Boco Raton Hotel, 
Boca Raton, Fla. 

Jan. 11-15—Society of Automotive Engi- 
neers (Annual Meeting and Engineering 
Display). Sheraton-Cadillac and Statler 
Hotels, Detroit. 

Jan. 21-2,— GM Motorama, Waldorf-As- 
toria, New York. 

Jan. 23-31 — Second Annual World Motor 
Sports Show, Madison Square Garden, 
New York City. 

Jan. 28-29—\5th Annual Meeting, National 
Council Private Motor Truck Owners, 
Inc. Conrad Hilton Hotel a Hi. 

Feb. 6-14—GM Motorama, Dinner Key Ex- 
position Hall, Miami. 

Feb. 8-1I—Automotive Accessories Manu- 
facturers of America Exposition, Navy 
Pier, Chicago. 

March 2-4—Society of Automotive Engi- 
neers (National Passenger Car, Body, 
and Materials Meeting), Statler Hotel, 
Detroit. 

March 4-7 — Pacific Automotive Show, 
Seattle Civic Auditorium. 
March 6-14—GM Motorama, 
Auditorium, Los Angeles. 
March 27- Apr. 4—GM Motorama, Civic 

Auditorium, San Francisco. 

April 5-7—American Society of Lubrica- 
tion Engineers, Netherlands-Plaza Hotel, 
Cincinnati, Ohio. 

June 6-lI—Society of Automotive Engi- 
neers (Summer Meeting), Ambassador 
ae Ritz-Carlton Hotels, Atlantic City, 
N 


Pan Pacific 


August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 12-i6é—Society of Automotive Engi- 


neers (National Tractor Meeting), 
Schroeder Hotel, Milwaukee. 
Sept. 15-17 — National Petroleum Assn. 


(52nd Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. : 

Week of Oct. 18—Society of Automotive 
Engineers, National Transportation Meet- 
ing), Boston, Mass. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Nov. 4-5—Society of Automotive Engi- 
neers (National Fuels and Lubricants 
Meeting), Mayo Hotel, Tulsa, Okla. 


Reciprocity Pacts 


Shelved as Ohio 
Studies Tax Law 


COLUMBUS, O.—The Ohio Reci- 
procity Board has temporarily 
shelved reciprocity agreements with 
other states pending further study 
of the operations of the axle-mile 
tax law. 


Under terms of the Ohio law, 
reciprocity is to be granted only to 
those states which have a similar 
tax on trucking. As the situation 
now stands, all truckers entering 
the state will be required to pay 
the tax. 


The Ohio board’s action came at 
a time when a strong plea had been 
received from Illinois seeking con- 
tinuation of reciprocal privileges. 
Other states thought by interstate 
truckers to be accepted under the 
terms of the Ohio law were New 
York, Pennsylvania and Michigan. 


Ohio officials recently announced 
that highway use permits would be 
available to out-of-state truckers at 
deputy registrars’ offices in Toledo, 
Conneaut, Youngstown, Steuben- 
ville, Gallipolis, Portsmouth, Cin- 
cinnati, Bryan, Van Wert and 
Easton. 


It was also announced that, for 
30 days or so, warning tickets 
would be issued to trucks without 
the use permit, but that a record 
of such cases would be kept with 
the Ohio tax commissioner. 





Evolution 


Ford Museum to Tell Saga 


Of Sports Cars 


DEARBORN.—Some of the 
world’s outstanding sports cars will 
be on exhibition at the Henry Ford 
Museum when “Sports Cars Un- 
limited” opens Jan. 8. 


More than 50 automobiles will 
show the evolution of the sports 
car, beginning with a 1910 Hudson 
Speedster and running through to 
a 1954 Fiat V-8. The exhibition also 
will stress future trends, which will 
be dramatized by an Alfa Romeo 
Disco Volante and Bat, and many 
plastic-bodied cars. 


The only production plastic sports 
car built in the U. S., the Chevrolet 
Corvette; the Kaiser Darrin; the 
Edwards hybrid using a Lincoln 
engine, shortened Ford chassis and 
fiber glass body; the Cunningham, 
and two Chrysler experimental 
sports cars, the DeSoto Adventurer 
and the Dodge Firearrow, will also 
be on display. 


Some 20,000 square feet of floor 
space will be utilized, Photographs 
and paintings of notable sports-car 
events, cars of unusual design and 
artists’ conceptions of sports cars 
of the future will form a backdrop 
for the exhibition. 
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By James D. Woolf 
Special Correspondent 

1. friend of mine, Clyde 
£% Bedell, makes some observa- 
tions regarding retail advertising 
which make a lot of salesense to 
me. 

Bedell, formerly advertising di- 
rector for Marshall Field & Co., 
and currently a consultant to a 
number of retail businesses, 
knows whereof he speaks. He has 
been seeing the wheels go ’round 
for a long time. 

His thesis is this: Bargain prices 
are not in themselves an advertis- 
ing IDEA. They in themselves are 
not concepts that motivate people 
to buy. 

A cut price (“Today only! This 
Deluxe Electric Fan for Only 
$1.98!”) possesses selling power 
only to the extent that the con- 
sumer has confidence in the maker 
of the fan or in the integrity of 
the retail advertiser who offers the 
cut price. : 

The consumer knows that, except 
in unusual circumstances, it is not 
possible to purchase a reliable elec- 
tric fan for less than $2. 

* * * 


Honesty Important 


|S Syl if he respects the honesty 
and goodwill of the company 
that made the fan (General Elec- 
tric or Westinghouse, for example), 
he is likely to be persuaded—pro- 
vided the advertisement gives him 
a sensible and credible reason why 
the fan is being offered at its 
absurdly low price. 

Or if he believes in the hon- 
esty and goodwill of the store 
(Marshall Field’s or Macy’s). Cut 
price offers are most effective, 
even when the brand names are 
not given, when the retailer en- 


‘Make’ Meetings 
Scheduled for 
NADA Parley 


WASHINGTON.—NADA has an- 
nounced the following times and 
places for meetings of national 
“make” advisory committees at its 
Miami Beach convention. 


All meetings will take place next 
Sunday (Jan. 10). The schedule: 


Buick—Hotel Delano, Card Room, 
10 a.m. 

CapitLtac—Delano, Fala Room, 10 
a.m. 

CuHEvrROoLET — Delano, Card Room, 
2 p.m. 

CHRYSLER — Delano, Fala Room, 2 
p.m. 

DeSotro—H ot el Marseilles, Card 
Room, 2 p.m. 

Dopce—Marseilles, Card Room, 10 
a.m. 

Forp—Hotel Shelborne, Card 
Room, 10 a.m. 

Hupson—H otel Sea Gull, Card 
Room, 10 a.m. 

Kaiser—Hotel Nautilus, Card 
Room, 10 a.m. 

LINCOLN - Mercury — Shelborne, 
Card Room, 2 p.m. 

Nasu—Shore Club, Card Room, 
10 a.m. 

O_psmMosiLe—Delano, Zodiac Room, 
10 a.m. 

Packarp—Shore Club, Card Room, 
2 p.m. 

Pontiac — Delano, Zodiac Room, 
2 p.m. 

SrupeBAKER — Nautilus, Card 
Room, 2 p.m. 

Witys—Sea Gull, Card Room, 2 
p.m. 

Addresses of the hotels are: De- 
lano, 1685 Collins Ave.; Marseilles, 
1741 Collins Ave.; Nautilus, 1825 
Collins Ave.; Sea Gull, 100 Twenty- 
first St.; Shelborne, 1801 Collins 
Ave., and Shore Club, 1901 Collins 
Ave. 





Taylors Goes to Movies 

Taylors, Inc. (Dodge-Plymouth), 
19711 Livernois, Detroit, has placed 
a new Dodge Royal on display in 
the lobby of the Royal Theater, 
Seven Mile and Meyers Roads. The 
dealership also is sponsoring the 
theater news program, according 
to Bert Simons, merchandising 
manager. 
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Salesense in Advertising 
Tested Ideas for Small Business 


joys a reputation for square 
dealing. 

This is the lesson that such great 
pioneer merchants as John Wana- 
maker and Marshall Field discov- 
ered early in their careers. 

Here’s what Bedell has to say: 

“Many merchants, advertisers, ad 
people—say that price is the great- 
est of all appeals in advertising. 
Strictly speaking, price is’ not an 
appeal at all.” 

* * * 


Benefits Are Only Appeal 


— only advertising appeals 
are benefits. There are no ap- 
peals but benefits. All benefits are 
appeals. A price is not a benefit. 
Therefore, a price is not an appeal. 
However, a low price may provide 
the appeal or benefit of ‘money 
saved’ or the appeal of ‘extra value,’ 
or ‘special opportunity.’ All those 
are benefits. 


“Suppose I tell you I will sell 





you a car you have never seen 
or heard described for $2,500. 
That price has no significance as 
an appeal... You immediately 
want to know what the price is 
in relation to the amount and 
quality of car you get... 


“Price is what you pay out, Pay- 
ing out is not a benefit. What you 
GAIN is a benefit. You don’t pay 
out a benefit (price) to get other 
benefits, which is the only reason 
you buy anything. Price is a ‘pen- 
alty’ you pay to get benefits which 
you prefer to the money they 
cost... 

“Price is important. It is not, 
however, as a good many persons 
say, the one thing of importance, 
or even the matter of first im- 
portance...” 

* > * 
Price Comes Second 


__ research suggests that 
neither to the woman who is 


paying $8,000 for a mink coat, nor 
to the woman who is spending $18 
for a coat, is the matter of price 
the first concern. ‘What will the 
coat DO for me?’ usually comes 
first. Then the price can be vitally 
important, and to many is vitally 
important.” 

Coming from a widely recog- 
nized authority, these words of 
Bedell’s deserve the thoughtful 
attention of my readers. 

It all sums up to this, I think: 
Include price always in your adver- 
tising. Consumers do want to know 
what things cost. Nothing is more 
irritating to me, as a consumer 
than the advertisement that fails 
to state the price of something that 
I think maybe I might want to buy. 
I insist—and I have said so many 
times in this column—that it is a 
DISSERVICE to consumers not to 
tell them the price of the adver- 
tised product or service. 

But price alone has no meaning 
unless the reader is told what the 
advertised product will DO for her. 
And “sensational” bargain prices 
possess little credibility unless the 
reader believes in the integrity of 
the advertiser. 
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Alcoa Conducts 
Piston Parley for 
Design Engineers 


CLEVELAND. — Some 130 auto- 
motive design engineers discussed 
new developments in piston design 
during a symposium held at the 
Cleveland works of Aluminum Co. 
of America. 

The two-day symposium pre- 
sented data on aluminum pistons 
developed in more than 35 years 
of research by Alcoa’s development 
division and aluminum research 
laboratories. 

Eighteen papers were presented 
by Alcoa engineers. All types of 
aluminum pistons were discussed 
and the all-aluminum double trans- 
slot piston was demonstrated as the 
optimum design for most engines. 


The papers discussed history; 
nomenclature; forms and function 
of pistons; basic engine informa- 
tion and design procedure; alumi- 
num alloys and heat treatments 
used in piston design, and piston 
cam contours. 

Tours of Alcoa’s foundries, forge 
shops and laboratories were a fea- 
ture of the symposium. 








ZT 
HOLMES 





Junior 








Holmes Junior can be used most efficiently 
for fast Pickup and Delivery Service. 
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... Handles Wide Variety 
of SERVICE CALLS 





Holmes Junior makes the ideal Service Unit for those 


customers who cannot drive into your shop. 


The new HOLMES Junior WRECKER is a small 
but powerful little unit which can be very profitably 
used on many “Service Calls” where a larger wrecker is 
not needed. This model was designed for use on a light 
truck and is especially suited to work in con- 
gested areas. It is fast, easy to handle in traffic, and most 
economical to operate. The wrecker has a capacity of 
3 tons which is ample power for handling the average 
car and a wide variety of service calls. 


HOLMES Junior, although different in design and 
construction from the larger Holmes models, has many 
built-in Holmes features which makes it very desirable 
as a light pickup and service unit. It is available either 
hand or power operated and can be installed on any 
¥4 to 14% ton truck using the service body that comes 
with the truck. See your jobber or write us direct. 


HOLMES JUNIOR DELIVERED PRICE 
Model 330-P — Power Operated $495.00 
Model 330-H — Hand Operated $330.00 


ERNEST HOLMES CO. 


Chattanooga, Tennessee 








VACUUM CLEANER — This heavy - duty 
wet-dry unit, BWD-18, is powered by a 
motor that is removable. It can be used 
as a portable vacuum or as a high-speed 
blower for cleaning motors and machinery. 
Clark Sanding Machine Co., Muskegon, 
Mich. 


DIRECTIONAL SIGNALS—Acrystat, a line 
of smaller signals, and Sigstat, a line of 
“king-size” signals, are of rimless con- 
struction, with lamps providing maximum 
illuminated lens area, the maker says. De- 
signed for commercial vehicles, both sizes 
have legal approval in all 48 states and 
the District of Columbia, according to 
Signal-Stat Corp., 523-39 Kent Ave., 


Brooklyn 11, N. Y. 
* * 


TESTING TOOL COVER — These poly- 
ethylene covers are designed to protect 
testing and servicing equipment from dirt, 
dust and other harmful matter. The cov- 
ers are easily cleaned with any solvent 
and, when not in use, can be folded for 
easy storage. Mason Corp., 115 Mill St., 
Revere, Mass. 

ee ae 


Booklet Tells Operators 
How to Up H. P., Cut Care 


Truck and bus fleet owners, oper- 
ators and maintenance superintend- 
ents and garage owners can obtain 
information on how to increase 
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horsepower and decrease mainte- 
nance in a new 20-page booklet 
describing the Vertex Magneto. 
Published by the Ronco Corpora- 
tion, Blue Bell, Pa., the publication 
outlines the design, operation, ap- 
plications and advantages of the 
Vertex Magneto, developed by 
Scintilla, Ltd., Switzerland. 


* * * 
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REAR PROTECTION — The Hurrican 
Bumper is designed for % and %-ton 
trucks and is attached to frame channel 
and top part of pickup bed without weld- 
ing or drilling of holes. The 90-pound 
bumper is said to protect the entire rear 
of the truck, strengthen the frame and 
provide a. convenient step for getting in 
and out of the truck bed. Precision Prod- 
ucts, Inc., Springfield, Ill. 


SPLASH SHIELD—The Flexi-Fend is said 
to reduce upkeep costs of mud flaps. It 
follows the contours of the wheel like a 
fender and stops all back splash, ac- 
cording to United Metal Craft Co., Ypsi- 
lanti, Mich. 


STRENGTHENED DOORS—The Montpe- 
lier Model 12 Urban low-step delivery 
body features doors fashioned by hand 
from Armorply, a product of U. S. Plywood 
Corp. and a laminate with a metal facing 
bonded to one or both sides of a plywood 
core. Usual thickness of the metal is ap- 
proximately 0.025 inches. All Montpelier 
doors are custom-built to meet individual 
requirements. Montpelier Mfg. Co., Mont- 
pelier, O. 


ENGINE DATA— “The Mighty Mustang 
for Your Industrial Engine Requirements” 
is a folder describing White industrial 
engines from 50 to 200 horsepower. White 
Motor Co., Cleveland 1, 9. 


CROSS BOW—Split-Cross-Bo for open- 
top trailers need not be removed from 
the truck when loading or unloading, ac- 
cording to the maker. Described as easily 
installed, it fits the standard % or %- 
inch bow pocket. Each half of the unit 
swings back or forward parallel to the 


"| side of the trailer and locks into place 


sated 


LUBRICATING MODEL—Gusher bearings 
are demonstrated in this clear-view hous- 
ing available to jobbers. The model also 
shows a self-aligning, full-floating swivel 
bearing, a piston-action feature and uni- 
form grease reliefs. Moog Industries, Inc., 
6650 Easton Ave., St. Louis, Mo. 

* * of 


SWING-UP DOOR—The K-D door comes in four sections which are quickly assem- 
bled, the maker says. The door is adjustable from 72 to 90 inches in width and 
height to fit various truck or trailer openings. The door facilitates platform loading 
and is weatherproof and resistant to rust and corrosion, it is said. The design 
embodies panels of 20-gage steel and bracing of 18-gage steel. Truk-A-Door Co., 
2457 Woodward Ave., Detroit 1, Mich. 


to make loading clear of obstruction. Truk- 
A-Door Co., 2457 Woodward Ave., De- 
troit 1, Mich. 


TELESCOPIC HOIST—A new line of tele- 
scopic hoists for 12 to 24-foot dump 
bodies features four models. Mounting of 
cylinders with pin-eye end connections 
permits a free swinging action, thereby 
eliminating stress and strain on the hoist, 
according to the maker. Another feature 
is pressure pocketing, which applies pres- 
sure to the back of the thrust plates to 
keep them in sealing contact with the gear 
ends. Perfection Steel Body Co., Galion, O. 

* * * 


Ingersoll-Rand Introduces 


Air-Driven Metal Cutter 


A new MC-12 Impacutter pow- 
ered by compressed air for cutting 
panels and other sheet metal in 
body shops, for scraping, for bolt, 
nut and rivet cutting and for spot 
weld busting has been introduced 
by Ingersoll-Rand, 11 Broadway, 
New York 4, N. Y. 

Weighing three pounds, 13 
ounces, the MC-12 Impacutter, does 
not stretch the metal and leaves 


no rough edges, the manufacturer 
says. The chisels, which may be 
quickly changed, can cut in any 
position in relation to the handle. 


TURN SIGNALS—These new directional 
signals are said to offer 50 percent great- 
er illumination area than was heretofore 
available. The prismatic Plexiglas lenses 
have high impact strength and will not 
shatter, fade or corrode, it is said. Turn- 
signal Corp., 2720 W. Susquehanna Ave., 
Philadelphia 21, Pa. 


SAFETY BELT—The Rapid Safe-T-Belt is 
anchored to the floor of the car, thus pre- 
venting both the seat and passenger from 
being thrown forward in an accident. 
Rapid Tool & Mfg. Co., 340 Fairbanks St. 
N.E., Grand Rapids, Mich. 


ee 


SKIN CLEANSER—Pro is a soap which 
is said to cleanse skin of grease, grime 
and dirt without use of water. It contains 
lanolin and lozene, an antiseptic which is 
said to check skin bacteria. Nox-Rust 
Chemical Corp., 2425 S. Halsted Ave., 
Chicago 8, Ill. 


ANTI - SKID DEVICE — Inventor George 
Jankauskas points out his Safety - Skid, 
which he says keeps cars from skidding 
on icy or wet surfaces by preventing the 
rear wheels from locking when the brakes 
are applied. The device is controlled by 
a button under the dashboard. It fits un- 
der the hood and connects to the master 
brake cylinder. By controlling the hydraulic 
fluid pressure, it prevents wheels from 
locking. Safety-Skid, Inc., 52 Main St., 


South River, N. J. 
a ae 


BATTERY FILLER— The No. 85 Crystal- 
Pure Battery Filler is said to convert ordi- 
nary tap water into pure, distilled water. 
It is equipped with a compact water puri- 
fication filter. When water is sucked into 
the jar, the filter eliminates all minerals 
and salts. E. Edelmann & Co., 2332 Logan 


REAR DECK KIT—Available for 1954 
Plymouths, the kit is custom fitted and con- 
toured to the rear deck lines of the car. 
Although not designed to carry the spare 
tire, it gives the car a longer, continental 
look. The unit lifts with the trunk lid. 
J & H Sales Co., 75 E. Wacker Drive, 
Chicago 1, Ill. ¥ 


CAR TURNTABLE—This 24-foot sloping 
turntable is now in use at the Ford Ro- 
tunda in Dearborn to display the XL-500 
“car of the future.’ Macton Machinery Co., 
Inc., 217 Locust Ave., Port Chester 5, N. Y. 


fl 


HYDRAULIC LEVELING DEVICE—The Lev-l-Matic has been introduced on the Supe- 
rior side-servicing funeral coach on Cadillac chassis. F. C. Rees, manager of Superior's 
funeral coach division, explains its features to funeral directors George C. Carson, 
Independence, Mo., and James P. McGilley, Kansas City. Superior Coach Ce'p., 
Lima, O. 
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By J. B. Van Tassel 


Dealer Business Counsel 


5 and parts volume 
should be established on a basis 
to provide enough income to ab- 
sorb 100 percent of the fixed ex- 
pense of a dealership. 

For example, let us assume a 
dealer’s total 
fixed expense for 
the ensuing 
month is esti- 
mated at $1,000 
and his average 
gross profit in- 
come from the 
sale of parts and 
accessories, other 
than replacement 
5 parts sold in re- 

- pairs, is averag- 
J. B. Van Tassel ing $100 per 
month. This will leave a balance 





Dealer Business Counsel 


100% Service Absorption Can Help Keep 
Firms in Business in Bad Times 





a steady flow of customer labor 
and parts traffic through his serv- 
ice department, he is fairly safe to 
use the total amount of this 
monthly income as a guide for a 
monthly amount to absorb over- 
head expense burden. Probably this 
100 percent absorption cannot be 
maintained at all times, but in 
order to be assured of staying in 
business in bad times, as well as 
good times, it should be as near 
as possible to 100 percent absorp- 
tion. 


It is important to hold down 
total overhead expense burden 
because once a dealer has built 
it up it is usually there to stay. 
It is almost impossible to greatly 
decrease rents, salaries, etc., 
without tearing down a business 
and reorganizing. 


graph, car expenses, express 
charges, miscellaneous expenses, 


etc. 
* * * 


Salaries and Rents 

— salary accounts are re- 
duceable from time to time 

where a department has been over- 

staffed due to poor management 

and poor foresight. 

Also, it is possible to reduce 
rental expenses at times by sub- 
letting some unoccupied floor 
space which was assumed to be 
necessary at the time the build- 
ing was contracted for, but later 
proved to be unnecessary. 

In fact, none of these overhead 
expense items are definitely fixed, 
except taxes and depreciation, al- 
though many motor accounting 
manuals and statements for dealers 
show the term of “fixed expense” 
in their classification of this group 
of expenses. 

(Any questions you may have 


Ford Displays Brighten Antwerp— 


Representative firms in Antwerp, Belgium, set up arches to illuminate the city during 





on dealer business management | the Christmas season. Ford Motor Co. built these arches in the Central Station area. 


of fixed expense of $900. 

Now, let us assume his average 
gross profit income from service, 
labor and parts, and accessories 
sold in repairs is averaging $10 
for each repair order written. On 
this basis he would have to sell 
90 repair orders to offset this 
$900 balance in fixed expenses. 

I don’t say this is practical in 
every case, but I do recommend 
that this basis be used as a guide 
to help dealers and their staffs to 
constantly keep aiming for 100 per- 


cent absorption. 
* * + 


Curbing Overhead 
— RE a dealer’s experience | 
shows that he has developed 


Owners Advised 
To Trade Cars 
Every 3 Years 


NEW YORK.—Small-car owners | 
are advised to trade in their autos 
every three years in an article ap-| 
pearing in American magazine. 

This is wise, the writer states, | 
“because the three-year-old car) 
still has a relatively high tradein | 
value (usually about 50 percent of | 
its original price) and because if a 
you keep it much longer your up-| = ald — 
keep costs are pretty sure te in-| a e 
crease.” 

To support this position, it was 
pointed out that a recent study 
indicates that it costs $575 annual- 
ly to keep a small car two years, 
$546 annually to keep it four years 
and only $529 a year to keep it 
three years. These figures include 
initial outlay, depreciation and re- 
pairs. Operating costs were ex-| 
cluded. 

The article cited another study 
urging low-priced car owners to! 
trade in their vehicles after 2% 
years or 45,000 miles, medium- 
priced car owners to trade after| 
three years or 60,000 miles and 
highest-priced cars after four years 
or 80,000 miles. 

Citing NADA figures, the story 
said that, on the average, a car’s 
value drops between 20 and 25 per- 
cent the first year, 15 percent the 
second year, and 10 percent the 
third year. 

Great emphasis in the article is 
placed on the desirability of proper 
maintenance of a new car. 

“If you take perfect care of your 
automobile,” the writer says, “It 
may give you a longer period of | 
economical service than the figures | 
indicate. 

“On the other hand, if you don’t 
get it greased regularly, or have a 
youngster who gives it a beating, 


However, there are many of these 
overhead expense items that do 


will be gladly answered by J. B. 
Wondering how new-car and truck production and sales are making out? AUTOMO- 
vary and are controllable, such as Van Tassel, care of AUTOMOTIVE TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


heat, light, power, insurance, main-| News.) automotive industry, every week throughout the vear. 


-— _ —_ en ———— 














# 
Bill Vukovich says .. . 
“I proved Monro-Matic Shock 
9 Absorbers outperform the field” 


‘ioe brings in the fastest cars 
brings in the biggest profits 







Proved on Indianapolis Speedway 


MONRO-MATIC 


SHOCK ABSORBERS 


make any car ride better than new 





FREE RIDE 
a 
















owners. Installed in as little as half- 
an-hour, you make up to $15.00 on 
each set. They’ll win friends for 
you because they make any car 
ride better than new. Get the com- 
plete details on the fastest, easiest 


Again, Monro-Matics brought in 
the big money-winner at the ‘‘500’’ 
. . . the four fastest cars were 
Monro-Matic equipped. 
Monro-Matics are the big money- 
winner for dealers across the nation. 


it may become ripe for a turn-in The Monroe 30-Day Free Ride money-maker in the industry. See The only 
long before its age or spee~ometer | Plan sells 2 out of every 5 car your jobber or write us today. Shocks with 
figures say it is.” Automatic 

FREE — You are invited to a Free showing of Adjustment 






“BEHIND THE SCENES AT INDIANAPOLIS.” 


SajoT-W old as : Ask your jobber for date of showing. 


ST. LOUIS.—Safe-T-Weld Co., 
headed by A. H. Leu, has taken 
over the rebuilding operations of 
Mercury Brake Products Co., Chi- 
cago. The equipment and inventory 
has been moved to St. Louis. 


MONROE AUTO EQUIPMENT CO. 


MONROE Ue ee REC a) 
est Maker of Ride Co 








World's 


ae 


The AUTOMOTIVE NEWS ALMANAC is 
1 year-long friend. Use it often for statis- 
ties, buyer information and personnel data. 
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20s. 47 (S) 2-dr., $425, $340; 4-dr., : 
Average Used-Car Prices 








MERCURY — '51 4-dr., $840. ‘50 4-dr., 
$675. '47 2-dr., $210. 
OLDSMOBILE—'47 (88) 2-dr., $165. 
































PLYMOUTH—'50 Deluxe 4-dr., 0. °49 
Speck ial Detune, 3-4e., $500. "47 Special (Compiled by Automotive News) 
juxe 4-dr. 
Dec. 1953 Nov. Oct. 
Market Trend PONTIAC—'49 (8) 2-dr., $400. pee. 1968 Mev. = Oat. 
The overall average price of wholesale used cars continued its down- DETROIT $1,816 $1,987 $1,934 
ward trend last week, falling another $4 to $706, according to Auto- Wea- 1,122 1,181 1,206 
(Aptco Auto Auction. Sale every Wed 
motive News’ index. nesday. Prices are for sale of Dec, 23.) 827 876 on 
For the frst time in three weeks, fckerings of strength, pricewise, (Sale very bad, near zero weather. 637 679 7 
were noted, The average price of '49s gained $8 to level off at $468, | Sold 47 cars out of 111 entries.) — 463 512 558 
and the average ‘guise aa ad 52s crept upward $2 to reach $1,122. All ae oie. Special 4-dr., $960°. "49 RM $10 - 389 
other models declined. CHEVROLET—'52 SL Deluxe 2-dr., $865, jn aoa - 
As they have done for three weeks, ’53s led the retreat with a loss Bel 50 SL Deluxe 4-dr., $565, $500; 
of $17. The average price of ’53s now stands at $1,816. Other losses ig ae wagon, $4 Ove Rs er 
were: ’48s, down $9; ’47s, down $8; ’Sis, down $5, and 50s and ’46s, | CHRYSLER—'51 Windsor 4-dr., $860. 50 fase... 808 
down $2. 3130; NY —- gan 46 club coupe, |! (The above figures are averages of used-car auction prices, all makes 
Activity at the wholesale level increased a bit, with sales running | pesoTo — '52 Fire Dome club coupe, $1,- and models, carried regularly in Automotive News.) 
ie o offer- 135%. ’51 (6) Custom club coupe, $700. 
eae Sc Seen S WO Cunies, Che nelle he yee x, | DopGE—'s0 ate ete tas 
ings was 58 percent, At nine representative auctions last week, 1, net 4-dr., $400. 47 Custom 4-dr., $200.| 400°. '51 (8) Catalina, $1,350°; 4-dr.,| Belvedere, $1,802. '53 sedan, $1,117. '51 
cars were offered and 997 were sold. In the previous seven-day period, 46 Custom 4-dr., $140. $1,000*, $905"; (6) conv., $945. '50 (8) | Cranbrook sedan, $752. 
$05 cars were sold out of 1,560 offered at eight auctions. Pee ee Capes oh Ste, suger. “as | soaen soups, Sess" ', come, Stee! See | Mente) gu tse ap seme, Ok gana 
Prices marked with an * indicate a unit equipped with an automatic 2, 2- rar, $360, 300, $200; club coupe, $665°, 2B: 2-cr., $640; 4-dr., $635°, ea = ae é oe an, 
transmission overdrive, and indicates power ecring. - (6) 2-dr., $300. $555°. ham 
or ’ (pe) st c MUDSON 49 Super (6) 4-dr., $130. STUDEBAKER 63 oom s-ar., ons. Speagin cvten, see ecabe 
, LIN awl (8) coupe, $905. ’51 Champion coupe, ; 4-dr., . | WELL » 
DENVER Custom (8) sedan, $630, $575. "49 Cus- | weRouRY — 51 coups,’ $760, '49 4-dr.,| ‘50 Champion conv., $510. '48 Champion 
isin nen on $415 : "| (coupe, $425; 2-dr., $230. N. LITTLE ROCK, ARK 
(Denver Auto Auction. a oe TYs°, | FRAZER—'48 sedan, $200. OLDSMOBILE — '50 (88) 4-dr., $485. ‘49 | MISCELLANEOUS—’52 MG Roadster, $1,- : ’ . 
ice cae EH , My prices | KAISER —'’51 Henry J sedan, $350. '49 (76) 4-dr., $405. 025. '51 Henry J 2-dr., $375. (Arkansas Auto Auction, Sale every 
remain steady, greater percentage sold. sedan, $370, $230. P LYMOUTH — '52 Cambridge 4-dr., $745, Tuesday. Prices =" for _ of Dec. >) 
71 cars sold out of 125 offerings.) MERCURY — '50 sedan, $700. "49 sedan,| $740. (51 Sees coon eee, Fe. ALBANY . at 
BUICK — '51 Spee 4-dr., $940; Deluxe vane. * sedan, $240. . luxe club coupe, $240. (Tim Anspach Auto Auction. Sale every | CHEVROLET —’49 SL Deluxe, $565. '48 
eniG: oo a "50 , $840; Super | NASH — '52 Statesman sedan, $685. '51 | PONTIAO—’52 (8) 4-dr., $1,110*. ’51 (8) | Monday. Prices are for sale of Dec. 21.) FL 2-dr., $325, $155. °47 FL 2-dr., $220. 
ore ee a oupemonaLn _"% $1,130 STUDEBA\ Sa ss Champion 4as st ccuane rmal on “Geees firm, Nice "41 Deluxe 2-dr., $250. ns 
— '51 (88) sedan, $1,130°, UDEBARER—'5i 1 Champion 4-dr., $500, |. no’ ce é ; ; 
CADILLAC—'52 (62 4-dr., $2,005°, $2, | 50 (98) sedan, $575°, '49 (08) sedan, 560 Champion 4-dr., $305. cars brought @ good buck while fixed-ups | DOMGN 49 Castom 4-dr., $340. "48 Cus 
500°. ‘51 (62) 4 - '5O (61) | 300%, *48 (98) sedan, $340°. ‘44 (76) suffered. 107 cars sold out of 140 offer- | 12 “ons” $380. 
coupe, #1,890°. Ai (é2) sedanet, $1,020"; | Sogun, gio LOS ANGELES ings.) ’50 Custom (6) 4-08, $080, ‘40 Custom 
4-dr. ’ ’ _’ sedan —_ "51 , 2 % 
CHEVROLET —'84 (210) 4-<ar., $2,165°. 53 PLYMOUTH — °s¢ suburban, $1,918. °83| (10g angeles Auto Auction, Gale every|~ special, club Caper sedegdoe 4p Rat | (8) 4-dr., $475, $225. '47 Deluxe 4-dr., 
Bel Air é-dr., $1,720; (210) 4-dr.,_$1.- sedan SL lsOe Gastbiage acdan geen | Tuesday and Thursday. Prices are for| sedan, $370°; Riviera, $860°; super gets; | achitnth Dene SS TR. sas ass 
$30, $1,305; 2-dr., $1,305; % %-ton "50 Be oy ‘| sales of Dec. 17 and 22.) Special, $385. '48 Super sedan, $230. -dr., $795, , . 
$925. ’ $925; 2- $805°. pecial Deluxe sedan, $690. '49 Spe- . ° 7 46 4-dr., $175, $140. 
fir, $045; SL Deluxe 2-dr., $615; a cial Deluxe sedan, $550. '48 Deluxe) (With supply of cars off this week, Special soaee, #i00, fifo, #140. 46 Super OLDSMOBILE—'49 (88) 4-dr., $375. 
Deluxe 4-dr., $525. a ee demand wee meow nverace. Sold 296 | CADILLAC — 'S3 (62) sedan, $3,550°; | FLYMOUTH—'41 Deluxe 2-dr., $140. 
OHRYSLER—'51 NY 4-dr., $1,110, $1,015. | PONTIAC—’50 Chieftain (8) sedan, $790*. out o o ss.) coupe deVille, $4,250°. 51 (62) sedan, | PONTIAC—'S0 Chieftain (6) 4-dr., $325. 
DeSOTO—’53 4-dr., $1,930". ’49 Chieftain (8) sedan, $610*. '48 Chief- | BUICK—’53 Super Riviera 2-dr., $2,450*| 995%. '48 (62) conv., $675*; (61) club 
FORD—’53 (8) ranch wagon, $2,065. '52 tain (8) sedan, $610*. "48 (8) sedan, (ps), $2,245; 4-dr., $2,225*. '50 Special coupe, $975*. '42 (62) sedan, $240. VALDOSTA, GA. 
(6) ranch wagon, $1,200; %-ton pickup, $310, $280. 4-dr., $710°; Super 4-dr., $695; sedanet, | CHEVROLET—’54 Bel Air sedan, $2,150*, 9 
$700. '61 (8) Custom club coupe, $890; | sTUDEBAKER —'50 Commander sedan,| $665. ’49 RM 4-dr., $560", $445*, $410*. | “¢9400; (210), $1,900. ’53 (210) sedan, —, Hewitt Auto Auction Co. Sale 
%-ton pickup, $580. '49 (6) club coupe, $560; Champion, $555. 48 Super 4-dr., $295; conv., $215; RM $1,610*; (150) club coupe, $1,210; SL every riday. Prices are for sale of 
$285; 2-dr., $175. '48 2-dr., $270. ’ 4-dr., $200. '47 Super 4-dr., $345; conv.,| eluxe sedan, $1,290°. '5i FL Deluxe | Dec._18.) 
DSON — 52 Hornet club coupe, $1,240. FLINT MICH $200. sedan, $800*.' 50 Deluxe wagon, $675; (Sold 176 cars out of 236 offerings.) 
'49 (6) 2-dr., $455; club coupe, $330. ~ . CADILLAC—’53 (60) 4-dr., $4,100* (ps); SL Deluxe sedan, $680, $420. °49 SL | BUICK—’53 Super Riviera sedan, $2,150*. 
LINCOLN—'53' Cosmo 4-dr., $2,470. (Flint Auto Auction. Sale every Wednes- (62) coupe, $3,700* (ps); 4-dr., $3,870*| Deluxe sedan, $440; club coupe, $425; ’52 RM sedan, $1,500; Super sedan, $1,- 
MEROURY — '54 Monterey 4-dr., $2,850*| day. Prices are for sale of Dec, 23.)| (PS), $3,600* (ps). ’52 (62) 4-dr., $3,-| conv., $680; Special, $385. '48 SM sedan,| 405. ‘51 RM sedan, $1,050, $850; Super 
(ps), $2,650; Sport coupe, $2,725, $2,- Sela 45 —— 200* (ps), $2,900", $2,790*; (60) 4-dr.,| go90. sedan, $1,000. ’50 RM sedan, $775; Super 
720. ’53 Custom sport coupe, $2,265. ’51 cars out of 61 offerings.) $2,950°. ’51 coupe deVille, $2,600*, $2,-| OHRYSLER—’47 Town and Country canv.,| sedan, $750*. 
‘coupe, $1,005, $950; club coupe, $975. BUICK—’53 Super Riviera 2-dr., $2,030*,| 510*, $2,355*, $2,340*. '50 (62) coupe, $160 CADILLAC — ’53 coupe deVille, $4,300*, 
NASH — ’52 Rambler country club, $880. $1,555*; RM coupe Riviera, $2,020*, ’52 $2,145"; (60S) 4-dr., $1,930*. °49 (62) DeSOTO—’48 Custom sedan, $330. $4,000*; (60) Special sedan, $4,130*: 
"51 station wagon, $640. '50 4-dr., $550. Super Riviera 4-dr., $1,335*. '51 Special 4-dr., $1, 400*, $1,100*, $1,045*. 48 (61) DODGE — ’51 Coronet sedan, $870*. °49 (62) sedan, $4,030*; conv., $3,800. ’52 
OLDSMOBILE —'53 (98) 4-dr., $2,585* 2-dr., $850. 4-dr., $1,020*; conv., $720. Custom sedan, $300. '47 Custom conv., (62) sedan, $2,650*, $2,700*. ’50 (62) 
(ps). ‘51 (98) 4-dr., $1,025; (88) 4-dr., | CADILLAC—’47 (62) coupe, $410. CHEVROLET—’54 Bel Air 2-dr., $2,260*; $180 F sedan, $1,400*, $1,325*, $1,300*. 
$955°. CHEVROLET—’52 SL Deluxe 2-dr., $885, 4-dr., $2,280*; (210) 4-dr., $2,045; %-| FORD—’53 (8) %-ton pickup, $1,070*, ’52| CHEVROLET — ’54 %4-ton pickup, $1,340, 
PACKARD — '52 (400) 4-dr., $1,380, "49| $875, $870. ’51 Bel Air 2-dr. $900; SL} ton pickup, $1,500, $1,445. '53 (210) 2-|~ (g) ranch wagon, $1,200; (6) Custom| $1,310. °53 Bel Air sedan, $1,840*, $1,- 
4-dr., $330 Deluxe 2-dr., $750; 4-dr., $755; FL De- dr., $1,980*; conv., $1,555; %-ton pick- sedan, $960*. °51 (8) Custom sedan, 750*, $1,550*: sport coupe, $1,650*; 
PLYMOUTH—'54 Belvedere 4-dr., $2,100;| luxe 2-dr., $710; FL Special 2-dr., $600.| up, $1,275. ‘52 Bel Air, $1,325*; SL De-| $g90*' $675*. 50 (8) Custom club coupe (210) sedan, $1,640*, $1,400*, $1,225. '52 
Plaza suburban, $2,010. '53 2-dr., $1,-| ‘50 Bel Air 2-dr., $685; conv. ‘coupe, luxe 4-dr., 2 at $1,100*; conv., $1,030*; $560; sedan, 2 at $600, $485, $430; De-| SL Deluxe sedan, $1,115, $1,070, $1,- 
105. '52 Cranbrook club coupe, $890. '49| $500. "49 FL Deluxe 2-dr., $350. ‘48| SL Special 2-dr., $945. 51 FL Deluxe 2- luxe, $540, $520. '49 (8) Custom sedan 050; club coupe, $1,000. ’51 station 
Suburban, $67 aerosedan, $325. '46 2-dr., $215. dr., $890*, $870, $800; 4- dr., $745; SL $490; Deluxe conv., $380; Custom conv.. wagon, $955; Bel Air, $880; sport coupe, 
PONTIAC .-'53° ‘Chieftain (8) 2-dr., $1,- | DODGE — '49 Meadowbrook 4-dr., $320, Deluxe club coupe, $855; SL’ Special 2- $360*. °47 (6) Custom sedan. $160, '46 $650; SL Deluxe sedan, $655, $580; 
710; Catalina, $2,120. '52 Chieftain (8) | $310. dr., $795. ’50 Bel Air, $920, $885*; SL| (g) Deluxe wagon, $130, $120. %-ton panel, $495. ’50 Bel Air, $750; SL 
$1,305. '51 Chieftain (8) 4-dr., $740. '50 | FORD—’52 (8) 2-dr., $1,025*, $800; 4-dr., Deluxe 4-dr., $740*; club coupe, HUDSON—’50 Pacemaker sedan, $490 Deluxe sedan, $690, $480; FL Deluxe 
Chieftain (*) 2-dr., $675, $600. °46 (8) $1,300*. '51 (8) 2-dr., $700 $680; (6) $710*; 2-dr., $635*; SL Special business | KAISER —’51 Deluxe sedan, 2 at $570, sedan, $530, $470. °49 SL Deluxe sedan, 
sedan coupe, $185. 2-dr., $650; pickup, $510. '5) (8) 2-dr.,| coupe, $625; 4-dr., $580; station wagon, | $470. °49 sedan, $235. : $510; business coupe, $470; %-ton panel, 
STUDEBAKER—'51 Commander (8) 2-dr.,| $535, $500; (6) 2-dr., $390. ‘49 (8)| $840, $830; conv., $705, $655. '49 FL | tINCCLN—'48 sedan, $150°. $325. '48 FL aerosedan, $410. "47 FL 
$640; Champion 4-dr., $630; (6) 4-dr., 2-dr., $270. Special 4-dr., $635, $560; FL Deluxe | wERCURY—’52 sedan, $1,270*, $1,140. ’51 sedan, $400; business coupe, $375, $200. 
$580. MERCURY — '49 4-dr., $360. 48 4-dr., 4-dr., $620; SL Special 4-dr., $535; SL sedan, $950*. ’50 station wagon, $870; 40 sedan, $245. 
OLDSMOBILE—'4s (76) 4-dr., $225 $455, $400; BM near’ e185. FL 2-dr.,| sedan, $535. CHRYSLER — '54 Windsor sedan, $2,625°. 
N. PLAINFIELD, N. J. PLYMOUIH—’48 4-dr., $170. 9 CHEYSLER—'S3 NY 4-dr., $2,300° (ps). |’ Stetearean  nodem 9560" $8208) (600) | ee 08 Pam Se, OS, 5) 
(Lebanon Auto Auction. Sale every Wed- | STUDEBAKER—’51 Champion 2-dr., $430. '52 NY 4-dr., $1,500* (ps). ‘51 NY sedan, $280*. 49 (600) sedan $260. 
. Prices are for sale of Dec. 23.) | °50 Champion 4-dr., $365. 4-dr., $1,065*; Windsor 4-dr., $940°; OLDSMOBILE—'51 (88) club, $980*. °50 
(Prices at same levels with buying Newport, $905*. '50 NY 2-dr., '$750°*. (88) sedan, $730*. '49 (98) sedan, $480*. + Mi 
brisk from light pre-holiday offering. 59 DANVILLE. VA DeSOTO—'54 Fire Dome (8) 4-dr., $2,-| 48 (98) sedan, $300* | it it es f Gain: 
cars sold out of 94 offerings.) 9 . 675*. '53 Fire Dome (8) 4-dr.. $2,075* PACKARD—'49 (8) sedan $280. 
BUICK — ‘51 Super sedan, $1,170*. ’50| (Danville Auto Auction. Sale every Wed-| (ps). °50 Custom 4-dr., $795*. °'49 PLYMOUTH — ’'54 Savoy sedan, $1,835 
Special sedan, $690. ‘47 Super sedan, | "¢Sday. Prices are for sale of Dec. 23.) Custom club coupe, $645*; 4-dr., $625*. $1,778; Belvedere sedan, $2,060". "51 | i C f es fe} 5 e 
$320, $300. (Pre-Christmas sale; fewer cars, much *47 Deluxe clubd coupe, $325. Crankbrook sedan, $700, $635. ’50 station 
CADILLAC—'51 (62) conv., $2,350*, $2,- activity. Sold 40 cars out of 72 offer- | DODGE—’52 Meadowbrook 4- dr., $925. °51 wagon, $510 49 Deluxe sedan, $380 
320°. ings.) Coronet conv., $835*. ’50 Meadowbrook '48 Special Deluxe sedan, $260. 47 De- gn a FT Qnland) oth v7 
CHEVROLET—'53 (210) sedan, $1,170. '52 | BUICK—'52 Super 4-dr., $1,670*. '47 Spe-| 4-4F-, $600; %-ton pickup, $560. '49/ juxe sedan, $160. '46 Special Deluxe Y 
SL Deluxe sedan, $1,050. '51 SL Deluxe | cial 2-dr., $415. Coronet club Coupe, $545. "48 4-dr.,/ sedan, $270, $180. IMP Telit ati itr 
sedan, $800, $780, $775. °50 SL Deluxe | CHEVROLET—’51 SL Deluxe 4-dr., $470; | _$°30. '47 2-dr., $195. '46 2-dr., $200. PONTIAC_’51 (8) Chieftain sedan, $1,- 4 4 
sedan, $680; Special, $510, $495. '49| 2-dr., $615; FL Deluxe 2-dr., $770. '50 —:. 53 Victoria, $2,275*, $2,220°, $1.-| 115%; club, $1,030. '50 Chieftain (8) for half a million peopl 
SL Deluxe sedan, $530.48 FL sedan,| SL Deluxe 2-dr., $765, $715; 4-dr., $775; | 810°; Country Squire, $2,240, $2,025:| conv, $786*. °49 Chieftain (8) sedan, Se heehee ood) SLE 
$340. SL Special 2-dr., $635. '49 FL Deluxe| (8) conv., $1,745, $1,705*; Custom (8)| $480.'"48 Chieftain (8) sedan, $225°. "47 
OCHRYSLER—'50 Windsor sedan, $740. '49| 2-dr., $265. '47 FM 2-dr., $475; $325;| 2-dr., $1, 725* (ps), ‘$1,605; Main (8) Chieftain (6) sedan, $480. '46 Torpedo my te 
NY sedan, $610; Saratoga, $675. 4-dr., $450; SM 2-dr., $185. | ‘f:dr., $1,375, $1, 325; Country, sedan,| (6) sedan, $110. 
DeSOTO — ‘52 Custom sportsman, $1,480. | DeSOTO—'53 Fire Dome 2-dr., $1,575*. $2,135; Ranch Wagon, $2,040. ‘52 Vic-| sTUDEBAKER — ‘52 Champion sedan, ENTINEL ey 
"51 Custom sedan, $1,020. °50° Custom | DODGE—'51 Wayfarer 2-dr., $640. toria, $1,570"; Custom (8: 2-dr., $1,-|  $s35*, 51 Champion sedan, $600, $500: ¥ 
sehen, 7 “48 Custom sedan, $400. FORD—'51 Custom (8) 4-dr., $1.125°, $1,- ara ta 1g Bhs 050° -_— ea! gi ens’ club, $550*. 50 Champion club, $400. '47 
—’ eadowbrook sedan, $710. ; 2-dr., $1,015*. °50 Deluxe (8) . . ria, , , $1,050, *: 
"49 Coronet cedan, $505. , ode. $455; Custom (8) 2ar g7ise, | $1,085", $920; Custom ‘8) “4-dr’, 950°, Se Pe a See ee oe It leads all Fla. papers 


— 53 Custom (8) Victoria, $1,960.| $355, $245; 4-dr., $770, $585; %-ton| 2 at $855*, $800; 2-dr.. $840, $805; club| winEWS—'s3 Aero Lark, $1,130*; 1 ton 


"51 Custom (8) seda 840, . *50 ickup, $385, . *4 2-dr. coupe, $805; Deluxe (8) 2-dr., $755. '50 . " 
) sedan, $ $800 pickup, $ $380. '49 Custom (8) dr., Custom (8) 4-dr.. $805, $680; 2-dr., pickup, $1,600; %-ton pickup, $180. 


in circulation increase, 


















$750, $705; conv., $670; Custom (6) ABC ending March 31 
Yar’, $590; Deluxd (8) d-an 902, [5 KANSAS CITY, MO. ut S 
WA N if 2 D i Eh eo Bh eed greed 2-dr., $505; | (Auto Dealers Auction. Sale every Fri- with 12.4 pct 
* anmease me station wagon, $390. day. Prices are for sale of Dec. 18.) 
COUPE, $1,808 al Tioenst eae” Bea | yoKT Tees, ate, low, but dealers are nective TEL ee 
AGGRESSIVE se °ce le. DEALERS "50 Pacemaker 4-dr., $445. "49 Com- it is good merchandsie 153 ears sold out iv P - 
modore club coupe, $295; 4-dr., $250. '48 of 255 offerings.) . 
TO SELL MORE TRUCK BODIES! Super 4-dr., $355; Commodore 4-dr., | BUICK—'53 Super Riviera coupe, $1,970*; 
4 f 
KAISER—'47 4-dr., $220. sien Gaed>: eoae gene ” a 





Are you looking for a line of custom- LINCOLN —'S4 Capel coupe, $4.000* (ps). | CADILLAO-'S3 (63) soUbe, $3,800* (Ps), 
built truck bodies: platform, cargo, grain, MERCURY —'54 Sun Valley,’ $3,240° (ps), | S207 g edan. $8.650° (ps). "51 (62) 
combination stock and grain that will $3,190; coupe, $3,140* (ps), $3,115* | CHEVROLET — ’54 %-ton pickup, $1,385. 
(ps), | $3,000*; “4-dr., $2,855 (ps), $2,-| "53 Bel Air sedan, §1,875, $1,820, '$1,- Everything for 
stand up under the most severe conditions? 155, $2.720, 53 Monterey coupe, $2,510, | 385; (210) $1,625, $1,600, $1,502, $1,425. 
, ; -ar., . P. 1,920; ks , A . 
Truck bodies that are built better... sell Mi Qi‘) 2 $2,075; 2-ar.,” $1,750, ah tpet cones | ant ae Sport coupe, $1,505; “sedan, Sta . Wa S 
because are , ; 4-dr., ,400. '51 4-dr., $1,120, (210) sedan, $887, three at $705, $700. on gen 
per sey $1,100*, $1,045*," $1,010, $975, $910°: | CHRYSLER—'54 NY Deluxe Sedan, $3,265, 





$1,280*°; (88) 2-dr., $1,125*. ’50 (88) 4- $630. 
dr., $940*, $920*; (98) 4-dr., $605*. '49 | KAISER—’51 sedan, $552. 
(98) 4-dr., $685"; (88) club sedan, | MERCURY—’54 Sun Valley, $3,125; Mon- 


SELL MORE TRUCK BODIES...ENJOY 
LARGER PROFITS! Their customers like 


club coupe, $1,090*, $1,015, $895*. ‘50| > $500.’ 
PRICED LOWER than any other truck ROBERTS G-4r., $006; chub coupe, $708, 90ah. "a0 "20 HE soden, $702, $550, 49 PARTS an ~ 
body of comparable quality? pee. Sons, “Soe; SOUw,,, S040: far... $600. | DeSOTO—'54 (8) sedan, $2,650 (ps). ‘52 i 
station wagon , (6) sedan, $822. 
YOU SELL MORE TRUCKS WITH BETTER club'coupe, $275. '47 club cotipe, $150. - | DODGE. "54 Meadowbrook sedan, si.ss0./1 Refinishing Kits | 
WORK, INC. NASH—’52 Rambler station wagon, $905. 52 sedan, $835. 
BUILT...LOWER PRICED K-R TRUCK BODIES! ‘51 Statesman 2-dr., $610. '49° (600 53’ Custor 
( ) | FORD—'53 Custom (8) sedan, $2,095, $2,- Doors, Seats, Hardware, Etc. 
Dealers handling the famous K-R custom- Wglemitee. Geet: 2-dr., $385, $295; 4-dr., $310. 045, $2,000, $1,945; Victoria. $1,840, . , i 
OLDSMOBILE—’ 53 (88) Holiday, $2,755*, $1,800; Main (8) $1,700, $1,650, $1,597, 
built truck bodies up their volume and MIAMI, Fee otdee oe 505, TaB) Sep; g22| $1,505; Custom (6) '$1,650, ' $1,520, "$1, 
y ; oliday, $1,-| 595, $1,470. °52 Vi , $1,255. 
profits to new highs eee OKLA. 895*; conv., $1,795%. ‘51 (98) 4-dr.,| 51 alain (8) sedan, $802, $757, $740, 
i 








; _ the $605*; (76) 4-dr., $405*, terey, $2, ; : i 
the on-the-job reliability they can’t find PLYMOUTH — °5i Belvedere sport cove, SYM: cont’, Gabon, ‘Sh metas Go 
anywhere else at any price. = . i Belvedere 4- a - b10. "83 wamme ten deunne hee grt: station 
a am club coupe, $1,300. °52 Cam- 1 cn - 
Write today for full details, prices, descrip bridge 4-dr.. 0825. '51 Suburban, $855; eee eee, eee ae sera Quick Service on 
tive literature. Cambridge 4-dr., $825; Cranbrook 4-ér.. | OLDSMOBILE — 53 (88) sedan, $2,570: REPAIRS & REFINISHING 
VE TTR $705; club coupe, $690. *50 Deluxe ciub| (98) $2,455. "52 (88) sedan, $1,445, $1,. 
coupe, $505. '49 Special Deluxe 4-dr.,| 337. °51 (88) sedan, $1,222’ $1,047, $1.- 616 Communipaw Ave. 
PROTECTED TERRITORIES PONTIAC—’ i $1,025. '50 (88) sedan, $697. ° 
Sapp ONL 53 Custom, (8) Catalina, $2,-| PACKARD—’53 Clipper sedan, $1,645*. '52 Jersey City, N. J. 
NOW 4-dr., $1,980*. °52 Deluxe (8) ee $1,050 DE 3-6898 and DE 3-1275 





Catalina, $1,455°*, $1,445*; conv., $1,- | PLYMOUTH—’54 Plaza suburban, $2,050; 





; 
i 













Some Employes 
Due for Rebate 


On Security Tax 


WASHINGTON.—An NADA bul- 
letin has advised dealers to inform 
those employes hired during the 
year that they may be entitled to a 
social security refund. 

The 1% percent social security 
deduction is supposed to be made 
on the first $3,600 earned during the 
calendar year. However, for exam- 
ple, an employe who worked for 
another dealer between January 
and June of this year and earned 
$2,600 was taxed $39 under the So- 
cial Security Act, 

“If he earned an additional $2,600 
while working for you during the 
last half of the year, $39 more was 
deducted from his pay,” NADA 
said. 

Although a total of $78 was taken 





Announcing 


from this employe, only $54 can be 
credited to his social security ac- 
count. The $24 difference represents 
an overpayment to the director of 
internal revenue. This overpayment 
can be credited against the em- 
ploye’s regular income tax. 

The Government will not force 
this money on the employe—he has 
to ask for it on his 1953 income tax 
return. 

The credit may be taken on page 
one of the tax return form under the 
heading “Income Tax Withheld.” 
The figure may be identified by 
writing “FICA Tax” under the 
heading “Where Employed.” 

Credit may be taken for this over- 
payment only during the year for 
which the tax return is being filed. 


Schmelzers Open for Willys 

Ralph Schmelzer and his son, 
Jack, have opened Metro Motor 
Sales (Willys), 1160 W. Broad St., 
Columbus, O. 


Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 


W. K. BRAASCH 


FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 


Money back if not 


completely satisfied 


ORDER THESE SPECIALIZED MANUALS TODAY! 
Please send me the following NEW MANUALS: 


A in 1—The Eight Automotive Success Fundamentals. 


2—tThe Automotive Selling Process. 


3—Eighty Ways to Find New Prospects. 
4—Personality—the Key to Leader 


ship. 
5—The ba mae of Used Car Salesmanship. 


$2.00 
each 


and Testing Your Sales Talk. 


6—Developing 
All six ounaaile fer only $10.00. 


NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, IIlinois 








STEMAC. IN 


invites hon 


to see th 


Miami Beach 





Booths 43-44 
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In the 
Legislative 
Hopper 


FRANKFURT, Ky.—An appellate 
court in Kentucky has ruled in two 
cases that a speeding car is a lethal 
weapon and that the driver can be 
sent to the penitentiary for volun- 
tary manslaughter if the car kills 
someone. 

Heretofore, the high court had 
been reluctant to sustain felony 
convictions in automobile negli- 
gence cases unless it was proven 
that the driver was drunk, 

The court upheld the five-year 
term of Billy Gerald Kelly whose 
car killed Mrs. Nannie Bowman 
and her daughter, Beatrice Davis, 
ruling: 

“There igs no more than an inti- 
mation that the appellant had been 
drinking .. . but there is sufficient 
evidence that the appellant was 
driving at a high rate of speed 
through a built-up and densely 
populated area.” 

In the other case the appellate 
opinion said that Bruce Fairchild 
evidenced a wanton and reckless 
disregard in striking and killing 
with his car Clellan Perdue, 12, 
“and it was sufficient to warrant 
that the court submit the case to 
the jury under a voluntary-man- 
slaughter instruction.” 

Despite this ruling, which could 
have resulted in a prison sentence 
for Fairchild, his conviction was 
reversed because the lower court 
erred in its instructions to the jury. 

* * * 


Compulsory Insurance 


Held Inevitable in N. Y. 


Alfred J. Bohlinger, New York 
superintendent of insurance, said 
that the enactment of compulsory 
automobile insurance legislation in 
New York State is inevitable. 


Addressing the City Club of 
Rochester, N. Y., he declared that 
compulsory insurance is the only 
simple and direct solution to the 
problem of the motorist who is un- 
insured and financially irrespons- 


ible. 
. a: 


Georgia Legislature Passes 


New Fair-Trade Bill 


A bill to restore fair trade in 
Georgia has been passed by the 
Legislature and sent to the 
governor. The legislation is de- 
signed to meet the objections raised 
to Georgia’s former fair-trade law 
by the State Supreme Court last 
February. 

An added safeguard to insure 
competition under fair trade is 
provided for in the bill, which em- 
powers the State attorney general 
to seek suspension through court 
action of any fair-trade contracts 
covering trademarked products 
which are deemed by him not to 
be in competition with articles of 
the same general class produced 
by others. 

7 z * 
Special Driver’s License 


Extended in Wisconsin 


A bill signed into Wisconsin 
law permits youths between 14 
and 16 in Milwaukee County, out- 
side of the city of Milwaukee, to 
obtain special driver’s licenses. 

The law, which had previously 
covered all the state except Mil- 
waukee County, was designed 
especially for pupils and farm 
youths who must drive to get to 
school or to meet other respon- 
sibilities, 


* * * 
Tougher Licensing Law 


Proposed in S. Carolina 


COLUMBIA, 8S. C.—Enactment of 
a more stringent South Carolina 
driver licensing law will be sought 
during the 1954 state legislative 
session by Chief State Highway 
Commissioner C. R. McMillan. 

Asserting that there is an urgent 
need for a law requiring periodic 
re-examination of drivers, McMil- 
lan declared that such a law would 
catch “defective” drivers in many 
cases before they could cause ac- 
cidents. He proposes that all South 
Carolina drivers be re-examined on 
their birthdays every two or three 
years. A similar plan is in effect 
in North Carolina. 


















SALESMEN 


IT'S NEW! 


IT'S DYNAMIC! IT'S HOT! 


“HIDDEN TREASURE FOR AUTOMOBILE SALESMEN" 
This Pocket Size 64 Page Book Is a "Must" for You. 


HOW TO: 
1. Prospect Telephone 5. Or Your Sales Efforts 
2. Prospect cha Canvass 6. molriply Your 
3. Prospect with Owners A T 
4. Sell the Walk-ins 7. Increase Your Earnings 
These concise, proved methods compiled from thousands of bog automobile 
dealers are \edenondeushy important NOW to every salesman and dealer. 


TO INSURE PROMPT DELIVERY — ORDER TODAY 


CHISHOLM SYSTEMS, Box 1352, Palo Alto, Calif. 
Please rush _.._ copies “Hidden Treasure fer Automobile Salesmen"” 
at $1.00 each. Cash({] Check] Money back if not completely satisfied. 


Please Print 


PURI nn ects 


OO 











Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





WHEN WILL 
BLAKE’S CAR 
BE READY? 


Auto dealers report 





20”to50” MORE SERVICE JOBS 
with Executone 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 
out wasteful running around. 


With Executone you just push a 
button and talk. Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 


your profits! 


SERVICE on Your Premises 


Executone factory-trained technicians in your 
area provide prompt dependable service— 


right on your premises—whenever required! 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Name 


Firm 











EXECUTONE, INC., Dept. A-9 
415 Lexington Ave., New York 17, N. Y. 


Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 








CR icccrteiincnsicentiasitiiiiatditirtiiititinnterie ee 
In Canada—331 Bartlett Ave., Toronto 
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Used-Car Auction Prices 


(Continued from Page 36) 


$700. °'51 Rambler sedan, 
sedan, $125 

OLDSMOBILE — '53 (98) 
Holiday, $2,325*, $2,150*. 
day, $1,200, $1,050. 

PLYMOUTH -— '54 Belvedere sport coupe, 
$2,100*, $1,925*, $1,850*; Savoy sedan, 
$1,710. 

PONTIAC—'53 (8) Catalina, $2,100*. ‘52 
(8) Catalina, 2 at $1,450; Chieftain (8) 
sedan, $1,225*, $1,005. '51 Chieftain (8) 
sedan, $900. °'48 Chieftain (8) sedan, 
$500. 


‘62 Saratoga sedan, $1,475; Windsor $700*. °46 
Newport, $1,350°. °51 Windsor (6) club 
coupe, $750. '50 Windsor sedan, $600. '49 
Windsor coupe, $400. 

DeSOTO—'53 Powermaster sedan, $1,660*. 
‘51 Deluxe club coupe, $680; Custom 
sedan, $655, $650. "49 Custom sedan, 
$475, $400. 

DODGE—’52 Coronet sedan, $1,005, $900. 
"650 Coronet coupe, $405. ‘49 Coronet 
sedan, $450; %-ton pickup, $330. 

FORD—’53 Main (8) Ranch Wagon, $1,- 
840°; sedan, $1,410; Custom (8) sedan, 
$1,700*, $1,670*, $1,590*, $1,580*, $1,- 
550, $1,510, $1,490; club coupe, $1,630; 
Custom (6) sedan, $1,455, $1,450; %-ton 
pickup, 2 at $1,200, $1, 150, $1, 630.. '52 
Custom (8) sedan, $1,225*, $1,215°, $1,- 
085*; Crest sedan, $1, 150. '51 Victoria, 
$1,010°, $870, $805; Custom (8) sedan, 

60; Deluxe (8) sedan, $675, $660, 
$650; conv., $625. '50 (8) sedan, $785, 
$750, $725, $710, $700; club coupe, $790, 
$750. '49 (8) sedan, $540, $520, $505, 
$485, $375; %-ton pickup, $285. ‘'47 
sedan, $320. '46 club coupe, $430, $400. 
"41 sedan, $210, $180. 

KAISER—'53 Manhattan sedan, $1,035*. 

HUDGON — '52 Hornet sedan, $900. ‘51 
Hornet sedan, $780; Super (6) sedan, 
$525, $425. '48 sedan, $270. 

LINCOLN—’49 sedan, $305. 

MERCURY—’'53 sedan, $1,910°. '52 sport 
coupe, $1,400*. °51 sedan, $915. ‘50 
coupe, $656*, $510. 

NASH 53 Ambassador Country Club, $1,- 
410, $1,350. '52 Rambler station wagon, 


sedan, $2,350°; 
"51 (88) Holl- 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Dec. 18.) 


(126 cars sold out of 207 offerings.) 


BUICK—’52 RM Riviera, $1,500* (ps). ’51 
Special Riviera, $950*; RM Riviera, $1,- 
110*; Super sedan, $1,105*, $950, $875. 
‘50 Special sedan, $730*; Super sedan, 
$890*. 49 Super sedan, $480*,. '48 Super 
sedan, $310. 

CADILLAO — ’52 (62) coupe deVille, $3,- 
035*. ‘51 (62) sedan, $2,125*, $2,105*, 
$1,850*. °50 (62) sedan, $1,700*; coupe, 
$1,840°. 

CHEVROLET—’'53 (210) sedan, $1,305. ’52 
SL Deluxe sedan, $925, $870. '51 SL De- 
luxe sedan, $770, $755, $655; %-ton 
pickup, $595, $350. '50 SL Special sedan, 
$510, $480. ’°49 SL Deluxe sedan, $490, 
$450, 2 at $330. '48 SM sedan, $200. °47 
FM sedan, $150, $185. °46 FM sedan, 
$170, $135. 





OHRYSLER—'51 NY Newport, 
Windsor sedan, $470*. 
sedan, $165. 

DeSOTO—’50 Custom sedan, $570, $330. 


DODGE — ’'52 Meadowbrook sedan, $900. 
'49 Custom sedan, $320. ‘48 Custom 
coupe, $300, $135; %-ton panel, $330. '47 
sedan, $185, $145. 

FORD—’52 Victoria coupe, $1,700*; Cus- 
tom (8) sedan, $1,320. °51 Custom (6) 
sedan, $760, $625, $620, $615. ‘50 Deluxe 
(8) sedan, $525, $400. °49 Custom (8) 
sedan, $425, $355; conv., $415. '48 Super 
Deluxe (8) sedan, $235. '47 Super Deluxe 
(8) sedan, $230. "46 Super Deluxe (8) 
coupe, $230. ‘42 Super Deluxe (8) sedan, 
$100. '41 conv., $150. 

HUDSON—’50 Pacemaker sedan, $320. 

KAIS E R — ’51 Traveler Custom sedan, 
$400°. 

LINCOLN—’53 Capri coupe, $2,635* (ps). 

MERCURY — ’53 Monterey coupe, $2,030*. 
"52 coupe, $1,475*. ’51 sedan, $810*. ’50 
sedan, $450*. '49 coupe, $425. 

NASH — ’53 Statesman Super sedan, $1,- 
295*. '52 Statesman Super sedan, $1,200. 
’51 Rambler coupe, $595*; station wagon, 
$635, $640°. 

OLDSMOBILE — '53 (88) 
’52 (98) sedan, $1,585*. 
$710*, $685*; (98) sedan, 
sedan, $500*. ‘47 (76) sedan, $310*, 
$275*. 

PLYMOUTH—’54 Plaza sedan, $1,580. '52 
Cranbrook sedan, $840. °51 Cranbrook 
sedan, $660, $470; Suburban, $825. '50 
Deluxe sedan, $485, $465, $430, $405. °49 
Deluxe sedan, $380. 

PONTIAC—’51 Chieftain Deluxe (8) sedan, 
$960*. °50 Chieftain (8) sedan, $615*, 
$515*, $585*. °49 Chieftain Deluxe (8) 
sedan, $560*, $540*, $255, $550*, 

48 SL (8) sedan, $400. 
sedan, $135. '41 (6) sedan, $115. 
STUDEBAKER — ‘52 %- ton pickup, $405. 


$980°. °49 
’46 Windsor 


sedan, $2,335*. 
’50 (88) sedan, 
$650*. '49 (76) 


Dealer's Special— 


One of the first K-3 Lincoin-Allards in 
this country is the pride of City Lincoln- 
Mercury, Pasadena, Calif. The dealership 
installed a Lincoln engine in the three- 
passenger British sports car. Featured are 
a swing-type front axle and a deDion-type 
independent rear suspension. The car will 
retail in the $6,000 class, the dealership 


says. 


"51 Commander Regal sedan, $500*. °48 
Commander sedan, $235*, $200*; Cham- 
pion conv., $250*. 


FT. WAYNE 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Dec. 22.) 
(Bad roads and stormy weather re- 
duced the consignment, However, had 





WEAVER TWIN POST LIFT 


increase your shop production as much as 100% 


Progressive, profit-wise dealers use multiple in- 
stallations of Weaver Twin Post Lifts to speed 
production and boost profits. 


With the Weaver Twin Post, the mechanic has 
convenient, unobstructed access to entire under- 
chassis area . . . there are no rails in the way. 
Independent post operation permits positioning 
vehicle at most convenient working angle. 


And the Weaver Twin Post is the only auto- 


motive type lift that can handle all wheel base 
lengths without loss of lifting capacity. Available 
air-oil or electrically-operated. The Model 
EC-100, shown, is regularly furnished with wheel 
base adjustment of 88” minimum and 148” maxi- 
mum. Twin Posts with other wheel base adjust- 
ments are available upon special order. 


See your Weaver Jobber or write us for com- 
plete facts and time study proof of Twin Post 
superiority. Ask for Bulletin AN-457. 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A; 


SERVICE SHOP EQUIPMENT 


Complete Weaver line includes: Twin Post Lifts .. . 
« . » Wheel Alignment Equipment .. . 
Wheel Balancing Equipment. . 


- Jacks ... Wheel Dollys . . 


Unit Lifts . . 
Headlight Testers . . . 


. Car Washers 
Brake Testers . .. 


-and Air Compressors. 


plenty of buyers and a good sale. Sold 
75 cars out of 106 offerings.) 

CADILLAC—’53 (62) coupe deVille, $3,- 
550° (ps). '48 (62) sedanet, §775*. '47 
(62) sedanet, $400°*. 


CHEVROLET — '53 Bel Air 4-dr., $1,405*. 
’52 SL Deluxe 4-dr., 2 at $900, $855. °51 
SL Deluxe 4-dr., $800; Bel Air 2-dr., 
$955*. ‘50 SL Deluxe 2-dr., $625*. '49 
FL Deluxe 2-dr., $525, $520. ‘48 FL 
aerosedan, $355. '47 FM 4-dr., $170. 

DODGE—’52 Coronet club coupe, $900. 
Coronet 4-dr., $730*. 

FORD—’51 Custom (8) club coupe, $790*, 
$730, $640. '50 (6) 2-dr., $470. '49 (8) 
2-dr., $330; (6) 2-dr., $435. °48 (6) 
club coupe, $290. 

FRAZER—’51 4-dr., $435*. 

KAISER—’51 Deluxe 2-dr., $430*. 

MEROURY — ‘51 4-dr., $800°. ‘49 2-dr., 


$415. 
4-dr., 


"51 


$505. 
NASH—’51 Rambler conv., 
OLDSMOBILE — '50 (88) 
$700*. '49 sedanet, $445*. 
2 2-dr., $885*. 


$750*, 
‘50 sedanet, 


$1,670. °49 
’48 Deluxe 


$355. 

PLYMOUTH—’54 Savoy 2-dr., 
Special Deluxe 4-dr., $410. 
2-dr., $275. 

PONTIAC—’ 53 Chieftain (8) @-dr., $1,715. 
"51 (6) 4-dr., $775. °48 (8) "sedanet, 
$375. 


OMAHA, NEB. 


(Cliff Soderberg Auto Auction. Auction 
every Monday. Prices are for sale of 
Dec. 21.) 

(Very firm, sales increasing, steady 
rise. 66 cars sold out of 131 offerings.) 
BUICK —’53 Riviera 2-dr., $2,300. '50 

4-dr., $735. 

CHEVROLET — '54 Bel Air sport coupe, 
$2,270; (210) 4-dr., $1,900. ‘53 (210) 
4-dr., $1,885; Bel Air, 2 at $655, $630. 
"52 4-dr., $990. '51 SL Deluxe 2-dr., 
$850, $735. '50 %-ton pickup, $480. ‘49 
2-dr., $545, $440, $420. °48 FL 4-dr., 
3390. 


CHRYSLER — '54 NY Deluxe, $3,250. ‘52 
Windsor Deluxe 4-dr., $1,100. '50 Wind- 
sor Deluxe 4-dr., $705. 

DeSOTO—’50 Custom 4-dr., $705. 
$365. 

DODGE—’48 2-dr., $210. 

FORD — '53 Victoria, $1,845, $1,645; Cus- 
tom 2-dr., $1,650, $1,520; 4-dr., $1,640, 
$1,085. ’52 Custom (8) 4-dr., $1,155, $1,- 
065, $925. ‘51 Custom (8) 4-dr., $825, 
$725. °50 Custom (8) 2-dr., $745. '49 
Custom (8) 2-dr., $410, $350, $335. '46 
Deluxe 2-dr., $130. 

MERCURY — ’'54 station wagon, $3,040; 
Monterey coupe, $2,700, $2,620; sport 
coupe, $2,620. °53 Custom 2-dr., $1,565. 
"51 4-dr., $990. 

NASH—’50 Statesman Super, $395. 

OLDSMOBILE — ’49 Deluxe club sedan, 
$505. '47 (66) club coupe, $155. 

PLYMOUTH—’54 Belvedere suburban, §$2,- 
245. °51 Concord 2-dr., $555. '48 2-dr., 
$260, $235. °47 4-dr., $220, $210. ‘46 
2-dr., $200. 

PONTIAC — '54 Star Chief Catalina, $3,- 
120, $3,020. '53 Chieftain (8) 4-dr., $1,- 
715. °46 4-dr., $145. 

STUDEBAKER—’51 4-dr., $485. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Wed- 
nesday. Prices are for sale of Dec. 23.) 

(Due to holidays, consignments 
were held to a minimum. Sold 23 cars 
out of 52 offerings.) 


BUICK—’51 Special sedan, $870*. 

CADILLAC—’53 (62) coupe, $3,500*. 

CHEVROLET — '53 (150) sedan, $1,375. 
"52 SL Special sedan, $880; SL Deluxe 
sedan, $1,050; %-ton pickup, $870. ’50 
SL Special sedan, $650. ‘42 Deluxe 
sedan, $160. 

FORD—’53 Custom (8) sedan, $1,640*. ‘51 
Custom (8) sedan, $850. ’50 Deluxe (8) 
sedan, $735. '49 Custom (6) sedan, $495. 
’47 (6) sedan, $350, $250 

FRAZER—’47 sedan, $135. 

MERCURY—’49 conv., $485. 

NASH—’48 Special sedan, $185. 

PLYMOUTH — ’52 Cambridge club coupe, 
$875; Deluxe 2-dr., $860. '46 Special De- 
luxe 2-dr., $195. 

PONTIAC—’53 Catalina (8), 
Chieftain (8) sedan, $555. 

STUDEBAKER — '50 Land Cruiser sedan, 
$605. 


Ohioan Charges 
Trap in Lifting 
Of U. C. License 


YOUNGSTOWN, O. — A 60-day 
probation ordered for the used-car 
license of Al Wagner Motor Sales, 
Warren, O., has been appealed on 
the grounds that Wagner’s sales- 
man was deliberately trapped into 
selling a new car. 

The probation was meted out by 
the Ohio Motor Vehicle Dealers 
and Salesmens Licensing Board. 

Because jurisdiction has not been 
decided yet, duplicate appeals were 
filed in Mahoning County Court 
and Franklin County Common 
Pleas Court. 

Wagner’s lot at 471 South St. 
began its probation Dec. 9 follow- 
ing a board finding that new-car 
business had been solicited there 
July 7. 

Wagner's attorneys said the de- 
cision was in error because Fred J. 
Thomas, who brought the charges, 
admitted at the hearing that “at 
the instigation of a new-car dealer, 
Warren Motor Sales, (an _ indi- 
vidual) urged, lured, requested and 
induced Wagner's salesman to pro- 
cure a car from Wagner’s new-car 
agency for the purpose of entrap- 
ping Wagner into a hearing before 
the board.” 

Also named as defendants were 
J. W. Watson, Wagner president; 
W. A. Brandenberg, vice-president, 
and R. E. Foley, secretary and 
ex-officio member of the board and 
registrar of motor vehicles. 


'49 2-dr., 


$1,825*. °49 
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Skyliner an Eye-Catcher . . 
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54 Ford Bows with New V-8 


What's New: 


Hardtop with transparent plastic roof, 
and two additional models . . . Increased 
horsepower, featuring 130-horsepower Y- 
vlock V-8 engine . . . Choice of either 
six or eight-cylinder engine on all models 

. Ball-joint front suspension... 
Optional transparent plastic insert for 
convertible tops . . . Redesigned instru- 
ment panel . . . Power-operated brakes, | 
windows and front seats. | 

* * ~ | 


— division will introduce its 
offerings for 1954 competition 
Wednesday (Jan. 6). 

To its top-drawer Crestline 








in the Lowest-Priced Series— 


Interior of Crestline Four-Door— 
Trim is emphasized in this new model. Floors are carpeted in harmonizing colors. 


series, Ford has added two models: 


130, compared with 110 for its 


The Skyliner—a hardtop with a| Predecessor. 


tinted, transparent plastic roof 
over the front seat—and a four- 
door sedan, Another new style is 
the Customline two-door Ranch 
Wagon. 

Horsepower of the I-block six- 
cylinder engine has been hiked 
from 101 to 115, and new V-8 
will be introduced. The latter is 
a Y-block engine with overhead 
valves. Its horsepower is rated at 


* * * 


This two-door sedan is one of four models in the Mainline series. The others are 


the four-door, business coupe and Ranch 


Wagon. Ford is offering 13 solid body 


colors, 10 of which are available in 13 two-tone combinations. 





Ford's Four-Door Style Leader— 





Extra chrome around the windows and interiors, described as limousine-type, feature 


this addition to Ford's Crestline series. 





Instrument Panel Redesigned— 

An “astra-dial” speedometer is mounted atop the control panel almost at eye level. 
The dial is illuminated in daytime by light passing through the transparent back. 
The ammeter and oil pressure gauges ore replaced by red warning lights. 


| | sponsibility. 


Other features include the new 
ball - joint front suspension, and 
power - operated brakes, windows 
and front seats as optional equip- 
ment. 

In the styling category, Ford has 
redesigned its instrument panel, 
exterior mouldings and grille. 


+ * + 
7. W. SMEAD, general sales 
¢ manager, pointed out that 
Ford’s new V-8 engine, with its 
deep - block construction, is of 
short-stroke, low-friction, high- 
compression design. It has a com- 


pression ratio of 7.2 to 1 and is} 


smoother and quieter than last 
year’s engine, Smead said. 
Mileage Maker Six also is a 
high - compression, low - friction 
engine. It is an “over-square” en- 
gine—the diameter of the cyl- 


U. S. Seen Leading 
Europe’s Powder 
Metal Industry 


NEW YORK.—In the field of 
powder metallurgy, the art of 
transforming metal powders into 
useful objects by pressing and sin- 
tering, the United States now is 
forging ahead of European indus- 


try, both in terms of practical ap-|' 


plications and advancement as a 
science, according to Kempton H. 
Roll, assistant to the secretary of 
Metal Powder Assn. 

Roll spoke to a group of some 40 
metallurgists visiting this country 
under auspices of the Foreign Op- 
erations Administration. 

Comparing the more rapid growth 
of the metal powder industry in the 
United States with that in Europe, 
Roll cited as evidence the increase 
in consumption of metal powders, 
particularly iron and copper, and 
the expansion of powder-producing 
capacity. 

Roll emphasized that the science 


| of powder metallurgy had its origin 


in Europe, and that this country 
was forced to emancipate itself 
from European industry when dur- 
ing World War II this method of 
making parts became imperative. 


After the war, he pointed out, | 
the U. S. profited from this experi- | 
its | 


ence and not only expanded 
field of applications from self-lubri- 
cating bearings and other uses, but 
entered into more competitive fields 


such as the manufacture of cams, | 


gears and other machine parts. 
European industry, which had 
been bombed out during the war, 
was mainly interested in resuming 
production, thus relegating research 
to the sidelines, he said. Today, re- 


}|search in this field, he added, has 


largely become an American re- 


Piercing Past 
Famed Car of Old Returns 


In Token Output 


BUFFALO. — The famed Pierce- 
Arrow is being produced in Buffalo 
again—if only in a token manner. 

F. Robert Greene’s production 
rate—about one car a year—is 
much slower than even the old 
Pierce rate. His factory is the 
garage behind his home. But the 


Sicare he lavishes on his restored 


models would be hard to exceed. 
The finished cars show it—all 
three of them, There’s little doubt 
that Greene, a Buffalo advertising 
man, has the finest collection of 
Pierce-Arrows in the country. A 
nearly restored Pierce Motorette, 
built in 1901 a step away from the 


‘| bicycle era, and his 1933 Silver 


Arrow, one of two existing, clinch 
this point. 
Greene, a member of the Buffalo 


||chapter of the Horseless Carriage 


Club of America, told how his 
Pierce - Arrow hobby was launched 
six years ago at an auction in For- 
estville, N. Y. 
~ “They were selling an old Reo, 
and the first thing I knew I found 
myself bidding $285 for it,” he said. 
“About three years ago we de- 
cided to specialize. We picked 
Pierce - Arrows because they once 
were made in Buffalo.” 





Hiked to 115 Horsepower— 


Ford's Mileage Maker Six is a high- 
compression, low-friction engine which has 
an I-block. Last year it was rated at 101 
horsepower. 

* + * 
inder being greater than the 
stroke of the piston. 

According to Smead, the new 
ball - joint suspension makes the 
1954 Ford the most comfortable 
and easiest handling Ford ever 
built, It replaces the kingpin sus- 
pension. The new system permits 
up and down movement of the 
front wheels through the ball 
joints as the wheels travel over 
rough spots, or directional move- 
ment as wheels turn right or left 

in steering. 


+ * . 
— ball joints have specially 
shaped seats so they will not 
bind or get out of line and they 
are completely sealed against water 
and dirt, Smead said. Spring- 
+ + * 








Ford's New Engine— 


This cutaway shows the parts of the new 
130-horsepower, Y-block V-8 engine. It has 
a compression ratio of 7.2 tol. Its prede- 
cessor was rated at 110 horsepower. 

+ * * 
| loaded, they are said to compensate 
automatically for any wear. 
For 1954, Ford again is offer- 
ing three lines — Mainline, Cus- 
| tomline and Crestline—with 14 
| body styles, All have wheelbases 
| of 115% inches. 
Ford’s new line consists of: 
| Mainline — two-door sedan, four- 
| - * * 








Ford's ‘Top’ Model— 
An open-air feeling with overhead visi- 

bility is found in the new Skyliner. The 
illusion of riding in a convertible is given 
by the transparent plastic top, tinted bive- 
green, which covers the driver's compart- 
ment. 

* = ~ 
door, business coupe and Ranch 
Wagon; Customline — two-door, 
four-door, club coupe, Ranch 
Wagon and Country sedan; Crest- 
line — four-door, Victoria hardtop, 
Sunliner convertible, Skyliner and 
Country Squire. 

- . 


OR the first time, Ford is offer- 

ing buyers a choice of either 
its V-8 or six-cylinder engines in 
all models. 


The 1954 Fords are available in 
(Continued on Page 41, Col. 1) 
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Little Rock Group 
Elects Bale, Poe 


LITTLE ROCK. — Eugene Bale, 
president of Bale Chevrolet Co., 
Little Rock, Ark., has been installed 
as president of the Greater Little 
Rock Automobile Dealers Assn. 

Fred Poe, of Poe Motor Co,, 
(Plymouth), was installed as vice- 
president. W. M. Owen was elected 
treasurer and George M. Benjamin 
was re-elected for the fourth time 
as executive-secretary. 


LICENSE PLATE 


FASTENERS 
ON AND OFF WITH A 


QUARTER TURN 


Heavy %-inch bolt 
(with T-head and square ie 
shoulder) fastens license plate securely in 
place. Will not lose off. 

PLATED TO PREVENT RUST 
No. 51 Acorn Nut Type 
No. 51W Wing Nut Type. 

Dealer Cost 


(Packed 12 to Box) 
Money-Back Guarantee 
IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish, Order Direct. 
Write today for free catalog of over 200 
Houser service items. 


HOUSER aiiicn 





ADVERTISEMENT 








New Contest Idea 


|Moves Used Cars 


At A Profit! 


Profit minded dealers who realize the 
folly of ‘‘wholesale’’ and other destructive, 
cut-price sales are reducing stocks with 
novel, new “Square Deal" contest, now 
offered exclusively to one dealer per city. 

Eight day contest attracts «interested 
prospects for immediate sales and also 
builds good will in future. 


Plan is very flexible and is easily 
adapted to suit any dealer's needs and 
potential. Contest period may be made 5, 
8 or 10 days. 

“We were surprised at the large num- 
ber of entries and we are well satisfied 
with the number of cars sold—without 
slashing prices,’’ reports one dealer. 
Another writes, “Your Square Deal promo- 
tion convinced us that we've got to stop 
merely advertising cut prices, like our 
competitors, and turn over cars at a profit 
if we are to stay in business. Write us 
when you develop another good idea.” 


Cost of the new, copyrighted plan is 
small. One extra sale pays for all mate- 


s| rial; mats and ad copy for newspaper or 


hand bill are furnished on protected fran- 
chise. Cities 51,000 and over, $99. 21,000 
to 50,000, $89. 21,000 and less, $79. New 
idea Advertising, Box 812, Boise, Idaho. 
Start 1954 right and you'll finish with a 
profit! Write now! Put plan to work next 
week! Or air mail check—we'll air mail 
material at once, on approval! 


—= 


SHORTSTOP 
IGNITION SPRAY 


Takes but a few sprays 

te start moisture soaked 

motors. And durable plastic 

coating gives months of protection against 
stalling due to condensation. Greatly reduces 
corrosion, seals oul dampness. 

Comes in handy spray con with easy push 
bution valve. 4 Oz size for glove com- 
partments — 12 Oz. Service Station sizu. 


ZACO CHROME SPRAY 
ond PRESTO SPRAY ENAMEL 








New Mexico 


ard on all models 


dr. sed. 


Used-Car Notes 


Authority for erection of a coli-| three other used-car operations on 
seum, 


NEW YORK.—The New York 
Used Car Dealers Assn., Inc., will 
start the new year in new offices 
at Suite 323, Henry Hudson Hotel, 
353 W. Fifty-seventh St., New York 
19, N. Y. 


The association was forced to 


Friedmans Add Building 
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To Cleveland Facilities 


CLEVELAND.—Al, Max and 


Sales Co. building at 6610 Euclid 
Ave. 


The firm will do business hence- 
forth as Giant Auto Sales. The 
Friedmans also operate and own 


Euclid Ave. 
* + * 


Judge Refuses to Modify 


Chesbro Tax Conviction 
BUFFALO.—A motion to modify 


move from 1819 Broadway because| Robert Friedman, owners of State|an adverse Tax Court opinion 


the 
the Triborough Bridge and Tunnel 





premises were taken over by/| Auto Sales, 6700 Euclid Ave., have | against Smiling Jack Chesbro, Inc., 
leased the former Finance Auto Buffalo used-car firm, and its three | 


stockholders was denied in Wash- 
ington, by Judge J. Edgar Murdock. 

Judge Murdock last month hand- 
ed down an opinion stating that the 
Commissioner of Internal Revenue 
established by “clear and convinc- 
ing evidence” that the firm and its 
stockholders, Jack M. Chesbro, Carl 
Silverstein and Morris Silverstein, 
committed “fraud with intent to 
evade tax” in a $260,000 tax case. 

* * 


Car Thief in Buffalo 
Pulls Packrat Stunt 
BUFFALO, N. ¥.—There are 


packrats out west who do things 
like this. 

Attendants at the used-car lot of 
L. Richardson Co. notified police 
that a 1951 Ford sedan had been 
stolen from the lot and that a 1953 
Chevrolet had been left in its place. 

Detectives said the 1953 car was 
stolen a week ago from a used-car 
lot of Auto Brokers Inc. They ex- 
pressed belief that the thief had 
stolen a license plate from the 1953 
car and put it on the 1951 car 
before driving away. 





New Passenger Car Registrations, 37 States for November, 1953-1952 


Car registrations by states are 
ge weekly, as com- 
L. Polk representa- 

ves in state capitals. 
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New Commercial Car Registrations, 33 States for November, 1953-1952 


Truck registrations by states are re- 
leased here weekly, as a by 
R. L. Polk representatives in state 
capitals. 
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* 129 White trucks incorrectly credited have been removed from 1953 year-to-date figure. 


The following advertised - delivered 
prices include the retail list price sug- 
factory, provision for 

and suggested delivery 
charges. They do not cover 

costs, state and local 

equipment or any other 


may be passed on to the 


Special 4-dr. Deluxe sed., 
. Deluxe sed., $2,196.88; 
be $2,295.43; conv., $2,553.17. 
dr. Riviera, $2,696.17; Riviera 
conv., $3,001.59; stat. 
ter—4-dr. Rivi- 

_ Riviera cpe., $3,358.05; 
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26; cl. epe., $3, or. a8: coupe deVille, 
$sboss7: conv., $4,143. 
cial—4 dr. » $4,304. 33. 
pass. sed., $5,604.34; lim., $5,817.73. Eldo- 
rado—conv., ang (Hydra-Matic stand- 
OHEVROLET — One-Fifty —4-dr. sed., 
680; 2-dr. sed., $1,623; utility sed., $1,- 
; 6-pass. stat. wag., $2,020. Two-Ten 
—4-dr, sed., $1,771; 2-dr. sed., 
el, pe, $1,782; 6-pass, stat. wag., $2,- 
133. Alr—4-dr. sed., $1,884; 2-dr. sed., 
hardtop, $2,061; conv., $2,185; 
on stat. wag., $2,283. nv., 
(Powerglide standard on Corvette, 
optional at $178.35 on all other models, ) 
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DeSOTO—Powermaster Six — 4-dr. sed., 
$2,385.75 (8-pass., 
364; stat. wag., $3,107.75; Fire Dome V-8 
$2,673 (8-pass., $3,558.75); 
cpe., $2, 651. 50; Sportsman, $2,922.50; 
$3,144.25; ag., $3,381. 
(PowerFlite optional at $189 on all models. ) 
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Current Prices on New Cars 


433; cl, 
; conv., 


e.) 


el. 


sed., 


» 938,25. 


cpe., 


4-dr. 2-seat stat. 
3-seat stat. wag., 


Coronet V-8—4-dr. sed., "$2,244.50; cl, cpe., 
$2,380. 25; conv., 
513.75: 2-dr. stat. wag., $2,517; 4-dr, 2- 
4-dr. 3-seat 
$3,031.25. Royal V-8—4-dr. 
sed., $2,372.75; cl. cpe., $2,349; spt. cpe., 
$2,503; conv., $2,632. (Gyre-Matic optional 
at $130.10 on Meadowbrook Six and V-8. 
PowerFlite optional at $189 on all other 
| models except Coronet Six station wagons.) 


FORD—Mainline 6—4-dr. sed., $1,690. gi: 
$1,641.59; 


$2,223; 


seat stat. 


sta 


2-dr, sed., 


sta 


sed., 
cpe., ’ 


1,7 


t. wag., 


spt. cpe., 
wag., 


$3,281); cl. 


stat. 


$2,960.25; 


bus. 


wag., 


t. wag., $2,018.90. Customline 6—4 


$1,782.69; 
66.09; 2-dr. 


$1,613.63; stat. 


0065.07, 


cpe., 


cpe., $3,406.25; erent $3,- 
Custom I 


$4,259.50; lim., $4,797; New- 
port, $4,560.25. Crown Imperial—4-dr. sed., 
to be announced; lim., to be announced. 
(PowerFlite standard on all eight-cylinder 
models, optional at $189 on Windsor De- 


cpe., $2,- 


$2, 228.50; 


cpe., ae = 
2-dr. sed., $1,733.79; cl. 
$1,743.29. Mainline 8 —4-dr. sed., 

sed., $1,717.20; bus. cpe., 
wag., $2, Oustem- 


Mme 8—4-dr. sed., $1,858.35; 2-dr. sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 
$2,266.76. Crestline 8—Victoria, $2,120.23; 
conv., $2,229.€2; stat. wag., $2,463.24; 
(Fordomatie optional at $184 ‘on all mod- 
e 

HENRY J — Corsair Four — 2-dr. 
$1,399. Corsair Deluxe Six — 2-dr. sed., 
$1,561.18. 

HUDSON—Jet—4-dr. sed., $1,858; >. 
utility, $1,836.75. Super Jet—4- dr. 
$1,954; 2-dr. sed., $1,932.75. SetLiner 
4-dr. sed., $2,056.60; 2-dr. sedan, $2,- 
045.85. Wasp—4-dr. sed., $2,256.11; 2-dr. 
sed., $2,209.43; cl. cpe., $2,256.11. Super 
Wasp—4-dr. sed., $2,465.84; 2-dr. sed., 
$2,413.28; cl. cpe., $2,465.84; Holiywood, 
$2,704; conv., $3,004.20. Hornet — 4-dr. 
sed., $2,768.86; cl. cpe., $2,741.99; Holly- 
wood, $2,987.75; conv., $3,287.70. (Hydra- 
Matic optional at $178.03 on all models in 
Jet category. Borg-Warner automatic 
transmission optional at $178.03 on all 
other models.) 


sed., 


KAISER — — 4-dr. sed., $2,- 
372.69; 2-dr. » $2,312.56. Deluxe—4-dr. 
sed., $2, 512. o: “club sed., $2,459; 4-ar. 
Traveler, $2,618.55. Manhattan—4-dr. 
$2,649.63; club sed., $2,596.76. Sete 
$3,923.91. (Hydra-Matic standard on Drag- 
on, optional at $178.55 on other models.) 

LINCOLN—Lincoin — 4-dr. sed., $3,522; 
hardtop cpe., $3,625. Lincoln Capri—4-dr. 
sed., $3,711; hardtop cpe., $3,869; conv., 
$4,030.50. (Hydra - Matic standard on ali 
models. ) 

MEROURY — Oustom — 4-dr. sed., $2,- 
250.50; 2-dr. sed., $2,193.50; sport cpe., 
$2,315. Menterey —4-dr. sed., $2,332.50; 


| $2,095. Sta 


hardtop, $2,451.50; Sun aa $2,581.50; 
conv., $2,609.50; stat. , $2,7 76. (Mere- 
O-Matic optional at $139.77 on — = models. ) 

NASH—Rambler Super—4-dr. $1,- 
995; hardtop, $1,945; eee 5 ih 945. 
Rambler dr. sed., $2,175; hard- 
$2,095; conv., $2,125; —" -wag., 

tesman -cr. sed., $2,- 
178; 2-dr. sed., $2,130. Statesman Custom 
—4-dr. sed., $2,362; hardtop, $2,468. Am- 
bassador gy A sed., $2,412; 2-dr. 
sed., $2,360. Ambassador Custom — 4-dr. 
sed., $2,595; hardtop, $2,730. (Hydra-Matic 
optional at ‘$178. 85 on all models.) 

OLDSMOBILE — Deluxe 88 — 4-dr. ood, 

$2,327.09; 2-dr. sed., $2,261.62. on ae 
—4-dr. sed., $2,461.71; 2-dr. 
395.25; hardtop, $2,673.39; conv., *52.852°58. 
Classic 98—4-dr. sed., $2.7 785.82; hardtop, 
$3,021.75; conv., $3,228. Fiesta sports 
car, $5,715. \ityaro hentia standard on 
Fiesta, optional at $178.35 on all other 
models. ) 

PACKARD—Clipper—4-dr. sed., $2,598; 
2-dr. sed., $2,544; Sportster hardtop, $2,- 
805. Deluxe—4-dr. sed., $2,745; 
2-dr. sed., $2,691. Packard—Cavalier 4-dr. 
sed., roaees Mayfair hardtop, $3,278; 
conv., $3,486; Patrician 4-dr. sed., $3,740; 
Caribbean conv,, $5,210; formal sed., $6,- 
531; executive 'sed., $6,900; corporation 
im., $7,100. (Ultramatic standard on Pa- 
triclan and formal sed., optional at $199 
on all other models.) 

PLYMOUTH — Plaza 4-dr. sed., $1,765; 
cl, sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., a. Savoy—4-dr. sed., $1,- 
872.50; cl. sed., $1,835; cl. cpe., $1,842.50; 
spt. cpe., $2,064; conv., a "stat. wag., 
$2,207.25. Belvedere—4-dr. sed., $1,953.25: 


top, 


21628 |'53 


32| 42566 |'53 


Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in s‘ate 
capitals, 


21 Srates Previousiy 
Reported for November 


Connecticut 


9811 |'52 
653 | ‘53 
644 |'52 
1798 | ‘53 
1581 |'52 
1155 |°53 
1019 |'52 


Georgia 


Maryland 


2833 | ‘ 
2250 | '52 
679 |'53 
676 | '52 
3329 a 
3860 | ‘5: 
1742 3 
1929 |' 
ae 
182 | '52 
5500 | ‘53 
5144 |'52 
204 |'53 
225 | '52 
1784 |'53 
1458 | '52 
1024 |'53 
917 |'5S2 


Michigan 
Montana 
New York 
Oklahoma 
Rhode Island 
Texas 
Vermont 
Virginia 
Washington 
33 States Reported 


To Date for November 


Year 
To Date 


9696 | '52 


1623 |'53 
1415 |'52 


spt. cpe., $2,145; conv., $2,301; ctat. wag., 
$2,288. (Hy-Drive optional at $145.80 on 
all models.) 
PONTIAC—Chieftain 6 Special—4-dr. sed., 
$2,026.64; 2-dr. sed., $1,968.36; 2-seat 
stat. wag., $2,364; 3-seat stat. wag., $2,- 
419. Chieftain 6 Deluxe—4-dr. sed., $2,- 
130.53; 2-dr. sed., $2,072.28; 2-seat’ stat. 
wag., $2,504. Chieftain 8 Special—4-dr. 
sed., $2,101.62; 2-dr. sed., $2,043.45; 2- 
seat stat. wagz., 68,608; 3-seat stat. wag., 
. Chieftain Deluxe — 4-dr. sed., 
2-dr. ae. $2,148.32; 2-seat 
$2,579. Star Chief 8—Deluxe 
. sed., $2,301; Custom 4-dr., sed., 
$2,394; conv., $2,630 . Catalinas—Chieftain 
6 Deluxe, $2, 316.30; * Chieftain 6 Custom, 
$2,382.43; Chieftain 8 Deluxe, $2,391.99; 
Chieftain 8 Custom, $2,458; Star Chief 8 
Custom, $2,557. (Hydra-Matic optional at 
$178.35 on all models. ) 
STUDEBAKER — Champion 
4-dr. sed., $1,801.11; 2-dr. sed., 
Champion’ Deluxe — 4-dr. sed., $1,918.18, 
2-dr. sed., $1,875.18; 5-pass. cpe., $1,- 
971.93; stat. wag., $2,187.23. 
Regal—4-dr. sed., $2,026.29; 2-dr. sed., 
$1,983.29; 5-pass, cpe., $2,080.04; hardtop, 
$2,241.29; stat. wag., $2,295.33. Com- 
— Dee = Se, sed., $2,179.13; 
-dr. sed., $2, 7. cpe., $2,- 
232.88; stat. wag., $2,44 = 


Custom — 
$1,758.07. 


$2,555.98; Land Cruiser 4-dr. 
438.28. (Automatic Drive optional Sat $216 
on Champion, $226.50 on Commander.) 
WILLYS — Aero Lark — 4-dr. sed., $1,- 
727.15; 2-dr. sed., B way Aero Falcon 
4-dr. sed,, $1,856.95: 2-dr. sed., freee. 
Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed., 
$1,963.50. Aero Eagie—Hardtop cpe., - 
157.18. Station wagous — 4-cyl., $1, 
(four-wheel drive, $2,304.55); 6-cyl., $1,- 
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Skyliner an Eye-Catcher .. . 


°54 Ford Models Bow 
With New V-8 Engine 


(Continued from Page 39) 


13 single-ton body colors, 10 of including broadcloth, vinyls and 
which can be obtained in 13 two- woven plastics. 

tone combinations. Twenty - three The grille has the character- 
upholstery patterns are available,’ istic Ford center spinner, re- 


* * * * * * 








Four Station Wagon Models Offered— 


New in Ford's 1954 line is this two-door, all steel Customline Ranch Wagon. It 
will carry six passengers or, with the stowaway seat folded into the floor, provides 
almost 30 square feet of load space. Overhead insulation deadens sound, and ribbed 
linoleum covers the load space. Other Ford station wagons are the Mainline Ranch 
Wagon, Customline Country Sedan and Crestline Country Squire. 





Ford Adds Optional Power Equipment— 

New this year are power brakes, a four-way electric front seat and power-lift 
windows. Power steering and Fordomatic continue to be available. Shown is the 
Crestline Victoria. 





Front End Redesigned for 1954— 


The height of the crown of the front fenders has been increased half-an-inch, the 
center grille bar has been changed, parking lights have been repositioned and the 
hood ornament has been modified. Shown is the Customline four-door sedan. 





Top Boasts Transparent Insert— 

As optional equipment, Ford is offering a plastic insert to cover the driver's com- 
partment. It is available with black tops only. The insert is tinted green to reduce 
sun glare. Four colors of tops can be obtained, and Ford says they are nonfading and 
nonshrinking. 





i 


BALL JOINT 






SPINDLE SUPPORT 
KING PIN 
SPINDLE 


4.28 8.50 


PoE PN TARR aT 








Se * patt ‘oan i WHOTL TRAVEL 
SANTEGRAL SPINDLES SPINDLE SUPPORT ~ THREADED BUSHINGS 


ieee 


Comparison of Front Suspension— 

The new ball-joint suspension replaces the king-pin system. The ball-joint type per- 
mits up and down movement of the front wheels through the ball joints as the wheels 
travel over rough spots, Ford says. 














cessed parking lights and jet- 
type airscoop. There is a new 
delta- wing hood ornament; an 
increase of half an inch in the 
height of the crown of the front 
fenders, and a new diagonal slant 
to the headlamps. A single strip 
of chrome runs the length of the 
car, 

The new Skyliner has a blue- 
green transparent molded plastic 
top which covers the entire driving 
compartment. It has post-free 
sides. 

Set in a weather-tight rubber 
seal and framed by bright metal 
molding, the plastic top blocks out 
60 percent of the sun’s heat rays 
and 72 percent of the glare, Ford 
says. A sunshade which matches 
the headlining can be snapped into 
place beneath the plastic section. 

+e + * 


N UNUSUAL feature has been 
added to the 1954 Crestline 
Sunliner convertible top. A trans- 
parent plastic insert, similar to the 
breezway rear window, has been 
placed in the top over the driving 
compartment. Extending from the 
windshield header to the first bow 
and across the width of the car 
inside the side rails, the plastic 
insert is tinted green to reduce 
sun glare. 

A sunshade to match the 
underside of the top lining can 
be snapped in place if needed. 
This plastic insert is optional 
equipment available with black 
tops only. 

Ford offers interiors of two-tone 
pleated vinyl upholstery over foam- 
rubber padded seats in its 1954 
Sunliners. 

7 . 

| peered retains its jet-tube tail 

lights but they have been given 
a new treatment with black rec- 
tangles set into the molding. The 
circular red lens has a star-like 
inset, and tail lights, brake lights 
and turn signal lights are all within 
the one lens unit. 

A new “astra-dial” speedometer 
is mounted on top of the control 
panel almost at eye level. The 
semi-circular glass dial of the 
speedometer has numerals which 
are illuminated in the daytime by 
light passing through the trans- 
parent hood at the back of the 
speedometer. At night the dial 
face is illuminated from beneath 
by hidden lights. 

At each side of the base of the 
speedometer are turn - indicator 
lights. In between these lights is 
a high-beam headlamp indicator. 

+ +. * 


yas control panel itself is orna- 
mented with an engine - turned 
finish and contains the instrument 
controls plus lighter, radio dial and 
clock. 

This year the ammeter and oil 
pressure gauges are replaced by 
red warning lights which flash 
on when the generator is not 
charging or the oil pressure is 
low. 

Plus Master-Guide power steer- 


Weatherproofed 


Plastic Used on Ford Cars 


To Seal Out Elements 


CLEVELAND. — A smooth-flow- 
ing putty-like Geon vinyl plastic, 
used as a weather-sealant on Ford 
cars, has proved to be effective, 
yet is easy to apply to the car 
during speedy assembly line pro- 
duction, Ford engineers have re- 
ported to B. F. Goodrich, 

The vinyl plastic, made from B. 
F. Goodrich Chemical Co.’s paste 
resin, is applied by air guns as the 
cars move along the production 
line. Assembly men standing on 
each side of the car shoot the 
heavy liquid-like Geon vinyl plastic 
into the drip-guard rail around the 
top of the automobile, around the 
windshield frame and along the 
trunk where any rain, snow, or 
dirt might leak past spotweld 
seams into the car. 





The whole car body including the}. 


vinyl plastic is then spray. painted 
with a prime paint coating and 
the plastic partially fuses during 
the subsequent baking operation. 
After being sprayed with a coat of 
enamel, the car goes through the 
final oven baking, which hardens 
the paint and cures the plastic, 
Goodrich said. 

Geon vinyl is said to resist the 
effects of hot and cold temper- 
atures, oils, greases, acids, alkalies, 
and most solvents. It is the same 
type of material used in raincoats, 
etc. 





ing, introduced last year, Ford has | power-lift windows, which open 
added Swift Sure power brakes, a| and close automatically at the 
four-way electric front seat which | touch of a button. 

raises or lowers 1% inches and 


Fordomatic and overdrive con- 


moves back or forth 4% inches, and | tinue to be available. 


GET RID OF GAS FUMES 


this simple 


Inexpensive way! 


TESTED-APPROVED 
VENTILATION SYSTEMS 
OVERHEAD-UNDERFLOOR 
Complete Systems Priced from $206.25 INSTALL IT YOURSELF 

Write for FREE literature « No Obligation 


The National System of Garage Ventilation, Inc. 
147 West William St. ¢ Decatur, Illinois 












IN OUR BOOTH A f 












PRIZE PLAN 
for DEALER EMPLOY 


ow 









CAPPEL, MAC DONALD & CO. 
7 GE 


| a ee 





Creators and Suppliers of Merchandise Incentive Plans 


Quantity 


PRODUCTION 


el of 
GREY IRON®GASTINGS 
ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
PRODUGTION FOUNDRIES 


THE WHELAND COMPANY 
FOUNDRY DIVISION 


MATIN OFFICE ANI 


CHATTANOOGA 2, TENNESSEE 


MANUFACTURING PLA? 
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EASY does ITece 
for MORE profits! 


In one operation with EASY 
GLITTER you can polish and 
wax your customer’s car finish 
to a brilliant lasting lustre. it 
actually penetrates and hardens the paint. 
This means greater customer satisfaction and 
more business for you because you'll turn out 
TWICE as many wax jobs as before... in the 
same period of time. That’s why EASY GLITTER 
is fast becoming the first choice of Car Dealers 
throughout the country. A car wax 
so popular that 60% of our total 
sales are repeat orders. 


orf 


The Saterday Evening 


Recognized 
Value 


WEVA 
anv 


WINTERIZE) 


Gowr CAR PrteH 


Window Streamers... 
“inviting motorists to 
“come to you fora 
winterized car wax job. 


ye EASY GLITTER EMBLEM... to identify your service de- 
partment as EASY GLITTER 
wax job headquarters. 


Write our factory or contact your nearest EASY GLITTER 
representative... today! 


. tor yncreased — 


.? ser proms iness! 
0 repent Oe Case 


Retails at 


you'll soy . 


ws EASY ee? 


of 24 cans 
$26.40 


Oe ee a ee ee Oe ee eS ee ie 


West Palm Beach, Florida 











Financial Front 


General Tire & Rubber Co. has 
asked stockholders to consider au- 
thorization of a new class of pre- 
ferred stock in the amount of $35 
million. 

W. O'Neil, president and board 
chairman, proposed that the new 
class of preferred stock be author- 
ized for a total of 350,000 shares 
at a par value of $100 per share. | 
The board has no immediate in- 
tention of issuing additional stock, 
he said. 

* + * 


Sales Down, Earnings Up 


At Seiberling Rubber Co. 


Seiberling Rubber Co., reported 
net sales of $30,998,937 for the nine 





months ended Sept. 30, down less 
than one percent from the sales 
figure of $31,192,328 reported for 


|the same period last year. 


Earnings after taxes, however, 
showed an increase of 13.4 percent 
over last year’s nine-month figure 
of $671,876. This year’s net earnings 
were $762,063, 


* * * 


Electric Auto-Lite Profit 
$8,242,756 in 9 Months 


Consolidated net earnings of 
Electric Auto-Lite Co. for the first 
nine months totaled $8,242,756, ac- 
cording to Royce G. Martin, presi- 


dent. 


This compares with earnings of 


| $6,350,374 during the corresponding 


period in 1952. 

Net sales amounted to $221,374,- 
725, compared with $187,763,741 a 
year ago, or an increase of 18 per- 


cent. 
7 * 


6-Month Drop in Sales Listed 


By Gould-National Batteries 
Sales of Gould-National Batteries, 

Inec., St. Paul, for the six-month 

period ended Oct. 31, amounted to 


| $33,300,076, as compared with $35,- 

728,229 in the corresponding period 
|of 1952, Albert H. Daggett, presi- 
| dent, announced. 


Earnings after taxes were $1,382,- 
643, as compared with $1,544,345 in 
the similar period of 1952. 

For the first half of the current 
fiscal year, depreciation charges 
totaled $942,925, as compared with 
$658,353 in 1952. 


* * * 


Jacobs Ends Red Ink, 


Shows $335,339 Net 

F. L. Jacobs Co. last week re- 
ported a net profit of $335,339 for 
the first quarter of the 1954 fiscal 
year, ended Oct. 31. 

This compares with a loss of $69,- 
398 for the first quarter of fiscal 
1953. Frank Howard, board chair- 
man, said the profit was achieved 
on net sales of $6,533,000, an im- 
provement of approximately 14 per-| 
cent over net sales of $5,730,000 in| 
the first quarter of 1953. 

a ~ & 
Pacific Finance 

Pacific Finance Corp. earned an 
alltime high of $3,146,516 in the first 
nine months, compared with $2,343,- 
573 for the same period in 1952, 
according to Maxwell C. King, 
president. 


Toledo-Boosters 
Become Chapter 
Of International 


TOLEDO.—The Automotive 


| Booster Club International got a 
|new chapter here last week when 


a charter was presented to the 
Toledo section, 
The new chapter started out with 


| 39 charter members, representing 
| Toledo area automotive manufac- 
-| turers and suppliers. 


President is L. W. Stafford, co- 
ordinator of sales training for To- 
ledo Steel Products Co. 

Other officers include H. W. Rice 
jr., Spicer division of Dana Corp., 
first vice-president; R. C. McFar- 
land, AP Parts Corp., second vice- 
president; W. M. Mumma, Cham- 
pion Spark Plug Co., secretary, and 
J. J. Wernert, of James J. Wernert 
Associates, treasurer. 

The charter was presented by 
H, C. Tucker, Thompson Products 
Co., Cleveland, International presi- 
dent. 





MORE THAN 
1,100,000 PEOPLE 
IN THE 2-COUNTY 

METROPOLITAN 
AREA 


THE BIG 
BUFFALO 


MORE THAN 
1,400,000 PEOPLE 
IN THE 8-COUNTY 
WESTERN 
NEW YORK 
MARKET 


NEW YORK STATE'S 
SECOND 
LARGEST 
MARKET 


MORE THAN 
3/4 MILLION 
PEOPLE IN 
THE NEWS 
ABC CITY 
ZONE 


SELL THE 
NEWS READERS 
AND YOU SELL 

THE WHOLE 

BUFFALO 

MARKET 


BUFFALO EVENING NEWS 


EDWARD H. BUTLER KELLY-SMITH CO. 
Editor and Publisher National Representatives 


WESTERN NEW YORK’'S GREAT NEWSPAPER 


THE 12 SIGNS OF... 


RUBATE X 


Excellent non-staining tg 
characteristi ¥S ae Neoprene base assures 
: good weather aging 
properties 
Resistance to 
exposure to oils 


Deflection at low 


compression 


Weather 


resistant 


Meets ASTM 
standards 


Flexible, easy 
to work 


Bt. = “ia 
their advantages 
to the Automotive Industry 


Automotive engineers specify Rubatex because 
it gives them 12 big advantages in every gasketing, 


cushioning or sealing application. If you've 


never used Rubatex — why ease a 
i i - tex! 
not give it a test? use Rubatex 


ot or 


Write for our Latest catalog, Dept. AN-1A, 
Great American Industries, Inc., Rubatex 
Division, Bedford, Virginia. 


ALSO MANUFACTURERS OF VINYL SHEETS 


2 
RUBAT.EX cose eset e TE 4, 
en + Olen , 
Pa ‘ An . : " 





Up Convention Head 


St 
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arters... 


Factories List NADA Activities 


(Continued from Page 2) 
ory Hotel. Buffet dinner Jan. 12 at 
the Surf Club for dealers and 
wives. 
CurysLer Motor Parts Drvision— 
Headquarters at Saxony Hotel. 


The roster of officials planning 
to attend the convention to confer 
with dealers includes the following: 

CuevroteT—Edward L. Penet and 
William R. Stacy, regional man- 
agers. 

CHRYSLER Division—E. M. Braden, 
general sales manager; John Con- 
don, assistant sales manager; C. R. 
Curtain, sales manager, and George 
J. McCarthy, director of marketing. 

DeSOTO—L. I, Woolson, presi- 
dent; J. B. Wagstaff, sales vice- 
president, and A. B. Neilson, 
sales manager, 

Dopcze — R. C. Somerville, sales 
vice - president; L. F. Desmond, 
general sales manager; Jack R. 
Minor, director of advertising; L. J. 
Ouellette, director of the Dodge 
dealer advisory conference; L, J. 
Purdy, Dodge truck vice-president; 
W. S. Woolsey, truck sales man- 
ager, and G. A. Orphal, market 
coordinator. 

Forp Motor Co.—Walker Williams, 
sales vice-president; J. C. Doyle, 


Chevrolet Sets Up 
Zones at Wichita, 
Richmond, Seattle 


DETROIT. — Chevrolet’s whole- 
sale organization has been 
expanded to 41 zones with the addi- 


&& 
P. C. Loehr H. C. Heitgrass 


tion of zone offices at Wichita; 
Richmond, Va., and Seattle, it was 
announced last week by W. E. Fish, 
general sales manager. 

Appointed zone managers were 
P. C. Loehr, Richmond; Harry E. 
Heitgrass, Wichita, and C. E. Olsen, 
Seattle, all former branch man- 
agers in those cities. 

The Richmond and Wichita 
offices opened last week and the 
Seattle office opens Jan. 15, Fish 
said. Branches up to now, the three 
new zone offices enable Chevrolet 

better to serve 
the increasing 
needs of its 375 
dealers in those 
areas, he said. 
Loehr, former 
assistant man- 
ager of sales pro- 
motion in the 
company’s cen- 
tral office, was 
. made Richmond 
° branch manager 
C. B. Gon last February. He 
started with Chevrolet in 1936. 

Heitgrass became Wichita branch 
manager in September, 1950, after 
being regional organization man- 
ager, assistant zone manager and 
city manager, all in Kansas City. 
He joined the company in 1936. 

Olsen, with Chevrolet since 1928, 
was made Seattle branch manager 
in September, 1952, after being zone 
fleet manager at Oakland, Calif., 
and assistant zone manager at 
Portland, Ore. 


N. C. Jobbers Schedule 
Jan. 11-12 Convention 


GREENSBORO, N. C. — The 
North Carolina Automotive Whole- 
salers Assn. will hold its first an- 
nual convention at the O. Henry 
Hotel here Jan. 11-12. 

Approximately 150 dealers in 
automotive parts and equipment 
are expected to attend. President 
George McFarlane, Wilmington, 
will preside. 

The convention schedule includes 
conferences on the business out- 
look and speeches by representa- 
tives of the Motor & Equipment 
Wholesalers Assn. and businessmen 
from other fields. 


sales and advertising manager; G. 
J. Cummins, director of dealer re- 
lations; T. J. O’Niel, director of 
product sales, and Allen W. Mer- 
rill, assistant to the president. 

Forp Divison — L. D. Crusoe, 
general manager; L. W. Smead, 
general sales manager; C. E. 
Bowie, assistant general sales man- 
ager; C. J. Seyffer, assistant gen- 
eral sales manager; H. F. Rilley, 
dealer development manager; G. P. 
Montagnet, car sales Manager ; 
W. E. Kimbrough, truck sales man- 
ager; C. T. Doman, service man- 
ager; D. Cc, Burdette, parts 
merchandising manager; R. H. 
East, H. W. Cook, J. M. Moore jr., 
R. L. Phillips jr. Emerson Planck, 
E. J. Smithers and H. B. King, 
divisional sales managers; Jack 
Nalon and C. R. Dykeman, Ford 
publications. 

FORD NEWS BUREAU—Jack 
Clarke, Holmes Brown and Rus- 
sell Hart, for the convenience of 
the press. 

GMC Truck & CoacH — R. C. 
Woodhouse, general sales man- 


ager; A. A. Shantz, assistant gener- 
al sales manager; W. L. Van de 
Water, regional manager; H. J. 
Wasson, zone manager; C. C. Anto- 
nucci, district manager; J. R. Pel- 
frey, district manager, and B. W. 
Crandell, public relations. 
Hupson—N. K. VanDerzee, sales 
vice-president; C. A. J. Hadley, 
sales manager; G. R. Browder, di- 
rector of advertising; W. S. Milton, 
director of service, and C. H, Cal- 
houn, divisional sales manager. 
Kaiser-Wittys—Edgar F. Kaiser, 
president; Roy Abernethy, sales 
vice-president; Fred Adams, di- 
rector of advertising; Don Smith, 
sales promotion manager; L. T. 
Mullan, eastern sales manger, and 
R. E. Duffy, regional manager. 
LincoLN-Mercury — J. E. Behn, 
general sales manager; Al Crowley 
and R. R. Nadal, assistant sales 
managers; E. D. Longnecker, 
general service manager, and John 
Millis, public relations director. 
NASH—H. C. Doss, sales vice- 
president; J. W. Watson, eastern 
sales manager; L. T. Kouns, 


Let If Snow— 


A “first" claimed by Ford is this con- 
vertible top with flexible plastic insert. It 
is available as optional equipment on 
black tops only. 


western sales manager; R. R. 
Compton, central sales manager; 
J. B, Huntress, advertising man- . 
ager; L. E. Stewart, sales pro- 
motion manager; A, L, Christian, 
zone manager; M. J. O’Connor, 
public relations director, and 
Jim Malloy. 

O.psMosiLe—G. R. Jones, general 
sales manager; L. F. Carlson, 
general merchandising manager, 
and J. E. Straud and B. N. Barber, 
assistant sales managers. 

Packarp —C. E. Briggs, general 


sales manager, and O. F. Frost, 
field sales manager, 

Pontiac—E. J. Chapman, assistant 
sales manager; Gordon Hersh, 
regional manager, and William 
Brooks, district manager. 

PLYMouTH—William J. Bird sales 
manager, and H. B. Heberling. 

STUDEBAKER — ©. W. Whit- 
taker, vice-president; P. R. Davis, 
general sales manager; ©. F. 
Watson, sales promotion man- 
ager, and W. K. Erdmann, 
regional manager. 

CuryYSsLeR Motor Parts Division— 
C, L, Jacobson, president; J. O. 
Huse, sales vice-president; V. G. 
Souder, director of field training; 
L. W. Piot, advertising manager, 
and A. L. Millard, regional man- 
ager. 


Macton to Open Plant 


In Stamford, Conn. 


PORT CHESTER, N. Y.— Mac- 
ton Machinery Co. will open a new 
plant in Stamford, Conn., this 
month, it was announced last week 
by President D, Bruce Johnston. 

The new factory will allow in- 
creased production of Macton 
automobile and industrial turn- 
tabies, Johnston said. 


AN ENTIRELY DIFFERENT TYPE OF MOTOR OIL—PREVENTS “KNOCK” AND 


PERSISTENT VALVE LIFTER STICKING 
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IN HIGH COMPRESSION ENGINES 


A SPECIAL OIL DESIGNED TO DO A SPECIAL JOB 
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Kendall SUPERB prevents formation of troublesome 


combustion chamber deposits which cause “knock, 


pre-ignition, or after-running. 


sticking 


Because of its high V.1., Kendall SUPERB js an S.A.E. 
10W-20W-30 motor oil. It offers low consumption 


is an all-temperature motor oil. 


THE 2000 


SUPERB eliminates persistent hydraulic valve lifter 


another source of customer complaints. 
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Accountants Outline Money-Saving Procedures... 


Tax Methods for U. C. Dealers 


1H Truck Moves Oil Equipment— 


This diesel-power International RDF-320 truck, an extra-heavy-duty model with dual 
60,000-pound-capacity driving axles, flexes its muscles before being loaded aboard 
ship for movement to Bolivia, where Glenn McCarthy, Inc., plans oil exploratory and 
drilling operations. The view shows winches on truck and TD-18A crawler tractor 
(left), jointly lifting a section of a 142-foot derrick, which was crated for shipment. 


Michigan Dealers Briefed on Tax 


LANSING.—The Michigan Auto- 
mobile Dealers Assn., in a bulletin 
has briefed its members on the 
State law on personal property tax. 

The association pointed out that 
all motor vehicles on which weight 
tax (current license plate) has 
been paid are exempt from all 
other State and local taxes. 

Thus, members were told, all 
used cars carrying 1953 plates are 
exempt from personal property 
rolls, since ‘53 tags do not expire 
until Feb. 28. All new cars in in- 


ventory are subject to personal 
property tax unless they carry 
plates. 

The association said that plates 
could be bought for new cars if the 
dealer executes an affidavit setting 
forth that he is buying plates for 
the cars to be held for “resale 
purposes only.” 


Broome Gets Mercury 
Jerry Broome has opened a Mer- 
cury dealership in Gretna, La, 
known as Deep South Mercury, Inc. 


WASHINGTON. — Methods by 
which used-car dealers can achieve 
maximum income-tax deductions 
have been outlined by Washington 
Accountants Jules Lafferman and 
8S. Victor Becker. Lafferman is sec- 
retary -treasurer of the National 
Capital Used Car Dealers Assn. 

The following suggestions mainly 
are for dealers who started in busi- 
ness in 1953. Dealers who were 
operating previously can use the 
procedures if they have established 
the desirable tax precedents in 
earlier years, Lafferman and 
Becker said. 


A deduction for the decrease 
in the wholesale value of a used 
car can be taken by revaluing 
the entire inventory to the cost 
or market price, whichever is 
lower. 

Thus, if a car were purchased for 
$2,000 and is worth $2,200 at today’s 
price, the inventory value for tax 
purposes is $2,000. If another car 
was bought for $1,500 but dropped 
in value to $1,200, the tax value is 
$1,200. Any acceptable national pub- 
lication which publishes these 
wholesale values can be used. 

These wholesale values can be 
further reduced by the estimated 
cost of reconditioning each car. 

It is important that the ac- 
countant keep a record of the 
name and date of issue of the 
publication used and also a rec- 
ord of the estimated repairs de- 
ducted. Proper notations on 
perpetual inventory records will 
be sufficient, as a rule. 

An alternative method for 


Macton Turntables . . . Any Size .. Any Service! 


Set up your own Motorama ... you can 
“The Standard" 
for only $495.00 complete, no extras to buy. 
other ere available for im- 
delivery . . but our engineering de- 


show "54 models on 


ie 
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* 


rtment can also custom-design any Macton 
urntable to meet your specific needs in any 
size ... to hold any weight . . . to revolve 
at any speed, continuously or intermittently. 
Write for our new catalog ten TODAY! 


| MACTON MACHINERY COMPANY, INCORPORATED) vr, 0 


monthly revaluation of inventory 
would be the adoption of an inven- 
tory revaluation reserve. In this 
method the perpetual inventory 
records’ need not be adjusted to 
the cost or market value. Instead, 
the inventory account is carried at 
cost and the reduction to market 
price is indicated by a reserve. 


Each month the revaluation 
should be set up as a reserve with 
an offsetting charge to an account 
called “Adjustment —Inventory of 
Used Cars,” “Loss in Reduction of 
Inventory to Market,” or some sim- 
ilar account title. This reserve can 
be adjusted monthly by the actual 
computation of adjusted values. 
However, for year-end tax pur- 


Maher Anniversary— 


Congratulatory messages pour in as Ed- 
ward R. Maher (seated), president of Ed 
Maher, Inc., Dallas, celebrates the 40th 
anniversary of his association with Ford 
Motor Go. Beside him is his son, Martin. 
a vice-president. 


40th Anniversary 
With Ford Marked 
By Dealer Maher 


DALLAS.—Edward R. Maher, 
veteran dealer, has observed the 
40th anniversary of his association 
with Ford Motor Co. 


Maher joined Ford in 1913 as 
manager of the Dallas parts depart- 
ment. He subsequently became serv- 
ice manager of the local Ford plant 
before moving to Ranger, Tex., in 
1919 as a partner in Leveille-Maher 
Motor Co. 

In 1930, he established his present 
firm, Ed Maher, Inc., of which he 
is president. In March, 1940, he set 
a national and international 
monthly sales record when he moved 
309 new units. 


The same year he published a 
manual, “Ford Time Selling,” based 
on a number of his selling plans. 
During his 40 years with Ford, 
Maher estimates that he has sold 
40,000 to 50,000 cars and trucks. 


The late Henry Ford credited him 
with originating the idea of the 
Ford Merchandising School at 
Dearborn, Maher proudly pointed 
out. Three of Maher’s sons were 
graduated from the school. Tom 
and Louis are principals in Maher 
Bros., Inc., Dallas, while Martin is 
associated with his father as vice- 
president. 

Maher is an active worker and a 
prominent Catholic layman. He has 
been honored with the rank of 
Knight Commander of the Order 
of St. Gregory the Great, conferred 
by Pope Pius XII in 1950. Last Oc- 
tober he was made a Knight of the 
Order of Pius IX. 


22 
6014 
5914 
10% 

2% 
1634 

3% 
20% 


24.68 


Compiled from reports of trading on the 
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poses, the method outlined first 
must be used. 


Used-car dealers who have ex- 
perienced repossessed car losses 
could estimate a certain percent- 
age of financed deals compared 
with actual losses for the purpose 
of setting up a reserve for re- 
possessed car losses. 


Actual losses then could be 
charged against the reserve and if 
the reserve did not build up sub- 
stantially the percentage writeoff 
could be increased. This would 
enable the dealer to bring the re- 
possessed car into inventories at a 
fair market value, using the differ- 
ence between the fair market value 
and the actual repurchase or re- 
course agreement payoff as a 
charge to the reserve. 


The accounting procedure in 
creating a reserve method for bad 
debts is similar to any other busi- 
ness except that used-car dealers 
can establish a higher reserve than 
other businessmen. 


The reason is that with tighter 
restrictions on retail financing it 
has become increasingly neces- 
sary for dealers to take back so- 
called “side notes.” 

These side notes generally make 
up the difference in the shortage 
in down payments. As a rule they 
are not tolerated by finance firms, 
making it impossible to record 
second liens on titles. 

These side notes in most deals 
are not expected to be collected, 
but the transaction, without giving 
credit to the side note, still main- 
tains a satisfactory gross profit. 
Thus, if collected, all the better. If 
not, no legal action usually is 
advisable, 

In order to indicate on the 
books of account a transaction 
which conforms to the papers 
submitted for finance purposes, 
the sale recorded on the books of 
account includes the side note as 


| @ note receivable. It being of a 
| questionable nature would neces- 


sitate a reserve basis high 
enough to include these items as 

potential losses. 

Another type of receivable with 
an above-average risk is the note 
receivable the dealer carries him- 
self on the entire unpaid balance 
of the transaction. Many dealers 
have assumed this risk by necessity 
in many borderline cases where the 
finance firms would not pass on 
the credit. 

However, the dealer, taking into 
consideration his cost and the 
downpayment, may be willing to go 
along with the deal. Because this 
type of customer cannot get his 
credit through a finance company 
the rate of risk is higher and a 
higher percentage of reserve for 
uncollectability is in order. 


U.S. Jury Indicts 
Burger Associate 


On Tax Charge 


ST. LOUIS.—M. Ray Crocker has 
been indicted by a Federal grand 
jury on a tax of income-tax evasion 
in connection with returns filed in 
behalf of Community Motors, Inc. 
(Ford). 

Crocker was charged jointly with 
Adolph C. Burger. Burger is presi- 
dent of Community and Crocker is 
general manager and vice-presi- 
dent. Burger had been indicted 
previously on charges of tax 
evasion in two other dealerships— 
Andy Burger, Inc., St. Louis, and 
ee City Motor Co., Springfield, 


1. 

The latest indictment alleged that 
Crocker and Burger filed tax re- 
turns for the fiscal year ended 
Oct. 31, 1947, in which they said the 
company had a net income of $168,- 
219 and owed $63,923 in taxes. 
Actually, it was alleged; the in- 
come was $194,819 and the tax owed 
was $73,993. 

A second count charged that for 
the following fiscal year they filed 
a return stating that income 
totaled $155,631 and the tax due 
was $59,089. Actually, it was al- 
leged, income amounted to $159,348 
and the taxes should have been 
$60,501, 

Both Crocker and Burger have 
entered pleas of innocent in the 
indictments. 
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-View °54 With Confidence... 


Rubber Makers Enjoy 
Their Biggest Year 


(Continued from Page 6) 


invest only as much in research as 
they did the previous year. 

Commenting on 1954 prospects, 
the Rubber Manufacturers Assn. 
said, “Replacement passenger 
tires in 1954 are expected to ex- 
ceed the 47.5 million sold in 1953. 
Production of belting and hose 
and many other mechanical 
rubber goods is expected to 
equal the record output of 1953 
on the strength of expansion of 
productive facilities in other in- 
dustries. The foam rubber market 
continues to grow.” 

The association reported the con- 


sumption in 1953 of 786,000 tons of | “ 


synthetic rubber, 555,000 tons of 
natural rubber and 284,000 tons of 
reclaimed rubber. 

“The ratio of natural rubber to 
total new rubber consumption in 
the U. S. has risen from 36 percent 
in 1952 to 41.4 percent in 1953, the 
association reported. 

* s . 
URING the past year, manu- 
facturers turned out 82 million 
car tires, 14.7 million truck and 
bus tires and 3.8 million farm, air- 
plane and industrial tires. 

The best previous tire production 
year was 1950 when 97,620,000 tires 
were manufactured, according to 


P. W. Litchfield, chairman of 
Goodyear Tire & Rubber Co., 
said, “Sales effort is being step- 
ped up through improved organi- 
zation and personnel training. 
Competition will be stronger in 


N. Y. Dealer Again 
Cuts Up Bulk of 
Profits for Staff 


TUPPER LAKE, N. Y.— North- 
land Motors (Chevrolet), employes 
from Lake Placid, Saranac Lake 
and Tupper Lake divided up 60 per- 
cent of the firm’s profits at their 
10th annual dinner. 

Under a profit-sharing plan set 
up by Julian Reiss, Northland pres- 
ident, the employes annually split 
up 60 percent of the company’s 
total earnings after expenses have 
been paid, but before taxes. 

Profits for each of Northland’s 
three branches are computed sep- 
arately, with employes setting up 
the formula by which individual 
allocations are made. New em- 
ployes serve six months to one 
year before being eligible for a 
share of the profits. 

Since 1944, about $318,000 has 
been distributed. Last year 34 
workers shared $43,000, with checks 
ranging from $500 to $2,200. The 
biggest profit distribution came in 
1950, when $57,000 was divided. 

os 


Penn Motors Employes 


Divide 10% of Profits 
ALTOONA, Pa.—Penn Motors 
Parts, Inc., has paid Christmas 


bonuses to 26 employes on the basis 
of 10 percent of the year’s profits, 
according to Paul Wilson, Penn 
manager. 


the rubber business—not only in 
the U. S., but in all parts of the 
world. means that the 
consumer will get better values 
and better service, 


Voicing a note of caution, Litch- 
field said, “This long term (rubber) 
prospect, however, is beclouded by 
two serious factors. One of these 
is the condition of our highway 
system. It is inadequate to proper- 
ly carry the present transportation 
needs of the nation, and we do not 
seem to be moving effectively to 
improve matters. 

* * * 


NOTHER deterrent to eco- 
nomic expansion is the con- 
tinuing high level of government 
spending and taxation, The higher 
the tax load, the lower is the in- 
centive to venture and the lower 
is the available supply of venture 
capital, Corrective measures should 
be taken before the point of acute 
danger is reached.” 

John L, Collyer, president of B. 
F. Goodrich Co., said the rubber 
industry’s outlook appears to be 
slightly better than current fore- 
casts of the nation’s overall 1954 
economy. To support his opti- 
mism, he cited the past three 
years’ high auto production, pro- 
ducing a sirong replacement 
market. 

Collyer forecast a further growth 
in 1954 in the use of tubeless tires. 
Goodrich, which has the basic 
patents, is negotiating with other 
companies to license the manu- 
facture of additional brands of 
tubeless tires. 

* * 
P. SEIBERLING, president of 

* Seiberling Rubber Co., felt that 
“In the replacement tire market, 
despite every indication of con- 
tinued high demand, 1954 should 
be another year of ‘hard sell.’ 

“Besides normal replacement tire 
turnover, millions of vehicles built 
in the record years 1950 and 1951 
will need tires for the first time, 
and gasoline consumption and 
registration statistics show that 
people are driving more miles than 
ever before.” 

Seiberling declared that one 
reason that 1954 would not be an 
even better year was that tires 
are now giving better service, 
because of technological improve- 
ments and a trend toward 
special-purpose tires which give 
more miles per tire. He predicted 
that replacement vehicle tire 
sales would increase 3 million 
units over the 1953 figure of 57 
million, 

In discussing the past year, the 
Rubber Manufacturers Assn, said, 
“The most significant single de- 
velopment nationally in 1953, from 
the industry’s standpoint, was 
action by Congress to authorize the 
sale to private industry of govern- 
ment-owned synthetic rubber 
facilities.” 


Nash for Ellington 
Josh Ellington Motor Co., 1501 
Swift, North Kansas City, Mo., has 
been appointed a Nash dealership. 





Courtright Moves Into New Building— 


Courtright Motors (Oldsmobile), Kokomo, Ind., has opened a new building which 
features a 60-by-100-foot hard-surface used-car lot. Behind the lot is a black-topped 
enclosed lot covering 34,000 square feet. The showroom and offices are air-condi- 


tioned. 





Casey Stages Orange Bow! Contest— 


The winner of a contest held by Hal Casey Chevrolet, Buffalo, received a trip to 
Miami for the Orange Bowl football game. On hand to arouse interest were two 
airline stewardesses, seated in the convertible, and a representative of the Florida 
Citrus Commission, passing out samples of orange juice. Hal Casey, owner of the 
firm, is at right. Background is made up of travel posters. 


Dealers tell me .. . 





(Continued from Page 3) 


duced from 20 percent to 17% 
percent in October, and Ford 
dealers were having difficulty tak- 
ing trades away from popular 
six-cylinder cars, selling for 
about the same price on which 
the dealer discount was 24 per- 
cent, 

The Franklin aircooled was still 
a factor, paying stock and cash 
dividends. Three new lines were 
introduced at the show. A 120-inch 
wheelbase job listed at $2,180 but 
the volume was less than 100 a day. 
Gardner of St. Louis was building 
around 4,000 cars a year and was 
dealing with Sears-Roebuck for a 
new low-priced car to be marketed 
by mail. 

Graham - Paige production was 
about 50,000 cars a year. Hudson- 
Essex was close to 300,000 for the 
year. A commercial car was offered 
in the Essex line. Hupmobile was 
paying stock and cash dividends 
and was making around 200 cars 
a day sold by 5,000 dealers. Price 
reductions of $55 to $260 were an- 
nounced in April. The Kissel Car 
was specializing on funeral cars 
and taxis. 

Jordan, with a six and an eight, 
was assembling around 75 cars a 
week. Marmon offered the new 
Roosevelt Eight and floated a three 
million dollar stock offering to pro- 
vide for expansion. Nash Was build- 
ing cars at Kenosha, Milwaukee 
and Racine at the rate of 1,500 a 


month. Hascall Bliss was sales 


manager. 
* x 


Dealer Total Zooms 


ies was emphasizing the 
Pontiac and held fourth place 
in registrations in 1929. Oldsmobile 
production capacity was around 10,- 
000 a month. The Viking V-8 was 
added to the line, listing at $1,595 
with 125-inch wheelbase, Price cuts 
of $50 to $70 were announced dur- 
ing the spring. 

Packard production was around 


Farmer's Friend 
Ford Almanac Is Revived 


After 15 Years 


DEARBORN. —A review of new 
agricultural developments for part 
and full-time farmers and ranchers 
is contained in the 1954 Ford Al- 
manac, the first prepared by Ford 
Motor Co. since 1939. 


The 208-page book, published by | 
Simon & Schuster, was “edited for | 


the age we live in” and will be 
revised annually, according to Wil- 
liam D. Kennedy, director of the 
Ford publication office. 


The almanac was edited by John 
Strohm, past president of the 
American Agricultural Editors 
Assn. 


Art work for the almanac was 
supervised by Arthur T. Lougee, 
assistant director of the publication 
office, who recently was named art 
director of the year, and Ole Risom, 
of the Artists and Writers Guild. 

Copies, priced at $1, are available 
at book and magazine stores. 





50,000 a year, and the firm was pay- 
ing extra stock dividends. Peerless 
was building a new light six at the 
rate of 100 a day and dismantled 
its motor plant and adopted a pol- 
icy of buying most of the assembly 
from outside suppliers. Studebaker- 
Erskine also offered 25 models and 
all cars were built at South Bend, 
except the eight-cylinder motor as- 
sembly which was still operating in 
Detroit, 


Stutz Black Hawk was building 
Six and Eight cylinder cars at 
the rate of 250 a month. E. B. 
Jackson was chairman of the 
board. 

Willys - Overland was building 
around 12,000 cars a week, divided 
among Whippet Fours, Whippet 
Sixes and Willys Knights. That fac- 
tory claimed its dealer list had 
grown from 4,000 to 7,000 during 
the spring of the year. The Los 
Angeles plant, with a capacity of 
150 cars a day, was completed. The 
Toronto plant was being expanded. 
In July, after 22 years, John N. 
Willys relinquished control of the 
company to Toledo and Chicago 
banking interests. 


W oeful Words 
Stir Ad Warning 
To R.I. Dealers 


PROVIDENCE. — The Rhode 
Island Automobile Dealers Assn. 
has warned its members to make 
certain that their ads lure the pub- 
lic to their dealerships rather than 
create the impression that they are 
ready to give their cars away. 

The warning followed an incident 
in which the Providence Journal 
printed a Page One story to the 
effect that “all retail automobile 
firms were in dire stress and so 
hard up for working capital that 
those who did not intend to close 
their doors and quit were practi- 
cally giving away new and 
cars,” according to the association. 


Then, while association officers 
were drafting a reply to this re- 
port, an ad writer decided to ex- 
ploit the situation. 


Without the approval of his em- 
ployer, it was said, he sent a clas- 
sified ad to the Journal calling at- 
tention to the Journal story and 
declaring that his company had 
purchased cars from bankrupt 
dealers and was now offering them 
for sale at attractive prices. 


Shocked when he saw the ad, the 
dealer canceled it after two edi- 
tions, “but the damage was done, 
for the ad served as a virtual ad- 
mission of the truth of the Journal 
Sunday story,” the association re- 
ported 

Dealers were told that such ex- 
pressions as “No offer refused,” 
“We are virtually giving cars 
away,” “Name your own terms” and 
“Our loss is your gain” created the 
impression that conditions were 
desperate and that cars would be 
much cheaper for the shrewd buy- 
er who waited a few more days. 

Commenting on the Journal story, 
the association said, “This is great- 
ly at variance with the facts, for 
most dealers are sound financially 
and instead of planning to quit the 
business are, in some cases, enlarg- 
ing their facilities.” 


New Gulf Antifreese 


PITTSBURGH.—A new metha- 
nol-type antifreeze, designed to 
offer low-cost protection to automo- 
tive cooling systems, has been 
placed on the market by Gulf Oil 
Corp. Named Gulf ColdFlo, the non- 
permanent antifreeze contains 
chemicals which are said to retard 
evaporation and corrosion. 


NADA Convenes Saturday; 
‘Make’ Meetings Eyed 


(Continued from Page 1) 


| grand ball, which will be held at 


the Roney Plaza Hotel. 


SATURDAY 

9 A.M. to 6 P.M. (Continuous 
through Jan, 13.) — Registration 
and exhibition, Miami Beach 
Auditorium. 

2:30 P. M.—Clinic, “The Master Key 
to Service Profit.” Moderator: C. 
P. (Jack) Williams, Inglewood, 
Calif. Panel: Helen Sachs, 
Downey, Calif.; W. R. Stephens 
jr.. Minneapolis; John A. Hine, 
Dallas, and James N. Mezey, New 


York. 
SUNDAY 
1:30 P.M.—Clinic, “Making the 
Most of Your Facilities.” Moder- 








ator: C. P. (Jack) Williams. 
Panel: Ray Hamric, Al Hatch, 
Frank Marshall and Robert! 


Mutz, all of Miami. 
3:30 P.M. — Clinic, “Advanced 
Salesmanship.” Moderator: Jack 
Lacy, Newton Center, Mass. 
8:45 P.M.—Stephen Foster Ameri- | 
cana Musicale. 
MONDAY 
10:00 A. M.—Clinic, “Sales Manage- | 
ment.” Moderator: John H. Lan- 
der, Atlanta. Panel: Vincent T. 
anes Pueblo, Colo., and Eddie 
Cleveland, Miss. 
ome P.M. — Clinic, “Trucks.” 
Moderator: T. A. Williams sr., 
Greensboro, N. ©. Panel: E. J. 
Carney, Charlotte, N. C.; R. J. 
Young, New Orleans, and R. N. 
Heintzelman, Orlando, Fla. 
TUESDAY 


10 AM.—Clinic, “Business Manage- 
ment.” Moderator: Frank H. 


Yarnell, Chicago, Remarks by L. 
M. Stewart, St. Louis. Principal 
speaker: Harry G. Moock, De- 
troit, “The Business of Business 
Is Profits.” 

2:30 P.M.—Clinic, “1954—Year of 
Decision.” Presiding: Charles C. 
Freed, first vice-president. Ad- 
dresses by Alton M. Costley, chair- 
man, national affairs committee; 
Frederick M. Sutter, chairman, 
industry - relations committee; 
Frederick Sd. Bell, executive vice- 
president, and Robert S. Arma- 
cost, president. 

9:30 P.M. — Grand Ball, Roney 
Plaza Hotel. 

WEDNESDAY 


10 A.M.—Clinic, “Your Investment 
in Flesh and Blood.” Presiding: 
George M. Berry, St, Louis. Ad- 
dresses by Frank Collord, Water 
loo, Ia., “Salesmen’s 
sation,” and Arthur Haas, Cleve- 
land, “Getting Your House in 
Order.” 

11 A. M.—Clinic, “It’s Your Future.” 


8 P.M. and 10:15 P.M. — Family 
party. 
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News... 





(1953's Biggest Story: 
Hydra-Matic Fire 


(Continued from Page 1) 


turers; Oklahoma passes licensing 
law; other states study it for pos- 
sible copying. 
8 Break in used-car prices to 
prewar ratio. 
9. Dealer gross hits record low. 
10. Introduction of sound (or 
“hard”) money policy; finance com- 
panies tighten terms. 
a s 7 
N TERMS of reader interest, an 
exclusive Automotive News 
series rang the bell. Exposes by 
Jack Weed, service and truck edi- 
tor, on inferior brake linings and 
brake fluids were reprinted by 
various firms and publications, with 
— copies passing the 1,200,000 


metho Hydra - Matic bombshell 
broke Aug. 12. The $50 on 
blaze in GM’s Livonia plant 
halted production of the auto- 
matic transmission used on Cadil- 

lac, oo Olaaasbiie, Pontiac, Lincoln, 
oo Nash, Kaiser and Hud- 


“om kept its output from sagging 
extensively by adapting Dynaflow 
to Cadillac and Oldsmobile and 
mounting Powerglide in Pontiac. 
GM then leased a portion of the 
nearby Willow Run plant from 
Kaiser Motors Corp., to rebuild its 
transmission assembly lines. GM 





N. M. Dealers Post 
Business Policies 


For All to See 


ALBUQUERQUE, N. M.—The 
New Mexico Automotive Dealers 
Assn. has provided its members 
with “Declaration of Policy” post- 
ers, for public display of the asso- 
ciation’s 10 principles of good 
business. 

The principles are: 

“1. To price our merchandise and 
our services honestly. 

“2, Provide suitable facilities to 
assure customers receiving the best 
possible service at reasonable 


prices. 

“3. Select and train only the type 
of employes possessing ability and 
willingness to understand our cus- 
tomer’s point of view. 

“4. Honor all customer complaints 
a due and justified regarding 
—. service or product. 

“5. Refrain from misrepresenta- 
tion of any kind as to price or 
product in advertising. 

“6. Appraise honestly and offer a 
fair allowance for used vehicles in 
trade on new passenger cars and/or 
commercial vehicles. 

“7. Unless specifically stated ‘as 
is, to offer for sale at retail only 
reconditioned and guaranteed used 
cars and/or commercial vehicles. 

“8, Aid in the promotion of public 
highway safety and seek adoption 
of adequate uniform traffic regula- 


“9. Aid in any movement seeking 
adoption of legislation beneficial to 
the highway user. 

“10. Aid in the promotion of all 
good civic activities.” 


later bought the plant for $26 mil- 
lion, and production of Hydra- 
Matics was resumed there only 12 
weeks after the fire. 

* ° . 


ee kept industry ob- 
servers on the alert almost all 
year long. The first big move came 
when Kaiser-Frazer purchased 
Willys, and began the process of 
moving its operations to Toledo. 


Amidst talk linking other inde- 
pendents—particularly Nash and 
Hudson—Chrysler Corp. announced 
it had purchased Briggs Mfg. Co., 
its body supplier. Chrysler assured 
other Briggs customers that it 
would continue to supply bodies. 

A major development of the 
year, although it unfolded slowly, 
was the return of the buyer’s 
market, which in turn boosted 
dealer stocks to postwar highs. 
The “shopper,” who had been 
only a memory harking back to 
prewar days, suddenly loomed 
large in the showrooms. 

Dealers were forced to readjust 
merchandising policies, and “order 
takers” had to adjust or get out 
of the business. Overallowances be- 
came a common practice and in 
some cases ranged up to $1,000. 

Despite cries of distress from 
some quarters, sales and produc- 
tion totals for the year turned out 
to be the second-best in history— 
topped only by 1950. And more cars 
were built in the first six months 
than ever before. 
7 + a 

MONG the abnormal adventures 

of the year were the hectic 
“blitz” ‘sales and dealer ad sprees. 
“Write your own deal,” shouted the 
ads in many cities. Sales of 100 
and more cars in a single day by 
single dealerships were recorded. 
But the “blitz” faded as quickly as 
it had burst upon the scene. 

The ending of U. S. controls on 
prices and output made official 
what had been in effect, in prac- 
tice, for some time. Little direct 
effect on the industry was noted 


For Rainy Day 
Chevrolet Firm in Denver 


Starts Credit Union 

DENVER.—With 95 employes 
signing up for weekly deposits, 
the Luby Chevrolet Credit Union 
was started last week. 

Louis Luby, vice-president of 
Luby Chevrolet Co., said the plan 
was adopted because: “We have 
some good employes working with 
us and we want to hold onto them. 
A credit union is one measure 
adopted for this purpose. Others 
will follow. 

“Even though our charter has 
not yet come through, 95 of our 140 
employes in eight Luby Denver 
branches signified their desire to 
join by specifying the amounts to 
be deducted weekly from their 
salary checks.” 

Luby said his firm is the first 
dealership in Colorado to launch an 





employes’ credit union. 





K-W Dealers Meet in Pittsburgh— 


Kaiser-Willys division sales executives and Buyers Motors, Inc., new K-W distributor 





in Pittsburgh, were hosts to western Pennsylvania dealers. At the speaker's table are 
(from left), John Whalen, district manager; Paul K. McCormick, secretary of Buyers; 
B. M, Ratner, vice-president of Buyers; S. R. Ratner, Buyers president; Roy Abernethy, 
K-W general sales manager; L. T. Mullen, eastern division sales manager; Leo Fenn, 
region sales manager; Fred Adams, advertising manager, and Don Smith, 
promotion manager. 


ir 


sales 


as a result of the Government 
action. 

An event which may turn out 
to have the most far-reaching 


law to license manufacturers and 
their representatives, 

This thinly concealed move to 
regulate auto makers at the state 
level has drawn the interest of 
lawmakers in other states, and “the 
Oklahoma law” may be copied else- 
where during 1954. 

A development related to the re- 
turn of the buyer’s market was the 
break in used-car prices. The aver- 
age wholesale price of used cars 
declined from $944 to $710 during 
the year—a drop of nearly 25 per- 
cent. The decline brought used-car 
prices back to the approximate 
ratio to new-car prices that pre- 
vailed prior to World War II. 

° + s 
NUMBER of factors combined 
to depress dealer gross 
profits to record lows during the 
year. Higher fixed costs were only 
partly responsible, The big factor 












New Officers Guide Spokane Dealers— 


The Spokane New Car Dealers Assn. installed its 1954 officers at a luncheon meet- 
ing. Seated (from left), are the following board members: Ray Barton, Arthur Harms, 
Al Diskin, Frank Osburn, Ray Penning, John Moore, Herman Rodell, George Jones 
and Rex Wendle. Standing: Richard Axtell, secretary-treasurer; Clay Beck, vice-presi- 
dent; Fred Utter, president, and Les Kauffman, state NADA director. 





was the sharp increase in the cost 
of doing business—and of selling 
more and more cars at discount 
and giving bigger and bigger al- 
lowances on tradeins. 

The introduction of the sound- 
money policy of the Eisenhower 
Administration reverberated loudly 
in the auto industry, as elsewhere. 
In line with the announced Fed- 
eral policy, finance companies also 
tightened terms during the year 
and scrutinized credit applications 
much more closely. 

As a result, many small oper- 
ators and used-car dealers were 
driven to the wall, Few dealers 
at present see any possibility of 
a loosening of credit in the near 
future, 
















tions of ’54s will have taken 
more than one-third of a year 
by the time the latecomers bow 
in. 

Such a long period, objectors say, 
does nothing to serve the interests 
of dealers and creates only be- 
wilderment and indecision among 
buyers. 

* : 7 
OLESALE auctions across 
the country reported generally 
small turnouts in the holiday 
period, but bidding was brisk 
among the buyers on hand for the 
cars available. Activity was at a 
higher level last week—60 percent 
—than it had been in three weeks. 


The overall average price of 
the used cars auctioned, accord- 
ing to Automotive News’ index, 
was slowed last week in its down- 
ward plunge. The index fell only 
$4 to level out at $706. 

For the first time in three weeks, 
flickerings of strength in prices 

were noted. A gain of $3 was 
chalked up for °'49s, pushing the 
average for that model to $463. An 
increase of $2 was noted for ’52s, 
pushing them to an average price 
of $1,122. All other models declined. 


The familiar role of biggest loser 
was again played by ’53s, which 
lost $17. The average '53 price is 
now $1,816. Other losses were: ’48s, 
down $9; ’47s, down $8; ’51s, down 
$5; and ’50s and ’46s, down $2. 

The price spread between model 
years, after last week’s adjust- 
ments, was as follows (price spread 
of previous week in parenthesis): 
53 to '52, $694 ($713); ’52 to ’51, 
$295 ($288); 
"50 to °49, $174 ($179); °49 to °48, 
$153 ($141); ’48 to ’47, $56 ($57), and 
’47 to °46, $38 ($44). - 


peeneet samplings of last week 
showed: 

Akron new-car sales for the week 
were 330, compared with 297 the 
previous week and 306 for the week 
before that. Used-car sales were 
471, compared to 531 and 577 in 
the previous weeks. 

In Amarillo, new-car sales for 


Other top stories of the year 
were: 

The drive for better highways. 

The trend to deluxe models; 
widespread acceptance of power 
steering and brakes. 

Autos take part in atomic bomb 
test. 

Government cancels Kaiser plane 
contracts. 

= : * 
(CHEVROLET put Corvette into 
production; GM builds experi- 
mental sports cars in other lines. 

Auto shows lure record crowds. 

DuPont antitrust suit gives. pub- 
lic peek behind GM scenes. 

Five-year labor contracts re- 
vised; supplier strikes hamper 
makers at crucial spring-summer 
period; union drive on dealer- 
ships. 

First price announcements for ’54 
models show some cuts, some in- 
creases. 

Big Three expands market share. 

New models: Low-silhouette 
Studebaker—second time since war 
this independent starts a new style; 
Hudson Jet; Mercury introduces 
glasstop. 

Reo forms own truck - leasing 
firm; Chrysler offers Dodge trucks 
to Chrysler and DeSoto outlets, 


Logan to Preside 
Over Dealers in 


Portland, Ore. 


PORTLAND, Ore.—David Logan 
(Oldsmobile), is the 1954 president 
of the Automobile Dealers Assn, of 
Portland. He succeeds Earl Riley. 

Harvey Barnard (Cadillac - Olds- 
mobile) was elected vice-president 
and Atlee Carmichael (Mercury) 
was elected secretary-treasurer. 

Directors are Phil Fields (Chev- 
rolet), Roy O. Burnett jr. (DeSoto- 
Plymouth), Harold Kupp (Ford), 
L. W. Danilson (Nash), Carl Win- 
dolph (Pontiac), Richard Billings 
(Chrysler-Plymouth), and William 
Anderson sr. (Willys). 

In appreciation of his services as 
1953 president, the dealers presented 
Riley with a TV set. 

In his acceptance address, Logan 
suggested questionable and uneth- 
ical merchandising practices be dis- 
continued in favor of sound busi- 
ness procedures, 

‘Logan entered the automobile 
business in Portland in 1919. He 
and his brother, Carl, in addition 
to being partners in Logan Olds- 
mobile, also are partners in Logan 
Chevrolet Co., Walla Walla, Wash.; 
and co-partners with Art McGarr 
and Joe Gay in Lomac Motors of 
Portland, automotive parts rebuild- 
ing firm. 





51 to ’50, $190 ($193); | 17 


Dealers Look for Upswing 
In New, Used-Car Sales 


(Continued from Page 3) 


the week were 90, compared with 
98 in the preceding week. 


Cleveland new-car sales were 
1,046, compared with 1,068 in the 
previous week, 

In the race for sales leadership, 
Ford still leads for November in 
registrations officially recorded to 
date. 

Chevrolet registrations total 83,- 
180 cars for the month, while Ford 
has chalked up 84,551. 

According to 1953 registrations so 
far tabulated, however, Chevrolet 
leads Ford, 1,235,880 to 991,508. 


Steiner Moves Up 
To Presidency of 
Seattle Dealers 


SEATTLE.—The Seattle Automo- 
bile Dealers Assn. last week an- 
nounced its 1954 officers’ panel. 
Elected by the trustees from among 
themselves were: 

Harold L. Steiner, elevated from 
treasurer to president; Robert B. 
Dunn, vice-president; Albert W. 
Hauck, treasurer, and E. P. Coch- 
ran, secretary. 

Elected by membership ballot to 
three-year trusteeships were M. O. 
Anderson, Frank L. Hawkins and 
Richard A. Smith. Other trustees 
are Ralph E. Malone and Henry J. 
Rahe, retiring president, and the 
incumbent officers. 

Expiring trusteeships include 

those of Dale Huling, former vice- 
president; John E. Blume, and Lee 
oran, 
Renamed to executive posts were 
Dean D. Ballard, labor - relations 
counsel, Edward L. Rosling, legal 
counsel, and Thomas R. Gilson, 
manager. 


Fire, Blast Raze Glewe’s 

Fire, followed by an explosion, 
destroyed the building of the Glewe 
Motors Sales (Ford), Brunswick, 
Mo., with an estimated loss of 
$50,000. 





Olds Service Aides Study Carburetor— 


Norm Reilly (right), of General Motors’ Rochester Products division, explains the 
Quadri-Jet carburetor to Oldsmobile field service representatives attending a five-day 
course in Lansing. More than 89 were on hand for the sessions. 
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See Stro Market, Hotter Competition . . . 


Auto Makers Look at New Year 


tooled factories, substantial earn-; passed and that the industry is 


(Continued from Page 2) 


in GM are basing our business 
plans upon that conviction.” 


As signs of a healthy market 
ahead, Curtice listed the increasing 
population and growing number of 
households. Government expendi- 
tures also will continue at about 
the same pace as in 1953, Curtice 
said. 


EeNice-p R,. BREECH, executive 
ee of Ford Motor 


we. "ted to 1954 with confi- 
dence.” 

Ford, he said, closed out 1953 
in the strongest position in its 50 
years of existence. Breech claimed 
record gains in 
production and 
sales for the past 
and said 


possible by Ford 
and Lincoln-Mer- 
cury dealers capi- 
talizing on public 
acceptance of the 
company’s prod- 
ucts, 

Car production 
in the Ford and 
Lincoln-Mercury divisions was esti- 
mated by Breech at 1,550,000 units 
during 1953. This was accomplished, 
he said, by reversing the traditional 
industry trend of cutting back out- 
put in the second half and pro- 
ducing 55 percent of the year’s 
total in the final six months. 

“Heavy overtime schedules, which 
made this production possible, are 
expected to continue for at least 
the first quarter of 1954, and 
probably for some time thereafter,” 
Breech said. 

“Our total production in 1954 
will be determined,” he said, “not 
by what we sold in 1950 or 1953, 
but by schedules set on the basis 
of facts contained in current field 
reports from our dealers. 

“In our facilities pianning, we 
have estimated the market as far 
ahead as the next five years, with 
allowances for expectation of a 
reasonable increase in our share.” 


Breech said there were many 
milestones passed in 1953 and 
many reasons for Ford’s “gratify- 
ing performance in a year of 
change and challenge.” 


“Taken together,” he said, “they 
are symptoms of good health at 
Ford, and justification for an 
optimistic outlook 
as we appraise 
the New Year.” 

Benson Ford, 
general manager 
of Lincoln - Mer- 
cury division, 
seconded Breech 
by saying: 

“We see no 
reason for pessi- 
mism at this 
time, but are 
looking forward 





E, R. Breech 


isensen Ford 

to a very active and profitable 

year in 1954.” 
+ 


* = 


eg er W. MASON, president 
of Nash, made his review of 
1953 and preview of 1954 in a re- 
port to stockholders. 

Nash’s big event for 1954, ac- 
cording to Mason, will be its intro- 
duction in March of “an entirely 
new car, small and light in weight, 
and capable of up to 41 miles per 
gallon at normal highway speeds. 

“This car will be Nash’s answer 
to the demand for a car that will 
provide maximum operating econo- 
my without sacri- 
fice of the es- 
sentials of driv- 
ing comfort,” 
Mason said. 


port that Nash’s 
net earnings for 


fiscal 1953, at 
$14,123,026, were 
larger than in 





fiscal 1952, when 

G,. W. Mason the figure was 
$12,603,701. 

Nash has, and will continue to 
have, basic strength in the in- 
dustry, Mason said, because it has 
close control over manufacturing 
resulting from a high degree of 
plant integration, modern and well- 





ings by subsidiary companies and 
an outstanding line of products. 
+ * * 


AMES J. NANCE, president of 
Packard, said: 

“For 1954, the big question is 
how well the auto industry can 
support the tremendous production 
capacity that has been built up. 
Partly because the auto industry 
has grown up in such a highly 
competitive market, there is every 
reason to believe it will meet the 
challenge in this turnabout year. 

“While competition will be in- 
tense,” he went on, “it will help 
create the demand necessary to 
maintain the in- 
dustry’s economy 
on a high plateau. 
Since the auto- 
mobile is the 
leading economic 
barometer of con- 
sumer investment 
purchases, it 
should lead the 
way to an overall 
good year for 
business, general- 
ly.” 

Nance said there were indications 
in the final three months of 1953 
that the first shock of making the 
transition to a buyers’ market has 


J. J, Nance 





Obituaries 


H. C. Jones, ’32 President 
Of San Diego Dealers 


SAN DIEGO, Calif—Harry Cam- 
eron Jones, 63, who was president 
of the San’ Diego auto dealers’ as- 
sociation in 1932, died Dec. 18 at 
his home here. 

Mr. Jones operated a Graham- 
Paige distributorship in San Diego 
and Imperial County (Calif.), start- 
ing in 1928. Later his eyesight 
failed and he suffered a heart 
attack. 

In recent years, he ran a maga- 
zine distribution business. 

- * 


Belton H. Johnson sr. 
AIKEN, 8. C. — Pelton H. Johnson sr., 
57, retired auto dealer, died here Dec. 20 
after a long ainaes. 





William H. McIntyre 
OTTAWA. — William H. McIntyre, 79, 
past president of the Ontario Motor League, 
died here after a pectenged illness. 
+ 2 


George H, Howard 
BUFFALO. George H. Howard, 61, 
service manager for several Ford Motor 
Co. dealers in this area for many years, 
died Dec. 24 from injuries suffered in an 
automobile accident. 
~ * 


. 


Roman LIL, Czarcinski 
BUFFALO.—Roman I. Czarcinski, 59, 
vice-president of Ambherst Motor les, 
Inc., died Dec. 26 following a heart attack. 
He was a member of the Empire State 


- Automobile Dealers Assn. Oldtimers Club, 


the Erie County Ford Dealers Assn. and 
NADA. 
7 7 + 


Carl A, Dunkel 

JOHNSTOWN, Pa.—Carl A. Dunkel, 64, 
general manager and vice-president of H. 
E. Wagner Motor Sales Co., died Dec. 24. 
He was a member of the Johnstown Auto- 
mobile Dealers Assn. and was active in 
helping start local automobile shows. 

* 7 * 


Arthur N. Martin 

AKRON, N. Y.—Arthur N. Martin, 70, 
who opened the first Buick outlet here in 
1910, died Dec. 25 in Winter Haven, Fila. 
He was associated in the automobile busi- 
ness with his brother, the late Harry P. 
Martin. 

= * * 
Earl F. Jackson 

DETROIT.—Earl F. Jackson, 77, Good- 
year Tire & Rubber Co.’s first Detroit 
district and division manager and a pioneer 
in original-equipment sales, is dead. One 
of the country’s top bicycle racers in his 
youth, Mr. Jackson was hired by Goodyear 
to head its Detroit operations in 1907 be- 
cause of his wide ep with bicycle 
and carriage makers that re changing 
over to automobiles. Until "1937, he de- 
voted most of his time to manufacturers’ 
sales, and his work is credited with paving 
the way for the entire pattern of present- 
day manufacturers’ sales by Goodyear. Mr. 
Jackson was a manufacturers’ agent at 
Detroit for several years after leaving 
Goodyear, He retired 10 years ago. 





Star Chief, Sun Valley 
Turn Up at Auctions 

DETROIT. — The first of two 
specially styled 1954 models -were 
put on the block at auctions last 
week. 

In Kansas City, a Mercury Sun 
Valley, equipped with power 
brakes, sold for $3,125, In Omaha, 
two Pontiac Star Chief Catalinas 
sold for $3,120 and $3,020. 








ready for the new business climate. 
He predicted production of more 
than 5 million units in 1954, 

“With employment and personal 
savings both near peaks, we have 
the basic economic structure that 
should support a continuing high 
business activity for next year,” he 
said. ai es ik 


AYMOND R. RAUSCH, execu- 
tive vice-president of Willys, 
said many factors favor a bright 


Boyes to Manage 
s* 
Hyatt Bearings 
DETROIT. — Harlow H. Curtice, 
president of General Motors, last 
week announced the appointment 
of Donald L. Boyes as general man- 


ager of the Hyatt bearings division 
at Harrison, N. J. 


Boyes succeeds Raymond H. 
Cramer, who retired Dec. 31 after 
nearly 30 years’ service with Hyatt. 

Boyes’ last permanent assignment 
was as production manager of GM’s 
central foundry division in Sagi- 
naw, Mich. However, since last Sep- 
tember, he had served as acting 
plant manager of the Detroit trans- 
mission division’s Riopelle St. plant. 
This plant was reactivated to as- 
semble Hydra-Matic transmissions 
after the fire at Livonia, Mich. 


Cramer, who is 63, had been with 
Hyatt since 1924 as tool designer, 
assistant chief inspector, supervisor 
of standards, tool and maintenance 
division, assistant factory manager 
and factory manager. He was ap- 
pointed general manager in 1950. 
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future for the auto industry in 
1954 and the years just ahead, de- 
spite today’s high inventories. 
Among them he cited “a better 
automobile in 1954, an ever-ex- 
panding market for both new and 
used cars and a 
return to the old, 
hard - hitting 
salesmanship that 
went out with the 
years immediate- 


war. 
“There has been 
a great deal of 
talk about the 
auto industry 


outproducing it- 
R. R. Rausch self,” Rausch 
said, “but this is an ancient mis- 


conception that has been disproved 
again and again... 

“In the long run, high-level pro- 
duction can always be translated 
into a higher standard of living— 
an economy that can support still 
more goods and services.” 

Rausch predicted that the use 
of plastics in auto manufacture 

is “one of the brightest pros- 
pects on the horizon.” 

In discussing what he described 
as the return of craftsmanship to 
the auto industry, Rausch said: 

“In the early days of mass pro- 
duction, this feeling for fine work 
necessarily suffered. But as a pro- 
duction man who grew up in the 
business, I can tell you that it is 
coming back, along with a finer 
sense of understanding and team- 
work between management and 
labor, without which no industry 
can fulfill its promise.” 
* * + 

#yAnct S. VANCE, president 

of Studebaker, said he expects 
the auto industry to enjoy a large 
business in 1954—somewhat under 
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1953 but definitely better than 1962. 
“We expect that Studebaker 
dealers will get their fair share of 
1954 business,” Vance said, “and 
that they will do 
so by convincing 
prospective pur- 
chasers that it 
is much more im- 
portant to them 
that they buy a 
new car wisely 
than that they 
sell an old car 
advantageously, 
‘‘We believe,” 
f Vance said, “that 
H, 8. Vance the true measure 
of success in our business is found 
in the profit and loss accounts of 
dealers and the factory, and not in 
sales or production statistics. 
“Accordingly, we shall build in 
1954 only the number of cars and 
trucks which Studebaker can sell 
at retail with a-reasonable profit 
to them.” 








NUCDA Offers $100 


For Sales Slogan 
DETROIT.—The National Used 
Car Dealers Assn. has announced 
a $100 slogan-writing contest. 
The purpose, according to 
R. W. Workman, president, is to 
get a slogan which will be» pro- 
moted by NUCDA and utilized by 
dealer members in boosting used- 
car sales in 1954. 
Workman said anyone was 
eligible to enter, but slogans must 
be submitted to NUCDA’s Detroit 
headquarters through dealer 
members, The association’s steer- 
ing committee will select the 
prize-winning slogan at its Jan. 
18 meeting in Detroit. The con- 
test closes at midnight Jan, 15. 





o- QUALITY + VALUE - SERVICE 


CONVERTIBLE 


REPLACEMENT 


TOPs 


. . . Including the TOP sensation of 1954 


Sip 





NEW! 
COLORFUL! 
EXCITING! 


The latest addition to 
the ARO family of tops. 
Comes in nine authen- 
tic Scotch plaid patterns. 


iy Gling ‘cy -faiy. 


TOPS TO MEET ALL REQUIREMENTS 


There’s an accurate ARO pattern for 
EVERY model from 1928 to present. 


NOTE: ALL ARO TOPS ARE MADE OF 


HAARTZ FABRIC EXCLUSIVELY 


PHONE, WRITE OR WIRE FOR MONEY-MAKING DEAL 


SALES CO. 


BOSTON 15, MASS. 


Tel. Algonquin 4-5250 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8, PRODUCTION ONLY) 
Week 


79,141 


*Revised 


Total 


Dee., 
1953 

84,976 

11,176 


Total, Total, 
1952* 1963 
952,501 1,247,087 
120,678 160,408 
10,529 97,558 129,845 
13,674 259,519 293,862 
49,597 474,886 662,972 
101,485 1,004,784 1,550,527 
65,916 777,581 1,188,372 
4,446 81,992 42,007 
$1,123 195,261 320,148 
189,658 1,801,457 2,800,321 
13,827 $21,048 485,259 
1 108,680 
877,950 1,477,628 
228,452 319,852 
413,902 

62,479 


8 4,887,443 6,140,123 


COMMERCIAL CARS 


(U. S, PRODUCTION ONLY) 


Total 


2,102 
201 


21,473 


6,472 25,768 432,711 476,890 


97,498 104,935 91,725 525,614 5,993,551 7,826,581 
Revised. Miscellancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterting, Nash, etc. 
N.B.: 


All U. 8S. totals include cars and trucks for military orders. 


53 Score: 6,140,123 Cars, 


And 1,209,568 Trucks 


(Continued from Page 1) 


turning the year into the industry’s 
best. 


Two car makers — DeSoto and 
Plymouth—set alltime high pro- 
duction marks in 1953. DeSoto built 
129,845 cars to top its previous 
record of 126,664, set in 1950, and 
Plymouth turned out 662,972 to sur- 
pass its 1951 mark of 621,013. 

e s ao 
LLOWING is a month-by- 
month rundown on production: 

January — 465,804 cars, 111,949 
trucks. 

February — 485,271 cars, 100,642 
trucks. Government production 
controls ended. 

March — 569,036 cars, 132,013 
trucks. Packard and Nash were 
building at the highest levels in 
their histories. 


April—601,502 cars, trucks. 
It was the best output month in 
two years. Ten-week-long strike 
Warner Gear, a trans- 
mission supplier for Ford, Stude- 
baker and Nash. 

May—545,739 cars, 88,775 trucks. 
Kaiser - Frazer Corp. purchased 
Willys Motors, Inc. turning Willys 
into a wholly owned subsidiary of 


Kaiser Motors Corp. Six-week tool 
makers’ strike began. 
* * 7 

NE—588,658 cars, 75,144 trucks. 

Charges of overproduction be- 

. Kaiser began four-month 

shutdown. 

July—597,319 cars, 111,047 trucks. 
Nash started 2%-month shutdown. 

August — 517,518 cars, 101,544 
trucks. Eighty-million-dollar fire 
destroyed GM’s MHydra-Matic 
plant. No Hydra-Matics were 
produced for three months, forc- 
ing Cadillac and Oldsmobile to 
start installing Dynaflows, and 

Pontiac to use Powerglides. 

September — 472,707 cars, 95,721 
trucks. Model changeover troubles 
hampered po gar Corp. 

* * 
Ceram. — 533,104 cars, 89,090 
trucks. Kaiser sold Willow Run 
to GM, which had been leasing part 
of it since the fire for Hydra-Matic 
work, Changeover troubles halted 
Packard turnout. 

November — 361,807 cars, 76,613 
trucks, Model changeovers 
dropped car output 34 percent 
below October. Chrysler Corp. 
purchased Briggs body plants, 
which make all bodies for Plym- 
outh. 

December — 401,658 cars, 98,188 
trucks. Four firms — Oldsmobile, 
Cadillac, Nash and Studebaker— 
closed plants in mid-month and are 
to reopen this week. 


Horse Traders Passe? 


Nashville Dealer Uses New-Car Tryout Plan; 
Sees Hard-Selling Year Ahead 


By Jesse C. Burt jr. 
Staff Correspondent 
NASHVILLE, Tenn.—Dealers will 
have to sell their product instead 
of horse-trading in 1954, in the view 


Roger Takes Helm 


For Detroiters 


DETROIT. — New officers of the 
Detroit Auto Dealers Assn. were 
elected last week. 

They are: President, Al Roger 
(Dodge-Plymouth) ; vice - president, 
Hugh Gorey (Buick); secretary, 
John L. Drummy (Oldsmobile), and 
secretary, Ed Schoenherr (Ford). 

All are members of the board of 
directors. 





of Col. Jim Reed, veteran Chevrolet 
dealer here. 
Frankly looking for a tough 


Reed reports that two plans are 
working out well at his dealership. 
One concerns the customer; the 
other concerns his 18 auto sales- 
men. 

“We make a deal of three days, 
or 100 miles,” he said. “If the 
customer is not satisfied, he can 
bring back the car, even if it’s 
new. Of course, we always try to 
determine first whether he can pay 
for the car. 

“We pay our men a living 

, @ reasonable salary, and 


salary 
: don’t make it a matter of com- 


mission, We try to select men 

who are settled, with families,. 
and who go to church.” 

Reed said he figured 1954 would 
be like the early days when he 
was selling cars in Nashville. He 
then told about the time he waited 
outside a man’s house for four 
hours just to get a chance to talk 
with him about a new car. 

His prediction for 1954: “Good 
volume but less profit.” 


505 Victims of Swindle 
To Get ‘Loss’ Dividend 


CLEVELAND. —A second and 
last “dividend” of about two cents 
on the dollar will be paid to 505 
persons allegedly swindled by 
Jack Singleton, former car dealer, 
who is serving a 10-to-70-year 
prison term. Singleton sold new- 
used cars here in 1947. 

The second payoff means an 
average of $30 to $40 per creditor. 
Singleton’s assets already have 
paid off 5 percent. 





CLASSIFIED aN Es ivd DEPARTMENT | 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. 
of Automotive News. 
day received. Display ads: 
OF PUBLICATION DATE. 

WANT AD DEPT.., 


Kindly Acknowledge 


AUTOMOTIVE NEWS 


DIVISION 
MANAGERS 
NEEDED 


Plans for 1954 will make avail- 
able territories in the United 
States and Canada— 

High Earnings, on a straight 
commission deal, with plenty of 
Repeat Business— 


Must have car, and free to 
travel, a following in Automo- 
tive Field helpful, but not es- 
sential— 


Give sales experience, age and 
marital status in first letter to 
Home Office, or visit our Booth 
#£131 at N.A.D.A. Convention 
in Miami Beach, January 9 to 
13 inclusive. 


The Carlife Guaranty 


Company 
16501 Wyoming Avenue 
Detroit 21, Michigan 


PARTS MEN 


FULL-PART. TIME SALES 


weekly in spare time selling complete 
line of bolts, nuts and automotive clips 
for large Chicago distributor. Write 
Box 3355, c/o Automotive News, De- 
troit 26. 


COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classi panes r, Auto- 
motive News. Enclose a note listing the 
A would not want your 
our Soa Seat will be de- 
vertiser fs one you have 
Tee it will be forwarded 
the advertiser. 


—_ 


Add One Dollar ($1) per 
Replies to Box Number ads: 
SSR Pian ee ee 


insertion 


per insertion 


SALES MANAGER for 
DODGE-PLYMOUTH AGENCY 


Texas dealer established in city of 100,000 
people for over 26 years needs aggressive new 
vehicle sales manager to organize and train 
sales force to sell 20 Dodges and 10 Plym- 
ouths monthly for a profit. Unlimited oppor- 
tunity for the right man with sales ability. 
This dealership has an excellent service de- 

partment sone @ net profit and a used car 
fot with facilities for moving all trade-ins. 
Give full particulars and references in your 
letter requesting interview to Box 3331, c/o 
Automotive News, Detroit 26. 


CHRYSLER CORPORATION DEALER 
with 350-car contract in large Montana 
city needs experienced accountant-book- 
keeper, capable of producing financial 
statement by 5th of each month, Ex- 
Perience necessitates Chrysler Corpo- 
ration experience in all phases of modern 
Chrysler -factory accounting system, in- 
cluding direction of three girls in office, 
writing of customer contracts and in- 
surance policies. Splendid starting salary. 
Please state experience. All replies strict- 
ly confidential. Box 3337, c/o Automotive 
News, Detroit 26. 





SERVICE MANAGER — Small Chevrolet 
dealership, New York City area. GM 
experience preferred. Give particulars. 
Salary desired. Box 3328, c/o Automo- 
tive News, Detroit 26. 





HAVE PROPOSITION FOR experienced 
automobile sales manager. Must be able 
to buy and sell cars for a profit. Salary 
plus share of profits for right man. Write 
Griffith Automobiles, 214 Morgan St., 
Durham, N. C 


SERVICE MANAGER and parts manager 
positions open—600 car Buick dealership 
in Florica for experienced men. Salary 
and commission. State in first letter all 
experience, recommendations, expected 
earnings, etc. Confidential. Box 3336, 
c/o Automotive News, Detroit 26. 


For Quick Results 
Use Automotive News 
WANT ADS 


for 
ia eee A ie-t- - 
CLOSING: 


use of a box number, in care 


unopened, the same 
SIX DAYS IN ADVANCE | 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


POSITION WANTED 


BUSINESS OR SALES MANAGER. Fifteen 
years’ successful experience in manage- 
ment, finance, sales and service. Young, 
aggressive, capable, Excellent dealer and 
factory references. Minimum salary $10,- 
000. Available January ist. Box 3338, 
c/o Automotive News, Detroit 26. 

SOUTH FLORIDA OFFICE manager avail- 
able for dealer who wants real expert 
with proven ability in automotive ac- 
counting, administration, controls. Box 
3339, c/o Automotive News, Detroit 26. 


SALES MANAGER — NEW AND USED. 
New car dealership being sold at present 
time. Will be available for employment 
on or about March 1, 1954. Appear in 
person for interview anytime. Prefer 
large ‘‘Big 3’’ operation. Desires to 
locate in south or west. Commission 
basis only or salary and over-right pre- 
ferred. Ten years’ experience in operating 
new and used car business. Best refer- 
ences. Married, age 30, three children. 
Box 3340, c/o ‘Automotive News, Detroit 
26. 


YOUNG GENERAL MANAGER with capi- 
tal to invest in GM or Ford deal. Fully 
experienced in all phases of management. 
California experience and resident but 
would consider good deal anywhere. If 
retirement with continued income is what 
you want, I’m your man. I have a family 
and excellent references. Box 3319, c/o 
Automotive News, Detroit 26. 


FORD PARTS MANAGER, age 27, six 
years’ experience, cesires to locate cen- 
tral United States. Familiar with all 
phases parts department. Best cf refer- 
ences. Box 3341, c/o Automotive News, 
Detroit 26. 


TRUCK SALES MANAGER—capable of 
handling complete truck department, 44 
years of age and 20 years truck ex- 
perience. If you have a real need for a 
reliable truck man, let me hear irom 
you. Box 3342, c/o Automotive News, 
Detroit 26. 


OFFICE MANAGER AND ACCOUNTANT 
with Ford dealer. Desires relocation in 
Florida, Widely experienced in auto ac- 
counting and other businesses, Box 
c/o Automotive News, Detroit 26. 





BUY YOUR BOAT 


IN- W. PALM 


BEACH, FLA. 


Large Stock of 
Chris-Crafts, Colonials, and Centurys 


Immediate delivery in Florida or anywhere 


SHIP & SHORE MOTORS 


701 SOUTH FLAGLER DRIVE, 


Phone 


W. PALM BEACH, FLA. 
39661 


Also new car dealers for 19 years. 











— 


MAN, 40, EXPERIENCED in auto financ- 
ing with two major finance companies 
and experienced in retail auto business 
with GM and Ford. Capable of teaching 
effective speaking, leadership, human re- 

. lations, conference techniques and sales 
courses. Capable of public speaking to 
any size group. Desires to connect with 
finance company, factory or allied lines 
on sales promotional work. Excellent 

. references. Presently employed. Box 3322, 
c/o Automotive News, Detroit 26. 


reste SSR 
CAPABLE SALES MANAGER or general 
manager who knows, especially, used 
cars, sales promotion and expense con- 
trol. Five years as general manager oi 
independent dealership and partner in 
used car business. Three years in retail 
sales. Young, college graduate, married. 
Honest, sober. Will consider all positions 
offered. Prefer smaller midwest dealer- 
ship. Will acknowledge all letters. Box 
3320, c/o Automotive News, Detroit 26. 


PARTS MANAGER — 20 years’ experience. 
Chrysler products both wholesale and 
retail. Presently employed, references ex- 
changed. Box 3351, c/o Automotive 
News, Detroit 26. 


TRUCK MANAGER or sales manager. 
Thoroughly experienced in all phases re- 
tail truck selling, truck servicing and 
used truck merchandising. Twenty years 
spent with 3 firms as salesman, sales 
manager, truck and fleet manager—na- 
tional fleet sales. Available January 15th. 
Best references. Box 3352, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


CALIFORNIA DEALERSHIP handling 
Chrysler. For quick sale at actual audited 
book figures. No blue sky. Located in 
light industrial city in one of Cali- 
fornia’s finest climate belts, in heart of 
agricultural empire. County seat city, 
serving county population of 110,000. 
Average family income 25% above 
national average. Modern efficient build- 
ing with 22,750 feet of floor space, finest 
equipment, all post war. Large paved 
used car lot adjacent. Dealership aver- 
aged 22 new car units and 73 used-car 
units monthly through 1953. Total 1953 
dollar sales—$1,659,000. Has shown good 
profit every year. Wonderful living con- 
ditions, just an hour and a half from 
San Francisco and close to Russian River 
resort country. Also offered if wanted, 
beautiful new four bedroom view home 
on full acre suburban lot. Every luxury 
and convenience. Owner wishes to sell 
to take advantage of another oppor- 
tunity. Write Box 3324, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING STUDEBAKER 
in midwest. Only Studebaker dealer in 
city and county with combined population 
over 200,000. Located three blocks from 
downtown. Two large used car lots— 
modern buildings and bright lights just 
installed, Fourteen service stalls with all 
modern equipment including five Weaver 
twin post lifts and overhead lube system. 
Separate 14 stall body shop with frame 
machine, DeVilbiss paint booth. 500-600 
new car annual potential, Over 3,000 
Studebaker owners now in area insures 
good service and parts business. Modern 
building available or long term lease. No 
used cars, accounts receivable or blue 
sky. $75,000 will handle. Will finance 
half if necessary. Must qualify with fac- 
tory. Box 3354, c/o Automotive News, 
Detroit 26. 


AUTOMOBILE DEALERSHIP handling 
Chrysler Corporation — metropolitan De- 
troit area. Complete facilities, very rea- 
sonable lease. Substantial quota. Same 
location many years. $20,000 will buy 
deal, Excellent reason for selling. Box 
3353, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING STUDE- 
BAKER, Los Angeles county, California, 
300 units, large franchise area. Will 
pay owner over $75,000 in profit plus 
salary this year. Five year profit over 
$200,000 after taxes. Complete set-up. 
New showroom, body and fender shop, 
service department. Will sell going cor- 
poration or parts inventory plus fixtures. 
If latter, $65,000 will take it. Good 
leases, good location, one of finest sales 
forces in the country. Strong advertising 
program running. Owner seriously sick 
man, spending little time at business. 
Must have operation and retire. Will 
give all possible aid to buyer. Box 3345 
¢/o Automotive News, Detroit 26. 


FOR SALE. Northeastern Wisconsin 
garage handling Plymouth-DeSoto. Build- 
ing and equipment, including two apart- 


ments—$64,000. For details, write Box 
3346, c/o Automotive News, Detroit 26. 


WHEN BUYING or SELLING 


an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 
LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 








DEALERSHIP FOR SALE, Located in a 
35,000 car southwestern market. A 
a Corporation contract. Three mil- 

dollar annual volume. Parts and 
oo inventory approximately $90,- 
. No accounts or used cars, Good 
lease. Box 3347, c/o Automotive News, 

Detroit 26. 


DEALERSHIP HANDLING Dodge-Plym- 
outh, handling 125 units per year, within 
twenty miles of Youngstown, Ohio, Com- 
pletely equipped service and parts de- 
partments. Owner will sell or consider 

agreement. Box 3348, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP AVAILABLE, handling 
Lincoln-Mercury, approximately 150 unit 
deal. Excellent location in mild south- 
east coastal area. Agricultural and resort 
section plus small but expanding indus- 
trial plants. Public acceptance of product 
very high. Parts inventories, equipment 
approximately $20,000 subject to actual 





will move fast. Write or wire Cass Motor 
Co., Conway, 8. C. 


AUTO DEALERSHIP handling Studebaker. 
“Central Illinois county seat city, In- 
ventory at discount. Favorable lease on 
building. Box 3349, c/o Automotive 
News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


AUTO SALES—1952 sales $166,000; Kaiser 
Frazer agency; fully equipped; living 
quarters above; small eastern town; 
priced with property. Apple Co., Brokers, 
Cleveland, Ohio. 


DEALERSHIPS WANTED 


WANTED—GM OR FORD dealership. 100 
to 150 cars. Factory approval assured. 
Complete or partial buyout optional, Ex- 
perienced operator. All replies strictly 
confidential. Box 3343, c/o Automctive 
News, Detroit 26. 


GM DUAL WITH CADILLAC, 100-200 
contract. Florida, North Carolina, Vir- 
ginia, Ohio. Qualified financially and 
as an experienced dealer. All replies 
strictly confidential. Box 3344, c/o Auto- 
motive News, Detroit 26. 


WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All 
replies held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 








DISTRIBUTORSHIP AVAILABLE 





State Distributorships Now 
open in the State of 
Tennessee and Kentucky 
Also in the States of 
Missouri, Arkansas and Kansas 


For Cadillac line of funeral 
ambulances .. . 


Old established manufacturer. 


Profitable proposition to reliable distributor. 
Factory representative will help organize 
appointed distributors. 


F. M. A. C. Finance Plan 


Box 3350 
c/o Automotive News, Detroit 26 


coaches and 





BUSINESS OPPORTUNITIES 


FLORIDA DISTRIBUTORSHIP: Four hun- 
dred unit retail outlet — supported by 
territory with nineteen dealer outlets 
having potential of 1645 units based on 
a very conservative estimate of total 
available market. Local and transient 
service business will show 80% ab- 
sorption—parts and accessory business, 
retail and wholesale profitable. This 
opportunity assures the applicant who 
qualifies an association with a manu- 
facturer that has served the motoring 
world for years and possesses one of 
the industry’s largest owner loyalty. Ob- 
viously applicants must avail themselves 
to investigation and possess the ability 
to lead and direct a dealer group, also 
having adequate finance to assure factory 
of permanent business association. Reply 
should be in detail, stating capital, ex- 
perience, etc. Box 3326, c/o Automotive 
News, Detroit 26. 


AUTOMOTIVE PROPERTY FOR LEASE. 
Formerly new car agency handling Chrys- 
ler products. Setup for someone to take 
over and begin operating immediately. 
Will sell shop equipment, parts and signs 
at a very reasonable figure. Building 
70’ x 135’, adjoining lot 100’ x 135’. Lo- 


fare in St. 
Bischoff, 5220 Natural Bridge, St. Lenn, 
Mo. 





DEALER SERVICES 


INVENTORY SERVICE 
Parts and Accessories Depts. 


Full-time experts. No pickup, part-time help; 
confidential and unbiased.  Sertified reports. 
ial buy-sell service. 
—in business since 





on request. Call or write for service details. 


Automotive inventory Service Co. 
10040 Freeland Detroit 7 Mich. WE 3-6449 








INVENTORY SERVICE 


the work. Accurate, 
confidential. Inventories accepted by all ac- 
countants and by the government. 

ALLIED INVENTORY CO., INC. 
1916 E. 79th St. Chicago 49, til. 
ESsex 5-8300 





INVENTORY SERVICE. Parts and acces- 
sories. Top type organizea 
procedures, up-to-date records. Model, 
year breakdown for Ford, a 
L-M and MoPar dealers. Fast 
tavensecd 


eastern half U.S.A. Talbot's 
Service, 124 8. Woodward, 
Mich, Midwest 4-5355 or 4-8460. 





NEW! MODERN! FAST! 
MACHINE RECORDED INVENTORIES 
Eliminates possible error. Cuts time in half. 
Original recordings left with dealer 
safe-keeping in case = fire. Oosearest ; 
ventory setup or present system revised. Ac- 

curate, confidential. LOW COST. 
INVENTORY PARTS SERVICE CO. 
5050 Joy Road Detroit, Michigan 
Texas 4-7450 





CARS FOR SALE 


AUTO AUCTION 


TIM ANSPACH 


ae Stop 20 
bany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 





Excellent Bodies - 


SARATOGA 7-2300 


We have 


Phone E 1254 
324 West Main Street, Fort Wayne, Indiana 


Woodward at 13 Mile 


5902 Telegraph Road 


6619 Euclid Avenue 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 
1 to 500 
MORRIS FREEDMAN 


Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 








SOMETHING NEW 
USED CARS DELIVERED 


Robinson Auto Rental, Inc. 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P. M. 


OPEN ALL NIGHT MONDAY 


We Guarantee Checks 
Dealers Only 








ATTENTION DEALERS!!! 


200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service— Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Royal Oak, Mich. 
Lincoin 5-1100 
“Home of Michigan's Finest Automobiles” 








TOLEDO AUTO AUCTION COMPANY 
Toledo, Ohio 
by the National Airport 
SALE EVERY TUESDAY, 1 P.M. 
Checks guaranteed 


Harold Strait, Jim Vance — Auctioneers 
Gale Neiswender, 


Open daily 9 to 5 — Phone Klondike 4631 





CARS WANTED 


WANT TO BUY 


LATE MODEL TAXI CABS, 
POLICE CARS AND RENTALS 





Interested in small or large fleets within 


400 miles of Cleveland, Ohio 
Call or Write 


WILLIAM SCHER 


Cleveland, Ohio 


UT. 1-7131 





WANTED—NEW, 1953 Ford, Chevrolet or 


Plymouth passenger cars. Must be priced 
at less tran dealer invoice. Phone 3-4242, 
Scranton, Pa. 


PARTS FOR SALE 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 
FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 








Direct Phone—AM 2-7117 





AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 





Heaters 


SHERWOOD 7-1700 


for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Phone E 5209 





PARTS FOR SALE 
asa age @& 


vor FREE 


GM ILLUSTRATED 
PARTS 
CATALOG! 


largest Wholesale Stocks 
of GM Parts For 

® Buick 

® Cadillac 

© Oldsmobile 

© Pontiac 

© Chevrolet 
One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
c.0.D. 


GORDON BUICK 


(formerly Robertson Buick) 

1000 S. WABASH AVENUE 
Chicago 5, Illinois WAbash 2-1030 
ae ee 










GENUINE 
STUDEBAKER 
PARTS 


© Large Complete Stock 
® Ship Anywhere—Same Day 


NORTHSIDE MOTORS 
4232-42 Natural Bridge 
St. Louis 7, Mo. 
LU. 4860 





Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middie 


Flanders 0800 


west. Shipments made promptly. 


3400 S. Kingshighway 
St. Louis 9, Mo 





NEW LINES WANTED 





LEAVING FEBRUARY ON 


Export Sales Director 


REGULAR TRIP 
THROUGH SOUTH AMERICA 


Can handle additional lines — re- 
placement parts, garage equipment, 
body builders. 


124 Oak Avenue 


Hempstead, New York 





TRUCKS FOR SALE 


1951 CHEVROLET MODEL 5703 cab over 


engine. Two ton, 34,000 miles. Excellent 
825x20x10 tires. Two speed axle, heater, 
equipped with Holmes 525 wrecker. En- 
tire unit, excellent condition, $2,995. 
Write or phone Chuck Housman, Jackson 
Chevrolet, Pueblo, Colorado. 





WRECKER FOR SALE 
Holmes heavy duty—Holmes deluxe body 


Chrome plated rails—tools—mounted on low 


40 W. Lawrence 


mileage cab-over engine GMC 
Perfect condition. Priced to sell $2,550 
Contact 
WATSON MOTOR COMPANY 


Helena, Montana 








OFFICE EQUIPMENT FOR SALE Z 


FOR SALE. PERFECT operating ‘‘Select- 
a-call’’ inter-communication and service ~.- 
control tower system. Original cost $1,- 
031, Asking $350 F.0O.B, Salem, 
Write for details, Loder Bros., 465 
Center St., Salem, Ore, 


__ SHOP EQUIPMENT FOR SALE —_ 


ATTENTION DEALERS 


Former Chrysler-Plymouth Dealer 
Will Sacrifice $3,500 Inventory 
of Parts 
Shop equipment, complete front end ma- 
chine, Bear wheel balancer, Chrysler spe- 
cial tools. Outside Chrysler and Plymouth 


neon sign—original cost $3,600. Complete 
office equipment, machines, safes, desks, 


etc. 
E. DUNNIGAN 


2976 N. Third Street Milwaukee, Wis. 
Telephone — Franklin 4-3950 








SHOWROOM SIGNS. Red Ram_ V-8, 
Dodge, Dodge job-rated trucks, equ‘pped 
with transformers. Any reasonable offer 
will be considered. Rea Keech Motor Co., 
3333 Frederick Ave., Baltimore 29, Md. 


SHOP EQUIPMENT WANTED 


WANTED — USED BEE LINE frame 
straightening machine—15 to 25 foot, pit 
or tressell type. Shumaker Auto Parts, 
= O. Box 732, Jasper, Ala. Phone 

-3431. 


NEON OLDSMOBILE SIGN wanted. 15” 
letters or larger, Horizontal preferred. 
Reply to P, O. Box 568, Far Rockaway 


. N.Y. 


ENGINE ee pet ge sae eee 


grinding and leg ee ohn P. Hughes 
Commerce &t., 


Motor Co., am... . 
Lynchburg, a 


e e e 
Going to Miami 
RENT A NEW CAR 

Credit Privileges 

Extended to All 
Dealers ea 

Low Rates — Full —— ; 


Wire Collect — We Will Manne 
You On Arrival Anytime, _. 
Day or Night 


MORSE AUTO RENTALS 
7726 NE 2nd AVE. 
MIAMI, FLA. 

PH. 7-0011 





Our New Model 


TOW BARS 


Cannot Be Matched 
‘At Any Price 
Write Today For 
Illustrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 
“Leaders In The Industry” 
Since 1939 





New Subscription Order: 


i 
a 


Send Automotive News to Address Below 


for One Year $8 [_] 


for which check is attached [_] or send bill [[] 





AUTOMOTIVE NEWS, 


CORRE HEHEHE HEHEHE HEHE EEE EE EEE HEHEHE HEHE EEE HEHEHE EEE EERE 


PENOBSCOT BLDG., DETROIT 26, MICH. 


eee eee eee ee eee 


or Two Years $14 [_] 


Zone No......... 


SDS sc lap wales sie a pase Want adadacnedannene bead nese skew 
TRADE CONNECTION: 
Car Dealer () Truck Dealer [] Manufacturer [) 
Jobber [] insurance [] Financial [) Supplier [] A 


1-4-54 
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“got to hit if right’ 


to pick up the tough ones 


You have to have exactly what the customer wants to score high 
in truck sales. That’s where the INTERNATIONAL Truck Dealer has a 
big advantage. 


He can score more often—with exactly the right truck for any 
hauling need. He sells the world’s most complete truck line—from 
1%4-ton pickups to 90,000 lbs. GVW off-highway models. Every truck 
operator is his prospect. 


The respected INTERNATIONAL reputation for quality keeps his aver- 
age high. Because he sells quality, he has more satisfied customers— 
steady customers for years to come. 


INTERNATIONAL Truck Dealer Franchises are available in a few 
choice locations. If you are qualified, there may be a place on this 
winning team for you. Phone your nearest INTERNATIONAL District 
Office for details. Or write INTERNATIONAL HARVESTER ComMPANy, 180 
N. Michigan Avenue, Chicago 1, Illinois. 


INTERNATIONAL HARVESTER COMPANY - CHICAGO 
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International Harvester Builds MCCORMICK® Farm Equipment and FARMALL® Tractors... Motor Trucks... Industrial Power... Refrigerators and Freezers 


Better roads mean a better America 


INTERNATIONAL TRUCKS 


Standard of the Highway 
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